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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. Tt 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscrips will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
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ticles of office equipment 
or directly related products 
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ADVERTISEMENTS 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 
A 

Acco Products, Inc. 62 
Ace Fastener Corp. 50 
Acme Staple Co. 198 
Acme Visible Records, Inc.....52, 53 
Aigner, G. d., Co. 197 
Allen & Co. 196 
Allen Calculators, Inc 171 
Allen-Wales Add. Mach. Corp...201 
Allied Carbon & Ribbon Corp...199 
All-Steel Equip Co., Inc 88, 89 
Amberg File & Index Co. 161 
Amer. Autmtc. Elec. Sales Co...180 
American Hair & Felt Co 178 
Amer. Number. Machine Co.....197 


American Photo Laboratories..186 
Amer. Writing Machine Co 12 
Ames Supply Co. 184 
Anderson-Hickey Co., Inc 153 
Art Metal Construct’n Co._.123, 133 
Art Steel Co 152 
Automatic File & Index Co 147 
B 
Bankers Box Cx 16 
Barkley, C. L., & Co 162 
Bassick Company 154 
Bates Mfg. Co 175 
Beach Publishing Co 200 
Bentson Mfg. Co. 138 
Better Packages, Inc 201 
Bickett, L. M., Co 152 
Bolens Products Co 115 
Bright Chair Co. 146 
Bristow, Stanley R 200 
Browne-Morse Co 92 
Brush-Punnett, Inc 152 
Cc 
Clarotype Co., The 201 
Clemeo Desk Mfg. Co 86, &7 
Codo Mfg. Corp 187 
Collier-Keyworth Co. 126 
Columbia Rib. & Car. Mfg. Co...167 
Columbia Steel Equip. Co 85 
Continental Ink Co. 199 
Cook, The H. C., Co. 191 
CopyRight Mfg. Corp 190 
Corona Typewriter 41 
Corry-Jamestown Mfg Corp 113 
Cotterman, I. D 1538 
Cramer Posture Chair Co 152 
D 
Daco Card & Index Co 200 
Darnell Corp., Ltd 124 
Dawn Mfg. Corp., The 184 
Dayton Stencil Works 199 
Dennison Mfg. Co 170 
Dick, A. B., Co. 37 
Dictaphone Corp 19 
Diebold Safe & Lock Co 9] 
Dixon, Jos., Crucible Co 185 
Domore Chair Co., Ine 120 
Doppelt, Charles, & Co 196 
Downey, C. L., Co 189 
EK 
Eagle-Ottawa Leather Co 114 
Eaton Paper Corp 193 
Ehrlich Upholstery Works 126 
Elliott-Fisher Back Cover 
Esterbrook Pen Co., The 187 
Ezykept Co. 200 
F 
Fair Furniture Co 138 
Faultless Caster Corp 139 


through the journal. 


Fritz-Cross Co. 139 M 

Fulton Specialty Co 200 Manifold Supplies Co. 
( Marble, The B. L., Chair Co 
; 


Markil Co 
Masco 
Massillon Wire Basket Co 


General Fireproofing Co 


rhe 74, 75 = 


Globe-Wernicke Co., The 17, 94 
Graff, Geo. B., Co 65 maoters< pe Pi: 
Grand Rapids L. L. Binder Co. 192 Shaw-Walker 
Gregory Fount-O-Ink Co 188 Meier, Joshua, Inc. 
Guide System & Supply Co 64 eatene arene, me 
Gunlocke, The W. H., Chair Co. 128 Meilink Steel Safe Co 
Melind, Louis, Co. 

i Metal Arts Craftsmen 
Hall-Welter Co Inc 184 Metal Office Furniture Co 
Hano, Philip, Co., Ine. 166 Metal Specialties Mfg. Co 
Hanson Scale Co 198 Metalstand Co. 
Harding, Milo, Co. 191 Meyer & Wenthe, Inc 
Harriman-Welts Products Co..198 Miami Systems Corp., The 
Harter Corporation, The 104 Michigan Desk Co 


Heyer Corporation, The 208 Midwest Naturlite Co 
Higgins, Chas. M., Ink Co., Milwaukee Chair Co., The 
Ine. 185 Mimeograph, The 
High Point Bndg. & Chair Co...153 Mitchell Binder Co 
Hileo Corp. 200 Mitchell Mfg. Co 
Hoosier Desk Co 112 Mittag & Volger, Inc 
Horder’s Incorporated 188 Moore Push-Pin Co 
Hotchkiss Sales Co 190 Mosler Safe Co., The 
Hunt, C. Howard, Pen Co 194 Multipost Co. 
, Murphy Chair Co. 
Imperial Desk Co 76 peer ees. Oe, 
Imperial Mfg. Co 172 N 
Imperial Methods Co 60 , 
Indiana Desk Co 103 National Blank Book Co 
Inkograph Co 197 Nat'l Brief Case Mfg. C 
Ink Specialities Co.. Ine 173 National Lighting Equipmen 
Inter-State Ribbon & Carbon = 
Co 01 Neidich Process Div 
Neva-Clog Products, Inc 
J New Indiana Chair C 
Jasper Chair Co 78, 79 Niemann, Inc 
Jasper Office Furn. Co. 110 Noreor Mfg. Co 
Jasper Seating Co. 118 
Johnson Chair Co 86, 8 0 
K Old Town Rib. & Car. ¢ 
Karl Mfg. Co. 118 Oxford Filing Supply Co 
Kellogg, A. W., Sales Co 201 . 
Kilian Mfg. Corp 147 : : 
Pacific Cb. & Ribbon Mfg. Co 
L Paramount Products Co 
Leopold Co 127 Parker Pen Co., The 
Little, A. P., Inc 195 Peerk Key-Imperial Mfg. Co 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers. 











They do, however, offer their services in resolving any disagreements which result from relations established 
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ai 


Peerlk 


Pelouze 


Steel Equip. Ce 
Mfg. Co. 199 


Phillips Process Co., Ine. .. 66 
Polar Mfg. Company 184 
Post, Frederick, Cx 160 
Postindex, Div. Art Metal Con- 
struction Co. 133 
Preferred Products 186 
Procter, Fred, Co 198 
Pronto File Corp 18 
Q 
Quality Park Envelope Co. 67 
R 
Rand McNally & Co 199 
Reliable Tw. & A. M. Corp 191 
Rite-Rite Mfg. Co 202 
Rivet-O Mfg. Co 198 
Roberts Numbering Mach. Co...201 


Roberts, Weldon, Rubber Co.....197 

Rock well-Barnes Co. 54 

R Laboratories 201 

Royal Typewriter Co 59 
Ss 

St. Johns Table Co 153 

St. Louis Hardware Mfg. Co.....152 


Sengbusch §S. Cl. Inkstand Co... 58 


Shaw Walker Co. 63, 117 
Sheaffer, W. A., Pen Co 44 
Sheppard, C. E., Co. 191 
Sherman-Manson Mfg. Co 146 
Shipman-Ward Mfg. Co 194 
Sikes Co., Inc., The 151 
Sloane, W. & J 119 
Smith, L. C., & Corona Type- 
vriters, Inc. 41 
Speed Key Mfg. Co. 198 
Speed-O-Print Corp. 176 
Speed Products Co. 163 
Standard Record Co. 182 
Stark Calendars, Ine 192 
Stationers Loose Leaf Co 56 
Storms, H. M., Co 180 
Stow and Davis Furniture Co... 90 
Sturgis Posture Chair Co 111 
Sun Rubber Co., The 147 
Sundstrand Sack Cover 
, 
rechnygraph, The 187 
Toledo Metal Furniture Co 125 
rriner Scale & Mfg. Co 195 
luch-Rite Corp., The 192 
t 
Underwood Elliott Fisher 
Back Cover 
I S. Tyvewriter Ribbon Mfg 
( 185 
V 
Vail Mfg. Co. 61 
Van Dyke Industries 174 
Varat, Murray, Co 181 
Vietor Adding Machine Co 183 
V ict Safe & Equipment Co 159 
vw“ 
Walz Mfg. Co 197 
Warshaw Mfg. Co 182 
Webster, F. S., Co 2 
Weis Mfg. Ce 99, 100, 101, 102 
Wholesale Typewriter Ce 164 
Wiggins, John B., Co 198 
Y 
Yawman and Erbe Mfg. Co 105 











For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 


are represented. 


Adding Machine Parts 
Amer 
\mes 
Shipman-Ward 


Adding Machine Rolls & Paper 
Rockwell- Barnes 


Adding Machines 
Allen 


Allen 


Calculators, 
-Wales 


Sundstrand 
Victor 


Adding Machines, 


Reliable 


Adding 


Tw. & 


Shipman-Ward 


Co. 


Mfg 


Add. 


Co 


Inc 
Mach 


Writing Machine 
Supply 


Co 


Machine 


Adding Typewriters 


Underwood 


Adhesives 
inks, 


Arch and Clip Board Files 
Autmte. 


see 


Amer 
Globe 


Atlases 
Rand 


Walker 
Yawman 


Wernicke 
Rockwell- Barnes 


Shaw 


and 


McNally 


Elliott 


Rebuilt 


A. M 
Mfg 


Elec 
Co 


Co 
Erbe 


Co 


& 


Autographic Registers 
Hano, 
Miami 


hilian 


Philip 
Systems 


Mig 


Co., 


Corp 


Banker's Note Cases 


Art 


General 


Steel 


Globe 


Victor 


Safe 


Co 


Fireproofing 
Wernicke 


« 


Billing Machines 


L nderwood 


Binders, 


Acco 


Products 


Aigner, 


Amberg File 


| a 
« 


K« 


Co 


Elliott 


Inc 
{ 


Grand Rapids L 


Master-Craft 
Mitchell 
National 
Sheppard, 


Binders, 


Bankers 
Master-Craft 
Sheppard, 


String 


Binders, 


Bankers 


Binder 


Blank 


Box 


The 


tox 


Blank Books 


National 
Procter, 


Blue Print and Plan File Cabinets 


Blank 


The ( 
Permanent Storage 
Co 
Div 


( 


Fred, ( 
Rockwell- Barnes 


All-Steel-Equip 


Ande 
Art 
Art 


son 


Steel Co 
Morse ‘ 


Browne 


Columbia 


Corry 
General 
Globe- Wernicke 


Peerless 


Steel 


Hickey 
Metal ¢ 


Jamestown 
Fireproofing 


Pronto 


Shaw 


Walker 


Yawman 


Steel 


File 


and 


Blue Print Papers 


Post, 


Fre 


lerick 


Bond Boxes 


Art 


Steel 


General 
Wernicke 


Globe 


Book Cases 


Art 


Met 


Browne 
Corry 


Jame 


General 


Globe 


Michigan 


Peerless 


Shaw 
Weis 


Yawman 


ce 
Fire 


Morse 


Div 


Inuex 


0 


L, 
of 
Co 


M 


quip 


Adhesives, 


Book 


E., 


of 
I 


Book 


Co 
Co 


Fisher 


et 


Lo 


Corp 
Back 


Co 
& Used 


Corp 
Lo 


Back 


Sales Co 


The 


f 
'g 


In 
The 

Ball Bearings for Drawer Slides, 
Corp 


to 


( 


Fisher 


( 
Ce 


Shaw 
Co 


onstruction 


Equip 


Mtge 


Co 
Equip 


Corp 
Co 
Erbe 


proofir 


il Construct 
Co 
stown 


Mfg 


Fireproofing 
Wernicke 


Desk 


Steel 


Walker ¢ 
Mfg. Co 


and 


Erbe 


} quit 


eee Machines | 
Underw 


Elli 


Box Letter Files 


Art 


Globe 


tockwell 


Weis 


Stee 


 % 


Wernie oh 


Barnes 


Mfg Co 


Brief and Zipper Cases 
& 


ly 
Mas 


Natior 


Shep 


p 
Stationers 


Varat 


yppelt 
ter-Craft 
al 


aT 


Ct 


Brief 
i, The 
Loose 


Murray 


( 


Cr 
Binder Co 
Shaw 


0 


The 


( 
Back 


Catalogue and Periodical 


Co 


Corp 


The 


( 


Mig 


n 


The 


Corp 


The 


The 


etc 


Walker 


Walker 





Should subscribers be 
communicate with the service bureau, through which the information will 


191 
194 


Covel 


Cover 
































obligation. 

Calculating Devices Coin Bags, Trays and Wrappers 
Meilicke Systems, Inc 197 Art Steel Co 
Shipman-Ward Mfg. Co 194 Downey, C. L., Co 

Calculating Machines Copyholders 
Allen Calculators, Ine 171 Acco Products, Inc 
Allen-Wales Add. Mach. Co 201 Amer, Autmtc, Elec. Sales Co 
Sundstrand Back Cover Copyright Mfg. Corp 
Victor Adding Machine Co 183 Dawn Mfg. Corp., The 

Calculating Machines, Used Shipman-Ward Mfg. Co 
Reliable Tw. & A. M. Corp... 191 Costumers 
Shipman-Ward Mfg. Co.......... 194 Fair Furniture Co 

Calendar Pads & Stands Globe-Wernicke C« The 
Stark Calendars, Inc 192 Peerless Steel Equip Co 

Carbon Papers chew-Wweree | 
(See Ribbons and Carbons Crayon 

Card Index Boxes and Trays Dixon, Jos., Crucible Co 
\ll-Steel Equip. Co.. 88, 59 Cushions and Pads, Chair 
Art Metal Construction Co -- 123, 133 Bickett. L. M Co 
Art Steel Co 52 Fair Furniture Co 
Bentson Mfg. Co 138 Polar Mfg. Co 
Columbia Steel Equip. Co. Bu Shipman-Ward Mfg. Co 
Corry-Jamestown Mfg. Corp --113 Sun Rubber Co 
General Fireproofing Co., The 74, 75 
Globe-Wernicke Co., The 77, 94 Cuspidor Mats 
Guide System and Supply Co 64 Polar Mfg. Co 
Imperial Methods Co 60 : 

Metal Office Furniture Co 8u Dating Stamps 
Norcor Mfg. Co 138 Amer. Number Mach. (C 
Peerless Steel Equip, Co 127 Bates Mfg. C 

Fulton Specialty C¢ 
Pronto File Corp 48 Melind, Louis, Ce 
Shaw-Walker Co . 63, 117 Meyer & Wenthe, Inc 
Warshaw Mfg. Co 182 Rivet-O Mfg. (% 
Weis Mfg cx 9¥, 100, 101, 102 
Yawman and Erbe Mfg. Co 105 Desk Bumpers 

Polar Mfg. ¢ 

Cards, Business (Book Form) 

Wiggins, John B., Co 198 Desk Lamps 

Dawn Mfg. Corp 

Cash Boxes no Midwest Naturlite Co 
Art Steel C¢ 152 - 

General Fireproofing Co., The 74, 75 Mitchell Mfg. Co 
wisn ce ‘ me National Lighting Hquipment 

Casters, Caster Bearings, Slides Van Dyke Industries 
waren “ one wt Desk Mechanisms, Typewriter 
Faultless Caster Corp 139 St. Louis Hardware Mfg. Co 
Kilian Mfg Corp 147 Desk Pads & Tops 

Celluloid Envelopes Aigner, G. J ) 

See Envelopes, Celluloid Amer. Autmte ; lec. Sales Co 
Fair Furniture ¢ 

Chair trons Polar Mfg. Co 
Bassick Co 154 
Jolens Products Co 115 Desk Pending-Letters Holders 
Collier-K orth Co 126 Acco Products, Inc 

Chair Mats Desk Pen & Ink Sets 
Amer. Autmtc. Elec. Sales Co 180 Gregory Fount-O-Ink Co 
Bickett, L. M. Co 152 Preferred Products 
Polar Mfg Co ls4 Sengbush Self-Cl. Inkstand Ct 

Chairs, Office Sheaffer, W A Pen Co 
sright Chair Co 146 Desk Trays 
Cramer Posture Chair Co 152 Aigner, G. J., Co 
Domore Chair Co Ine 120 Art Metal Construction Co 
Ehrlich Upholstery Works 126 Art Steel Co 
Fritz-Cross Co 139 Automatic File & Index C« 
General Fireprooting Co., The 74, 75 Corry-Jamestown Mfg. Corp 
Gunlocke, The W. H. Chair Co 128 General Fireproofing Co., The 
Harter Corp 104 Globe-Wernicke Co The 
High Point Bending & Chair Co...153 Imperial Methods Co 
Jasper Chair Co 78, 79 Massillon Wire Basket Co 
Jasper Seating Co 118 Peerless Steel I ip. Co 
Johnson Chair Co 86, 87 Shaw-Walker Co 
Marble, The B. L., Chair Co 137 Weis Mfg. Co 19, 100, 
Metal Office Furniture Co 80 Yawman and Erbe Mfg. Co. 
ae igen Dee Ce... iss Desk Work Distributors 
lilwaukee Chair Co., The 93 Art Steel Ce 
Murphy Chair Co 140 > > 
New Indiana Chair Co. 146 Bristow, Stanie . 

cee et Globe-Wernicke ‘ r 
Niemann, Inc 134 lew i Co 
Shaw-Walker Co 63, 117 Polat fg 

. r Victor Safe & Equip. Co 

Sikes Co Inc lhe 151 Weis Mf Co 19. 100 
Stow and Davis Furniture Co 90 =e " 
St s Posture Chair Co 111 Desks 
Tol Metal Furn. Co 125 Art Metal Constr on Co 

Chairs, Folding Art Steel Co. 

Norcor Mfg. ¢ 138 Automatic File & Index Co 
Bentson Mfg. Co 

Chairs (Posture) Browne-Morse 
Amer. Autmte. Ele Sales ( 180 Clemeo Desk Mf Co 
Bri Chair Co 146 Columbia Steel Equip. Co 
Cram Posture Chair Co 152 Corry-Jamestown Mfg. Corp 
Domore Chair Co Ine 120 General Fireproofing Co., The 
Fritz-Cr Co 139 Globe-Wert e Co rt 
General I proofing Co.. The 74, 75 Hoosier De oy Co 
Gunlocke W. H. Chair Co 128 Imperial Desk ¢ 
Harter Corp 104 Indiana Desk ¢ 
High P fending & Chair Co...153 Jasper Office Furn. ¢ 
Jasper Cl 78, 79 Leopold Co 
Jasper Se 118 Metal Office Furniture Co 
Johr St Si Michigan Desk ¢ 
Marble I Chair Co 137 Peerless Steel Equip. Co 
Milwauke Co., The 9 Shaw-Walker Co 
Murphy Chair Co 140 Sloane, W. & J 
Shaw-Walker (¢ Y 117 Stow and Davis Furniture Co 
Sikes ( Inc., The 151 Victor Safe Equ ( 

Stow ar Davis Furniture Co AL Yawman and Er Mf ( 
Sturgis Posture Chair Ce 11! 
Toledo Metal Furn. Cc 12 wren. Machines 

Check Signers, Writers and Protectors panna 
Hall-Welter Ce 184 Dictating Machines, Used 

Checks, Stamped Metal Shipman-Ward Mig. ‘ 
Dayton Stencil Works 199 Dictating ge tees Records 
Meyer & Wenthe, Standard Record ¢ 


.-.152 


189 


62 


180 


Co. 


) 


63, 


101, 


~ 
_ 


101 


190 
184 
194 


138 


» 94 


194 
147 


184 
165 
168 
194 
174 


197 
180 
138 
184 


interested in any article of office equipment not listed here, they are cordially invited to 
promptly and cheerfully furnished by letter, without 


Drafting Instruments & ee 
Post, Frederick, Co.......... on 


Drills 


Paramount 


160 


eg ee 


Duplicating Machines & Supplies 
Amer, Writing Machine Co... . 42 
Columbia Ribbon & Carbon Mfg. 
cs - 
Dick, A, B., Co. 
Harding, Milo Co, 
Heyer Corporation, 
Hileo Corp. shana 
Ink Specialties Co... oe 
Manifold Supplies 
Mimeograph, The 
Mittag & Volger, 
Ross Laboratories , 
Shipman-Ward Mfg. Co. 
Smith, L. C., & Corona 
Speed-O-Print Corp. 


The 


Ine 





Typewr 





Technygraph, The...... ; 187 

Victor Safe and Equipment Co.......159 
Duplicating Machines, Used 

Shipman-Ward Mfg. Co... 194 
Envelope Openers 

(See Letter Openers) 
Envelope Sealers 

Multipost Co., Ine...... 189 
Envelope Sealer-Cancellers 

Multipost Co., Ine 189 
Envelopes 

Globe-Wernicke Co., The TT, 94 

Quality Park Envelope Co . 67 
Envelopes, Celluloid 

Markilo Co. LS 

Meier, Joshua, Inc 179 
Eradicators, Ink 

Heyer Corp., The ...203 
Erasers, Rubber 

Dixon, Jos., Crucible Co 185 

Roberts, Weldon, Rubber Co 197 
Expense Books 

Beach Publishing Co 200 
Eyelets & Eyelet Fasteners 

Bates Mfg. Co 175 

Rivet-O Mfg. Co. 198 
Fanfold Continuous Forms 

Hano, Philip, Co., Ine 166 
File Boxes, Collapsible Corrugated 

Sankers Box Co siete 

Barkley, C. L., & Co. 162 

Globe-Wernicke Co., The 77, 94 

Guide System & Supply Co 64 

Oxford Filing Supply Co 199 

Pronto File Corp a 48 

Weis Mfg. Co 99, 100, 101, 102 
File Boxes, Metal 

All-Steel-Equip. Co eee 

Art Metal Construction Co. 123, 133 

Art Steel Co.. 52 

Corry-Jamestown Mfg. Corp 113 

Globe-Wernicke Co., The 77, 94 

Peerless Steel Equip. Co 27 

Pronto File Corp 48 

Rockwell-Barnes Co 54 

Shaw-Walker Co 63, 117 

Victor Safe & Equipment Co. 159 

Weis Mfg. Co. 99, 100, 101, 102 


Filing Cabinet Ball & Roller a 


Kilian Mfg. Corp 147 
Filing Cabinets, Insulated 
Meilink Steel Safe Co 125 
Mosler Safe Co., The 119 
Shaw-Walker Co 63, 117 
Victor Safe & Equip. Co 159 
Filing Cabinets, Metal 
All-Steel-Equip Co 88, 89 
Anderson-Hickey Co 153 
Art Metal Construction Co 123, 133 
Art Steel Co. 152 
Automatic File & Index Co 147 
Sentson Mfg. Co 138 
Browne-Morse Co. 92 
Columbia Steel Equip. Co &5 
Corry-Jamestown Mfg. Corp 113 
General Fireproofing Co., The 74, 75 
Globe-Wernicke Co., The 77, 94 
Metal Office Furn. Co 80 
Peerless Steel Equip. Co 27 
Pronto File Corp $8 
Shaw-Walker Co. 63, 117 
Victor Safe & Equip. Co 159 
Yawman and Erbe Mfg. Co 105 
Filing Cabinets, Wood 
Globe-Wernicke Co., The 77, 94 
Imperial Methods Co. . 60 
Weis Mfg. Co 99, 100, 101, 102 
Yawman and Erbe Mfg. Co 105 
Filing Supplies 
Acco Products, Ine 62 
Aigner, G. J., Co 197 
Art Metal Construction Co 123, 133 
tarkley, C. L., & Co 162 
Browne-Morse Co 92 
Corry-Jamestown Mfg. Corp 113 


THE CLASSIFICATIONS 
(Continued on page 6) 





THE CLASSIFICATIONS 
(Continued from page 5) 


Daco Card & Index Co. 200 
General Fireproofing Co., The 74, 75 
Giobe-Wernicke Co., The 77, 94 
Guide System & Supply Co 64 
Imperial Methods Co 60 
Meta! Office Furn. Co x0 
Oxford Filing Supply Co 199 
Pronto File Corp is 
Quality Park Envelope Co 67 
Rockwell-Barnes Co. “4 
Shaw-Walker Co 63, 117 
Victor Safe & Equip. Co 159 
Warshaw Mfg. Co 182 
Weis Mfg. Co 99, 100, 101, 102 
Yawman and Erbe Mfg. Co 105 
Filing Tables 
Toledo Metal Fursiture Co 125 
Finger Pads 
Speed Products Co 163 
Felders (See Filing Supplies 
Fountain Pens 
Esterbrook Pen Co. 187 
Parker Pen Co., The 55 
Sheaffer, W. A., Pen Co i4 
Gummed Cloth Rings 
Dennison Mfg. Co. 170 
Graff, Geo. B., Co. 65 
Warshaw Mfg. Co 182 
Gummed Tape Sealing Machines 
Metal Specialties Mfg. Co. 177 
income Tax and Payroll Record 
Ezykept Co 200 
Index Card Signals 
Cook, HL C., Co 191 
Graff, Geo. B., Co 65 
Victor Safe & Equip. Co 159 
Index Tabs 
Aigner, G. J Co. 197 
Barkley, C. L, & Co 162 
Globe-Wernicke Co., The 77, 94 
Guide Bystem & Supply Co 64 
Markilo Co 199 
Master-Craft Div. of Shaw-Walker 63 
Melind, Louis, Co 187 
Shaw-Walker Co 63, 117 
Sheppard, The C. E Co. 191 
Speed Products Co. 163 
Victor Safe & Equip. Co 159 
Inks, Adhesives, Ete. 
Continental Ink Co 199 
Dennison Mfg. Co 170 
Harriman-Welts Prod. Co 198 
Higgins, Chas. M., Ink Co., Ine 18 
Ink Specialties Co 173 
Melind, Louis, Co 187 
Parker Pen Co., The 55 
Rivet-O Mfg. Co 198 
Sheaffer, W. A., Pen Co i4 
inkstands 
Preferred Products 18 
Sengbusch Self-Cl. Inkstand Co 58 
Labels 
Dennison Mfg. Co 170 
Imperial Methods Co 60 
Oxford Filing Supply Co 199 
Warshaw Mfg. Co 182 
Ladders, Library, Store & Vault 
Cotterman, I. D 15 
Leads for Mechanical Pencils 
Dixon, Jos Crucible Co 185 
Rite-Rite Mfg. Co 202 
Sheaffer, W. A., Pen 44 
Leather Goods 
Doppelt, Charles, & Co 196 
Nat'l Brief Case Mfg. Co 194 
Varat, Murray, Co 181 
Leather Upholstered Furniture 
Bright Chair Co e 14 
Ehrlich Upholstery Works 12¢ 
Gunlocke, The W. H., Chair Co 128 
Jasper Chair Co 78, 79 
New Indiana Chair Co 146 
Niemann, Inc 134 
Leathers, Uphoistering 
Kagle-Ottawa Leather Co 114 
Letter Openers 
Multipost Co Ine 189 
Letter Trays (See Desk Trays 
Letterheads 
Wiggins, John B., Co 198 
Library Equipment 
Art Metal Construction Co 123 
Art Steel Co 152 
Corry-Jamestown Mfg. Corp 11 
General Fireproofing Co.. The 74,7 
Globe-Wernicke Co., The 77. 94 
Peerless Steel Equip. Co 127 
Shaw-Walker Co. 6 117 
Yawman and Erbe Mfg. ( 10 
Lithographed Continuous Forms 
Hano, Philip, Co., Inc 16¢ 
Lockers and Storage Cabinets 
All-Steel-Equip Co RS, &9 
Anderson-Hickey Co 15 
Art Metal Construction Co 123, 133 
Art Steel Co 152 
Brown-Morse Co 92 
Corry-Jamestown Mfg. Corp 113 
General Fireproofing (o., The 74, 73 
Globe-Wernicke Co.. The 77, 94 
Metal Office Furn. Co 80 
Pronto File Corp 48 
Shaw-Walker Co 33, 117 
Yawman and Erbe Mfg. Co 105 
Leese Leaf Books & Systems 
Aigner, G. J., Co 197 
Amberg File & Index Co 161 


Grand Rapids L. L. Binder Co 192 


Master-Craft Div. of Shaw-Walker ¢ 
National Blank Book Co 

Procter, Fred, Co. 198 
Sheppard, The C. E Co 191 
Stationers Loose Leaf Co 


Loose Leaf Sheet Covers, Celluloid 


Markilo Co 199 

Meier, Joshua, Inc 179 
Loose Leaf Metals and Devices 

Grand Rapids L. L. Binder Co 2 


Sheppard, The C. E., Co 191 
Mail Distributors 


Bristow, Stanley R 200 
Globe-Wernicke Co The 77, 94 

Victor Safe & Equipment Co 150 
Manifold Books & Business Forms 

Hano, Philip, Co., Inc Ltt 
Map Tacks 

Graff, George B., Co f 

Moore Push-Pin Co 20 
Maps, Globes, Ete 

Rand McNally & Co ay 


Matched Office Suites 
Art Metal Construction Co 
General Fireproofing Co The 





Globe-Wernicke Co., The 77, 94 
Leopold (« 27 
Shaw-Walker Co 63, 117 
Sloane, W. & J 119 
Stow and Davis Furniture Co 90 


Memorandum Books 


Master-Craft Div. of Shaw-Walker | 


National Blank Book Co j 

Rockwell-Barnes Co 4 
Memorandum Devices 

Bates Mfg. Co. 17 

Bristow Stanley KR 200 
Mending Tape 

Dennison Mfg. Co. 

Warshaw Mfg. Co [x2 
Metal Badges, Checks, Tokens, Ete 

Dayton Stencil Works 199 

Meyer & Wenthe Inc 1Y 
Moisteners 

Better Packages, Ine 201 

Kellogg, A. W Sales Co 201 


Metal Specialties Mfg. ¢ 
Rivet-O Mfg. Co 198 
Sengbusch Self-Cl. Inkstand Co x 


Numbering Machines 


Amer, Numbering Mach. Co 197 
Bates Mfg. Co ' 175 
Melind, Louis, Co 1X7 


Roberts Mach. Co 201 
Office Partitions and Railings 

Globe-Wernicke Co., The 77, 94 
Office Printing Outfits 

Fulton Specialty Co 20 
Pads, Figuring 

National Blank Book Co 

Rockwell- Barnes Co. 


Numbering 


Paper 
Eaton Paper Corp 19 
Rockwell-Barnes Co. j 


Paper Clamps 





Acco Products, Inc t 
Esterbrook Pen Co Ine 187 
Hunt, C. Howard, Pen Co 194 
Paper Clips 
Acco Products, Ine 62 
Cook, H. ¢ Co l 
Graff, Geo. B., Co 
Vail Manufacturing Co l 
Paper Fastening Machines 
Ace Fastener Corp 
Acme Staple Co l 
Amer. Autmtec. Elec. Sales Co Ist 
Bates Mfg. Co 
Hotchkiss Sales Co 
Neva-Clog Products Im 47 
Spee Products Co f 
Victor Safe & Equip. Ce 
Paste (See Inks, Adhesives, Et 
Pencil Sharpeners 
Graff, Geo. B Co 
Hunt, C. Howard, Pen €<¢ 4 


Pencils, Mechanical 
Parker Pen Co., The 
Rite-Rite Mfg Co 202 
Sheaffer, W. A Pen ¢ j 
Pencils, Stylo Ink 
Inkograph Company In 
Pencils, Wood Cased Lead 


Dixon, Jos Crucible Co 8 
Penholders 

Dixon, Jos Crucible Co 18 
Pens 

Esterbrook Pen Co 18 

Hunt, C. Howard, Pen Co ’ 

Sengbusch Self-Cl. Inkstand Co . 


Picture Hooks 
Moore Push-Pin Co 


Pins and Pin Containers 
Vail Mfg. Co 


Platens, Typewriter 
Amer. Writing Machine (C« 


Ames Supply Co 184 
Shipman-Ward Mfg. ¢ 194 
Postal Scales 
Hanson Scale Co 198 
Masco Corp 19 
Pelouze Mfg. Co ) 
Shipman-Ward Mfg. Co 194 
Triner Scale & Mfg. (< 19 
Price & Sign Markers 
00 


Fulton 


Specialty Co 


Punches 
Acco Products, Inc 2 
Bates Mfg. Co 5 





Globe-Wernicke Co., The 77, 94 
Metal Specialties Mfg. Co 177 
Mitchell Binder Co 198 
National Blenk Book Co i 
Push Pins 
Moore Push-Pin Co 201 
Ribbons and Carbons 
Allen & Co ig 
Allied Carbon & Ribbon Co. 199 
Amer. Writing Machine Co 12 
Ames Supply Co. Ixd 
Codo Mfg. Corp 18 


Columbia R. & ¢ Mfg. Co ‘ 
Inter-State Ribbon & Carbon Co. 20 
Little A. P., Um 19 
Manifold Supplies Co 


Mittag & Volger Ine i 
Neidich Process Div. lt E. F 192 
Old Town Rib. & Carb. Co l 


Pacific Carb. & Rib. Mfg. Co 
Peerless Key-Imperial Mfg. Co 172 
Phillips Process Co. tit 
Royal Typewriter Co., Inc 











Shipman-Ward Mfg. Co 14 
Smith, L. ¢ & Corona Tws i] 
Storms, H M Co 180 
Underwood Elliott Fisher Co. 
Back Cover 
U. 8S. Typewriter Ribbon Mfg. Co._18 
Webster. F S., Co 2 
Rubber Stamps 
Melind, Louis, Co 187 
Meyer & Wenthe, Inc 193 
Rubber Type 
Fulton Specialty Ce 200 
Safes 
Art Metal Construction Co 12 l 
trush-Punnett, Inc 152 
Diebold Safe & Lock Co ‘1 
General Fireproofing C« The 74,7 
Globe-Wernicke Co., The 77, 94 
Meilink Steel Safe Co., The 125 
Mosler Safe Co., The 119 
Shaw-Walker Co 63, 117 
Victor Safe & Equipment Co 59 
Yawman and Erbe Mfg. Co 105 
Scrapbooks 
Globe-Wernicke Co., The i7, 94 
Secretary Desks 
Art Metal Construction Co 123, 13 
General Fireproofing C« The 74, 7 
Globe-Wernicke Co., The 77,9 
Peerless Steel Equip. Co 127 
Shaw-Walker Co 63, 11 
Shelving 
All-Steel-Equip Co 88, 84 
Art Metal Construction Co l2 
Browne-Morse Co 2 
Corry-Jamestown Mfg. Corp 1] 
General Fireproofing Co., The .74, 7 
Globe-Wernicke Co., The 17, 94 
Shaw-Walker Co t 117 
Sorting Devices 
Bristow, Stanley R 201 
Stamp Affixers, Postage 
Multipost Co., In 18 
Stamp Pads 
Bates Mfg. Co 17 
Fulton Specialty Co 200) 
Melind, Louis, Co 187 
Meyer & Wenthe In 19 
Phillips Process Co ‘ 
Rivet-O-Mfg Co 198 
Rockwell-Barnes Co. 54 
Victor Safe & Equip. Co 159 
Stands for Office Machines 
Ames Supply Co 184 
Anders Hickey Co ] 
Ar Steel Co 152 
Corry-Jamestown Mfg. Corp l 
Fair Furniture Co 138 
General Fireproofing Co The 74,7 
Globe-Wernicke Co., T} 77, 94 
Hla r ¢ { o4 
iN Mfg. ¢ Is 
Meta Arts Craftsmer 
Metalstand Co 
Peerless Steel Equip. Ce 2 
Ss in-Manson Mfg. Co 14 
Shipman-Ward Mfg. ¢ 194 
Stu s Posture Chair Co iil 


Toledo Metal Furniture Co 
Staple Extractors 
Ace Fastener Corp 
Staples and Stapling Machines 
Ace Fastener Corp 





4 Staple ( ys 
I Mfg. ¢ 7 
H kiss Sa ( " 
N a-Cl Pr ets, Ih i 
Sp Products 





Stationery 
Horder’s Ine 188 
Stencils, Brass 


Da Works m9 


yton Stencil 


Stenographer’s Note Books 
National Blank Book (* j 
Rockwell-Barnes Co i 


Stools 
Harter Corp 
Metalstand Co 152 
Toledo Metal Furniture Co 12 
Storage and Transfer Cases 


Steel-Equip ¢ 


Art Metal Construction Co 12 1 
Art Steel Co 152 
Bankers Box ( { 





& Co 


Barkley, C. L., 
Bentson Mfg. Co 
Browne-Morse Co 





Columbia Steel Equip. Co &5 
Corry-Jamestown Mfg. Corp 113 
General Fireproofing Co., The...74, 75 
Globe-Wernicke Co., The 77, 94 
Guide System & Supply Co 64 
Imperial Methods Co 6) 
Metal Office Furn. Co 80 
Peerless Steel Equip. Co 27 
Pronto File Corp 48 
Rockwell-Barnes Co "4 
Shaw-Walker Co 63, 117 
Weis Mfg. Co 99, 100, 101, 102 
Yawman and Erbe Mfg. Co 105 
Strong Boxes, Fire Protected 
Diebold Safe & Lock Co 91 
Meilink Steel Safe Co 125 
Walz Mfg. Co 197 
Tables 
Art Metal Construction Co.....123, 13 
Browne-Morse Co 92 
Corry-Jamestown Mfg. Corp 113 
General Fireproofing Co., The 74, 75 
Globe-Wernicke Co., The 77, 94 
Mutsehler Bros. Co 153 
Peerless Steel Equip. Co 127 
Shaw-Walker Co. 63, 117 
St. Johns Table Co 153 
Victor Safe & Equipment Co 159 
Tags 
Dennison Mfg. Co 170 
Telephone Accessories 
tates Mfg. Co 175 
Victor Safe & Equipment Co 159 
Telephone Stands 
Art Metal Construction Co. 123, 13 
Art Steel Co 152 
General Fireproofing Co., The 74, 75 
Globe-Wernicke Co., The 77, 94 
Peerless Steel Equip, Co 127 
Shaw-Walker Co 63, 117 
Yawman and Erbe Mfg. Co 105 
Thumb Tacks 
Graff, George B., Co 65 
Moore Push-Pin Co. 201 
Ticket Holders 
Vail Manufacturing Co Hl 
Trimming Boards 
Amer Photo Laboratories 186 
Type, Typewriter 
Amer. Writing Mach. Co 12 
Ames Supply Co 184 
Shipman-Ward Mfg. Co 194 
Typewriter Cleaning Material 
Amer. Writing Mach. Co 2 
Ames Supply Co 184 
Clarotype Co 201 
Mittag & Volger, In 45 
Rivet-O-Mfg. Co 198 
Shipman-Ward Mfg. Co 194 
Webster, F. 8S., Co 2 
. . . 
Typewriter Cushion Keys 
Amer. Writing Mach. Co 2 
Ames Supply Co 184 
Peerless Key-Imperial Mfg. Co. 172 
Shipman-Ward Mfg. Co 194 
Speed Key Mfg. Co 198 
Speed Products Co 163 
Typewriter Cushion Knobs and Bases 
American Hair & Felt Co 178 
Amer, Writing Mach. Co 2 
Ames Supply Co 184 
Bickett, L. M., Co 52 
Peerless Key-Imperial Mfg. Co 72 
Shipman-Ward Mfg. Co 194 
Typewriter Parts and Tools 
Amer. Writing Mach, Co. 42 
Ames Supply Co 184 
Shipman-Ward Mfg. Co 194 


Typewriter Tables (See Stands for 
or Mach. ) 


Typewriter Touch System 


Tuch-Rite Corp., The 192 
Typewriters, Mfrs. of 

Corona Typewriter 11 

Royal Typewriter Co 59 

Smith, L. C. & Corona Tws 41 


Underwood Elliott Fisher Co 
Back Cover 


Typewriters, Rebuilt and Used 





Amer. Writing Mach. Co 42 
Reliable Tw. & A. M. Corp 191 
Shipman-Ward Mfg. Co 194 
Whe ule Typewriter Co 164 
Visible Systems Equipment 
Acme Visible Records, Inc 2. 5. 
Aigner, G. J., Co 197 
Art Metal Construction Co 123, 133 
Automatic File & Index Co 147 


Diebold Safe & Lock Co 
Globe-Wernicke Co The 77, 94 
Master-Craft Div. of Shaw-Walker 6 


National Blank Book Co 4 
Postindex, Div. Art Metal Constr. 13 
Shaw-Walker Co 63, 117 
Sheppard, C. E., Co 191 
Stationers Loose Leaf Co ne 
Victor Safe & Equipment Co 159 
Yawman and Erbe Mfg. Co 105 
Voeational School Equipment 
Tuch-Rite Corp The 192 
Waste Baskets 
Art Steel Co 152 
Corry-Jamestown Mfg. Corp 113 
General Fireproofing Co The... 74, 75 
Globe-Wernicke Co The 77, 94 
Massillon Wire Basket Co 201 
Metal Office Furn. Co gO 
Peerless Steel Equip. Co 127 
Shaw-Walker (« 63, 117 





WANTS AND OR SALE 


The rate for classified advertisements is 


SITUATIONS WANTED 
COMPETENT STATIONERY MEN open for new 
important stationery and retail house for twenty 
buyer and manager Well informed on all sorts of commercial stationery. print 
ing, loose leaf, filing equipment, office furniture May consider buying interest 
although not particularly concerned making investment Preference is for 
Chicago or vicinity but will onsider favorable pening in any locality which 
offers an opportunity to produce business Top ref Address J-188, care 


connection Connected with 
years, most of that time as 


about 


erences 


Office Appliances, Chicago 

OFFICE FURNITURE DEPARTMENT MANAGER—thirty-six years old, with 
ten years’ experience retail selling and buying steel and wood office furniture and 
equipment At present manager Office Furniture Department in one of the finest 


stores in the 
tion Will 


Middlewest—but would prefer Pacific Northwest or West Coast loca 
consider position as Manager Office Furniture Department for good 
well established, retail firm Address J-184, care Office Appliances, Chicago 


CAPABLE STATIONERY and _ office 
Experience both outside and inside also store manager 
and social stationery also furniture lines Centra 
either in dealer connection or as manufacturer 
J-183, care Office Appliances, Chicago 


salesmar open for connection 
Knows both commercial 
states preferred Interested 
salesman to the trade Address 


equipment 


OFFICE SPECIALTY SALESMAN—Good producer desires connection with manu 
facturer of quality merchandise that is well established with stationery and office 
furniture trade. Traveled middle west ten years for last firm. Ohio territory pre 
ferred Address J-185, care Office Appliances, Chicags 


HUSTLER, age 38, married Experience 10 years mechanical-retail selling office 
machines 5 years equipment, furniture , 


stationery, machines. 2 years salesbooks, 
continuous forms, systems Can take over department or manage business will 
go anywhere on right proposition 


Address J-104, care Office Appliances, Chicago 
TYPEWRITER MECHANK( twenty-five years 
adding, cash register, check writer and duplicating machines and some stationery 
Will go wherever opportunity is offered Married, g personal habits, capable 
industrious Please state salary and size of shop first letter Address J-189, care 
Office Appliances, Chicago 
HAVE BEEN OUTSIDE SERVICE MAN on all makes of Adding Machines, for 
25 Married, with family and past draft age Want to make a change. 
J-193, care _Office Appliances 


experience, all makes, also some 





» years 











Chicago 


EXECUTIVES WANTED 


manager by 
Furnish 


$3500 


SPLENDID OPENING for young, snappy experienced merchandise 
prosperous leading stationery and office equipment house near Pittsburgh 
photo and positive evidence of accomplishments in buying and supervising 





to start Replies confidential Address X-270, care Office Appliances, Chicago 
SALESMEN WANTED 

IF YOU ARE NOW selling to offices, we have a product that will prove to be 

a very profitable sideline It quickly becomes a major line Exclusive territories 

are available Box X-274, care Office Appliances, Chicago 

SALESMAN NOW CALLING on offices sell Loose Leaf Equipment direct to con 





immediate shipments—liberal 
reference Box X-261 


sumer Old established manufacturer 
commission Kindly state full experience 
care Office Appliances, Chicago 

TYPEWRITER SALESMAN WANTED by located in United 
States possession in the Pacifi Liberal salary arrangement to man with five or 
more years sales experience and good personal habits Further particulars upon 
receipt of application Address X-262, care Office Appliances, Chicago 

YOUNG MAN over 28 years of age Must be experienced in selling of Stationery 
and Office Equipment A good position for the right man, in well established house 


complete line 
territory covered 


substantial concern 


Location—50 miles from Cincinnati Address X-26¢ care Office Appliances 
Chicago 

TYPEWRITER SALESVMAN—splendid opportunity for a young man to assist 
levelopment of a valuable Royal franchise in thriving California coast city Give 


complete record first letter Address X-271, care Office Appliances, Chicago. 


FULL BLOODED L © SMITH typewriter salesman wanted by a_ progressive 
New England office appliance dealer One who has sold L C Smiths before pre 
ferred Box X-27 care Office Appliances, Chicago 








COMBINATION SALESMAN AND MECHANIC WANTED 


WANTED COMBINATION SALESMAN and Serviceman on Mimeograph and 
Addressograph machines Take charge of department Salary and share of profits 
Address X-267, care Office Appliances, Chicag 


SALESMAN AND MECHANIC WANTED 
OPPORTUNITY for 
open for hustling sales 
Hackensack J 


capable and ambitious, thorough repairman 


Also good territory 
represent 3 : 


tative tergen Typewriter Service 253 Main Street 


MECHANICS WANTED 


MIDDLE WESTERN DEALER needs a top-notch Burroughs and Moon 
mechanic Give complete lata as to experience and salary in first letter 
260 are Office Appliances, Chicago 

WANTED TWO TYPEWRITER SERVICE MEN witl 
salary $175.00 per month, with opportunity to earn as 
Must have at least 10 years’ experience on all makes Handle a city territory on 
both sales and service If interested write X-268, care Office Appliances, Chicago 
giving your experience All replies held strictly confidential 


EXPERIENCED ADDRESSOGRAPH 


Hopkins 
Address 


ability to sell. Guaranteed 
much as $300.00 per month 


Dictating Typewriter Adding and Book 








keeping Machine mechanics State experience and salary wanted Young Office 
Machines Co 210 West Adams Street Chicago 

REPRESENTATIVES AVAILABLE 
SALESMAN DEVOTING ENTIRE TIME TO OFFICE FURNITURE TRADE 
METROPOLITAN NEW YORK DESIRES LINE OF WOODEN MODERNISTIC 


OFFICE FURNITURE BOX J-190, CARE OFFIC! 
12ND) STREET, NEW YORK CITY 

SALESMAN WITH REMARKABLE RECORD, while 
and as district representative for leadir manufacturers is pen for a connection 
as West Coast representative for manufacturer Has sold both 


APPLIANCES, 100 EAST 


operating his own business 














lirect and through dealers, making at resent A real live. hard 
hitting operator who always has pr and il ! in whatever new 
onnection he is established Top ref J-192, care Office Appliances 
Chicago 

SPECIALTY SALESMAN establishe n San Frar wo ent 
manufacturer as direct representative for San Franci and ali 
fornia, or will sell any established line f off eq ! ) for 
resale Has long, succes 1 selli record Experier 1 abilit will qualify 
him to do a good sales job or ar line f merit {Te it reasonable potential 
olume Address J-191, care Office Appliances, Chica 


SALES ORGANIZATION with experienced men traveling northeastern states, well 
known among office furnit tailer ‘ 1] t sell ( 

to dealers in all or any p 
east of the Alleghenies 


Street, New York, N. ¥ 








EXPERIENCED MANUFACTURERS’ REPRESENTATIVE covering the St. Louis 
Kansas City and intervening territory desires t add a chair line to his present 
furniture lines. Address J-18¢ care Office Appliances, Chicag 


eight cents a word, minimum charge, $1.60. 


ae REPRESENTATIVES WANTED 
LOOSE LEAF BINDER CONCERN established 25 years has exclusive territory 
open to factory representatives calling on stationery dealers. Real sales proposition 
—prompt deliveries. State full experience, territory covered, present lines. Keply 
strictly confidential. Address 10 Logan Street, Grand Rapids, Michigan. 


REPRESENTATIVE WANTED for midwestern states to handle line of desk pads, 
— tops and office accessories Edgewater Mfg. Co., 37 Walker Street, New 
ork City 





RETAIL BUSINESS FOR SALE om 
STATIONERY—office supplies—books—gifts and wholesale magazine 
located in a good central Iowa town of 15,000. Has made money for 30 years. 
Investigate if you have $10,000 in cash. Address X-275, care Office Appliances, 
Chicago 


FOR SALE—Established typewriter and office specialty business located in one 
of the smaller cities in the East is for sale because of health of owner. Located 
in a thoroughly live industrial section Excellent opportunity for buyer to expand 
volume quickly A rare opportunity for experienced man with reasonable amount 
of capacity Investigate Address X-260, care Office Appliances, Chicago. 
OFFICE SUPPLY DEPT. of Typewriter-Supply Store, excellent location. Western 
Montana. Present owner cannot handle both machine and supply department. Address 
264, care Office Appliances, Chicago 

sie MANUFACTURING BUSINESS FOR SALE 
FOR SALE—Catalog. designs, goodwill, ete of leading line of Wood Office 
Accessories in the United States. Well established with trade. Address X-265, care 
Office Appliances, Chicago 

= = SALES LEITERS So 
LETTERS WILL BUILD SALES—For years I have built letters that pull sales 
You need them more than ever now Send me your data for new letters, or un 








successful letters for reshaping Particulars on request Address H. M. Gold 
thwait, 1659 Broadway, Denver, Colo 

FOUNTAIN PEN REPAIRING = 
ALL MAKES Pens, Pencils, Desk Sets, ete Repaired—usually 12 to 24 hour 


service. Standard prices. Welty Pen & Repair Co., 38 South State Street, Chicago 


ADDING MACHINE PARTS, TYPE, ETc. 


LARGE STOCKS of new and used Adding and Calculating Machine Parts avail- 
able. Quotations furnished on specific parts upon request. I. A. Dehn, Jr., 1643 
lOlst Avenue, Oakland, Calif 








DUPLICATING MACHINE PARTS 
NEW PRICE LIST of parts for the Mimeograph machine now available. Special 
attractive prices on all rubber parts for the Mimeograph. Write for catalog and 
price list Mimeo Repair Co., 395 Broadway, New York City 
DUPLICATUR SUPPL of 

MULTIGRAPH RIBBONS remanufactured. Duplicator inks and typewriter ribbons. 
Established over ten years. Write us, save money. Lewis Co., 413 West State 
Street, Milwaukee, Wis 

FOR SALE ANuv WANIED TO BUY, USED EQUIPMENT 
ELLIOTT-FISHER Burroughs Moon Hopkins Adding-Calculating Machines 
Dictaphones, Ediphones, bought and sold. Chicago Office Appliance Co., 529 South 
Wells Street, Chicago 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and sold. Teeter 
Warsh Co 849 North 3rd Street, Milwaukee, Wis 
ELLIOTT-FISHER machines 
equipment, bought and sold 
waukee, Wis 
BURROUGHS ELLIOTT-FISHER MOON 
ADDING MACHINES COMPTOMETERS 
built State model and serial number 
947 South Broadway, Los Angeles, Calif 
BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comptom 
eters, all makes calculators bought and sold Dorrell-Markel, 93 South Ilth 
Minneapolis, Minn 
BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Machines 
and everything in the office machinery line. State model, serial number and we 
will quote highest cash prices. International Office Appliances, Inc., 326 Broadway 
New York City 
BURROUGHS—It 
office machines bo 
Pittsburgh, Pa 
WANTED SHUTTLE CARRIAGE SUNDSTRAND, Dalton Adding Machines 
serial and details Robinson, 786 North Evergreen, Memphis, Tenn 
WANTED TO BUY FOR CASH, adding and calculating machines, all makes and 
models—typewriters, wide carriages 14 in. and larger—Burros 13-13-02—23-13-02 











machines, adding machines—all office 


calculating 
W ' Company, 434 Caswell Bldg., Mil 


Crowley 


HOPKINS Bookkeeping Machines 
Calculators—Bought, Sold and Re 
Southern California Adding Machine Co 





lexes, Moon Hopkins, Bookkeeping Machines, Kardex. All types 
} and = sold Fort Pitt Typewriter Co 644 Liberty Avenue 





Price 


Moon Hopkins 72A-71A-7R8A-50M and higher—Remington Accounting Machines 
Models 121-123-125—Elliott-Fishers Direct Subtractions and cross footers—Hand 
Addressographs B”’ frames long clip and late style, also ‘“‘E”’ frames. Shipman 


North Wells Street 


EDIPHONES 
Write us 


Ward Mfg. Co 
DICTAPHONES 
sold—Wholesale, Retail 
Street, Chicago 
DICTAPHONES 
formation and catalogs 
York, N 
ADDRESSOGRAPHS Duplicators 
Typewriters, Adding Machines 

527 Pruitt Bldg Chicago 

KARDEX ACME all makes used 
conditioned cabinets, panels books 
dealers for purchase or sale Get our 
Broadway New York 

KARDEX, ACME, POSTINDEX, ete visible filing equipment of all types bought 
and sold. We specialize in this field and offer full cooperation to dealers. Com 
mercial Card Syster 135 Grand Street, New York City 

GUARANTEED REBUILTS, KARDEX, other visible systems, attractively refin 
ished, thoroughly rebuilt for years of additional service, moderately priced Used 
equipment also bought and exchanged Universal Office Equipment Co., 561 Broad- 
way. New York, N. ¥ 

VISIBLE EQUIPMENT bought, sold and exchanged We specialize in rebuilt 
K ardex Acme ind International Visible Factograph cabinets, as well as other 
makes. We ‘ly new improved brass shift rods (that will not break), for 
International : also cards and card holders Have available credit 
authorization t1ipment in one line tube panels, and 5xl% pocket panels, for 
reasonable prices and tell us what Visibile Equipment you need or have 
for sale Special prices Dealers E. H. Heineman, 4 North Eighth Street, 
St. Louis, Me 

WILL PAY TOP PRICES for ELLIOTT-FISHER Bookkeeping Machines, SUND 
STRAND Bookkeeping and Adding Machines I. Hadden, Standard Office Equip 


Chicago 
SUPPLIES—headquarters 
Chicago Dictating Machine Co., 


machines bought and 
28 South Wells 


EDIPHONES—Largest stock and lowest prices—write for in 
American Dictating Machine Co., 235 Fifth Avenue, New 


Dictaphones Multigraphs, Sealers, Folders 
Write for FREE Money Making Circular. Pruitt 


equipment Thousands of re 
Special service and prices to 
Chas. 8. Nathan, Ine., 548 


visible filing 
always on hand 
quotations 





ment Co 4 uth Dearborn, Chicago 

4 REAL BUY—2 Photogram machines, including electrical dryers. Produces photo 
graphic copies for less than 5e each. Available at actual cost. Write X-263, care 
Office Appliances Chicago 


WANTED TO BUY FOR CASH—International Payroll Machines. Address X-273, 


care Office Appliances Chicago 








OFFICE APPLIANCES 











~NEW TRADE LITERATURE 





(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 


Allen Calculators, Inc.-A new catalogue 


recently announced Statement model, 
been issued to the trade by Allen ¢ 


N. W., Grand Rapids, Mich. The sheet, which 
of the new machine, will be miailed to dealers on request The 
is pictured and described elsewhere in this issue 


Cramer Posture Chair Company.— Completely 


sheet 


all-purpOse”’ 


tlculators 


the firm’s line of office and executive posture chairs, 


recently been published and issued to 
Chair Company, 1210-18 Campbell stre 
to containing a number of unusually | 


reader to note every detail of chair 


devotes other pages to seat covering a 
foamed latex cushioning which is sta 
chair seats and backs 


the 


et, Kansas 


irae 


nd 


ndard 


Lyon Metal Products, Inc.--Of interest 
is a forty-page illustrated catalogue on steel shop 


ust released by Lyon Metal Products, 
steel shop equipment as work benches 


cribs, cabinets and numerous special purpose 
benches, 


of new items including arc and gas we 


Ine 


; 


The 


trade by 


construction, 
an entire 


materia 


manufacturers 
equipment 

illustr i 
carts, t 


stools, stock 


Iding 


describing 


the 
City, Mo 
illustrations which 


catalogue 


sheet 


featuring 
figuring 
Inc., 678 Front 
gives full specifications 


¢ 


and 
ana 


he 


machine, 


firn 


calculat 


picturu 


a new catalogue 
Cramer Post 
In 


additic 
permit 


the catalogue a 


In Cramer 


ind tool 


bench, two and three shift drawer inserts and other products 
tequests for the catalogue, which is named 
Aurora, Ill 


to the company at 3084 Clark street, 
Milwaukee Chair Company—A new 


scribes some of its new lines has been issued to the 
of the 


to several 


Chair Company, Milwaukee, Wis. Indi 
introductory page which, in addition 
following caption: “Milwaukee presents 
Each page contains illustrations, not « 
various types of chairs in regular oft 


reated by Milwaukee and shown in the catalogue ar 
Classic and the Modern. There are als« 


posture chairs in many models 





catalogue 


itive 


new 
f the 


tce suites 


the No 


pictures of the 


Moore Push-Pin Company Moore Point is the 
lication which is the accredited representative 
Company, Philadelphia, Pa Measuring 
high grade glossy paper, the little house org 
replete with interesting items, with ceasional | 


of the company’s line 


Stark Calendars, tnc.-.A new, twelve 


models of the firm’s line has been issue 
Inc., 525 South Dearborn street, Chicags 
measuring St, by 744 inches and cont 
illustrations of calendars, including the 
double desk style, book style, open ¢ 


memorandum calendar, weekly reminde 


d to 


The 


ins 

Regal Gold Edge 
nd stvie 

r pad and wa 


ire available to the dealer on request 


Victor Safe & Equipment Company. 


entire list of products, a new catalogue, 
issued to the trade by the Victor Safe 











Tonawanda, N. ¥ rhe book is punched for loose leaf and en 
substantial, decorated cover An introductory page deals with 
of Victor safes to resist fire under a heading of ictor Safes 
Since 1887 A high-grade glossy paper ed throughout 
illustrations are large enough to reveal ever detai f desig 
struction of the various numbers shown 
Weis Manufacturing Company A substantial aid f dealer 
increase their sales of wood and fibre board office equipment | 
been created by the Weis Manufacturing Company, Monroe 
init is a large folder appropriately decorated with red, white 
lines and containing a number of illustrations of Weis products 
letter tray file cabinet stationery trays, card index trays 
others ill manufactured either of wood bre boar Wher 
mailing piece disclose th i 1 e and re in the 
rner, leaving gener pa ! it ping of th 
wl the folde to be sent 
4 uM 
va | ar - 
OFFICE APPLIANCES sees | eeecseeeee| 1,978,527 | -ceeeeeees 
Accounting, bookkeep: ng | 
alculating machines... 3 22} 521,132 4,620 
Bookkeeping and accounting machines j 
Non-descri ptive Te tent St} 43,53 246 | 
Descriptive text—. 56 | 112,586 605 
Listing-adding machine “ 088 | 75, ONG 9,293 
Ca ating machines, nor 628 81,10 3, 155 
va ming . 
abulating ma e 7 é 42 
* 2 900 


Picturing and 
listed 


page 


} 


which 
trade by the 
booklet’s contents is a 
photogr iphs 
trends in modern office 
individual 
Among the 


iame ¢ 


the 


pieces, 


pictures 


and 


produ 


products A large 
metal 
ure 
should 


bears the 
chairs.’ 
of the 


stvles 


but 
new 


and 


Milwaukee 


page to “Dunlippo 
posture 


jobbers 
ts 





numbe! 
worker 
shown 


the Conte mpo, th 


f 


ompany 


Moore 
sl. inches and 
a two-page 
ug for variou 


catalogue showing 


we trade 
catalogue 


number 


as the 





Jumbo 


by Stark 


‘alendars 


line 


\ pub 
Pus 
printed 


sever 


is of a handy size 


of unusually large 


Chrome 


book 


nd 
calend 





describing 
No. 8, ha 1 
& Equipment Company, Nort} 


DeLuxe 
style 


ti 


1 
in 


the 


ist beer 





} 


i] 
I 


losed in 
e ability 
Protectic 
ind the 
} ar 





folded tt 


upper 


927,715 


2,477,780 


259,910 
397,058 
820,652 
$58,507 


350, 302 
91,35 


ha 


street 





de 


Manufacturers’ representative wants lines to sell to government offices. 
James F. Hardy, 212 Barr building, Washington, D. C., would like to 
hear from some manufacturer interested in selling to offices of the United 
States government At present selling revolving storage cabinets, steel] 
rs, casters, trucks, etc. Has sold fluorescent lamps, also automatic 
pencils. Will consider any article for office use Mr. Hardy has specia 
zed in government selling for eight years, 

Catalogues on Loose Leaf Devices Wanted.—The William G. Johnston 
Company, P. O,. Box 6759, Pittsburgh, Penna., desires to receive catalogues 





from manufacturers of loose leaf devices and loose leaf metals. Mailings 
should be addressed to the attention of John J. MeShane, chairman of 
b 


Current Corporation Reports 


American Writing Paper Corporation in report for six months ended 
June 30, 1941, subject to audit, shows net profit of $95,734 after de- 
iation, bond interest, a $58,619 provision for federal income taxes 
1 after setting aside the sum of $41,043 to provide for future possible 
pulp cost fluctuations. This compares with net profit of $31,504 in first 
of 1940. Capital stock outstanding on June 30, last, amounted t 
115,462 no-par shares. For quarter ended June 30, last, net profit was 
$65,376 after charges, $33,885 provision for federal income taxes and 
$10,689 provisions for possible pulp cost fluctuations. This compares with 
net profit of $21,625 in second quarter of 1940 
Marchant Calculating Machine Company for the first six months of 
41 reported a net profit of $573,096, after provision for estimated fed 
income and other taxes, equivalent to $2.53 per share on the capita 
ck outstanding. This compare with $407,767, equivalent to $1.79 per 
last year. Indicated net profit for the 


hare, in the corresponding period 


ond quarter of the year was $293,482, or $1.30 per share, compared 
vith $1.23 per share in the first quarter Sales were stated to be con 
tinuing at a rate which is the highest in the company’s history Ir 
ddition to its own production, the company’s plant is engaged in prime 


ntract work for national defense 
NOTICE IS HEREBY GIVEN that, pursuant to the provisions of the 


] st Agreement dated as of March 2, 1936, between Remington Rand Inc. 
d The Chase National Bank of the City of New York, as Trustee, Reming 
Rand Ine. has elected to redeem and will redeem on September 1, 1941 
f the above described Debentures outstanding under said Trust Agree 


On September 1 1941, said ires will become and be due and 

vable at a redemption price equa ie principal amount thereof and 

rued interest plus a premium equal to four per cent. of such principal 

int, and are required to t lered with March 1, 1942, and sub 
juent coupons attached, at the principal trust office of The Chase Natior 

Bank of the City of New York, 11 Broad street, in the Borough of Manhattar 

City and State of New York, for payment of said redemption price. Cou 












ituring on or before September 1, 1941 should be detached and 
resented for payment in the usual manner 
On September |, 1941, interest o1 tid Debentures shall cease to accrue 
Debenture holders who wish to do so, may present their Debentures wit! 
‘eptember 1, 1941, and subsequent coupons attached at the principal trust 
flice of The Chase National Bank of tine Citv of New York above described 


edemption and payment in advance, prior to September 1, 1941, and 
pe doing so will receive the full redemption price including interest t 
eptember 1, 1941. (New York Time August 8, 1941.) 
Directors of the W. A. Sheaffer Pen Company, Fort Madison, Iowa 
mth declared a regular quarterly dividend of fifty cents per share, a 
extra dividend of twenty-five cents a share which was paid August 2 
ill stock of record at the close of business August 15 
United States Envelope Company reports for the six months ended June 30 
41, subject to final audit, net earnings of $372,788 after depreciation but 
before provision for federal income taxes as compared with $311,051 for the 
months ended June 30, 1940. After deducting estimated federal income 


t 


of $124,000 and after additional to reserve for adjustment on raw 

ials of $50,000 there remains net of $198,788, equal, after preferred 

nd to $2.24 a share nm the mmor (Springfield Union, (Mass.) 
\ t 1941.) 





Art . iv) r “ oe 
Metal furniture and fixtures | ; | 
Sheet-metal storage cabinets, Beedle Sade 
medicine cabinets, and lockers...no.. | 4,830 29,177] 16,776] 115,130 
Sheet-meta! shelving and wal! DIns..... |] ..cceesees | SS ae | 60,898 
Sheet-metail filing cases with | | 
exposed drawers (not insulated) ...no. 2,45! 40,112 7,048 | 145,432 
Sheet-metal f ng cases with | } } 
exoosed drawers {insulated)......! 182 10,244) 1,035} 57,333 
Fire resistive safes and va } 
_ doors (insulated)......seeseeeses no.. 232 1%, 268 | 1,130] 69,169 
Bank vaults, doors, and interior | coe 
OL Te ee rer Corer } 8,169] .....--+0e £9, 396 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,249,750. Chair. Clifford C. Dickson, St. Paul, 
—_ assignor to The Fritz-Cross Company, St. Paul, 
Min a corporation of Minnesota. Application 
Aprit '20, 1938, Serial No. 203,054. Granted July 22, 
194! 


2,249,828. Posture Chair Iron. Walter F. Herold, 
Bridgeport, Conn., assignor to The Bassick Com- 
pany, Bridgeport, Conn., a corporation of Connecticut 
Application August 26, 1938, Serial No. 226,846. 
Granted July 22, 1941. 

2,249,912. Blackboard Eraser. John H. Oxley, 
Watertown, Mass., assignor to The American Crayon 
Company, Sandusky, Ohio, a corporation of Ohio. 
Application September 16, 1939, Serial No. 295,303. 
Granted July 22, 1941. 

2,249,961. Fountain Pen. Marton Kalman, Buda- 
pest, Hungary. Application February 17, 1939, Serial 
No. ga In Austria February 25, 1938. Granted 








2,250,839 2,251,053 


2,250,046. ‘Ink Bottle Stopper. Tracy Higgins, 
Smithtown Branch, N. Y.. assignor to Higgins Ink 
Co., Ine., Brooklyn, N. Y¥. Application March 27, 
1940, Serial No. 326,169. Granted July 22, 1941. ' 

2.250,180. Fountain Pen. Amileare Calo, North ‘el. 
Arlington, WN. J., assianor to Associated Pen Cor- era Al eS a i « 
poration, New York, N. Y., a corporation of New - yn oa li ys : AX, : 
York. Application October 19, 1940, Serial No. 7 = ae cae | a ee) a 
361,908. Granted July 22, 1941. ons J . : : 

2,250.403. Division Stop Mechanism for Calcula- - a 2,251,520 ae 2,251,614 
tors. George C. Chase, South Orange, N. j., assignor 2.251.456 
to Monroe Calculating Machine Company, Orange, 5 ; 
N. J.. a corporation of Delaware. Application Auaqust 
17. 1927, Serial No. 213,637. Granted July 22, 1941. 

2,250,625. Visible Card Index. James R. Clark, 
Rochester, WN. Y., assignor to Yawman and Erbe i we. 





2,251,198 


Manufacturing Company, Rochester, N. Y., a corpora- : - i 
tion of New York. Application November |, 1938, *< 
Serial No. 238,155. Granted July 29, 1941. 2,251,646 


2,250,804. Inkstand. Herman Frederick Krueger, 
Los Angeles, Calif. Application October 30, 1939, 
Serial No. 301,992. Granted July 29, {941 

2.250.837. Calculating Machine. Robert L. Muller 
Detroit, Mich., assianor to Burroughs Adding Machine 
Comnany, Detroit, Mich., a corporation of Michiaan. 





Application September 14, 1935, Serial No. 40,599. x as: 
Granted July 29, 1941. la = 
2,251,053. Pencil Sharpener. Edward C. Hoffmann, A ie T: 
University City. Mo., assignor to Triple “‘E’’ Prod- 2 ec “~. : 
vets Co., St. Louis, Mo., a corporation of Missouri "y aed "— A ¥! 7 : ~ 
Application December 28, 1939, Serial No. 311,261 7 Te 2,252,515 
Granted July 29, 1941 
2,251,096. Carriage Return Mechanism for Account- c 
ing Machines. Walter A. Anderson. Bridgeport, Conn., Uy 2, 281, 969 £ 
assiqnor to Underwood Elliott Fisher Comnany New =| P gn oak 
York, N. Y.. a corporation of Deleware. Application Tr we 2 . Z be of 
June og 1937, Serial No. 150,368. Granted July 
29 ae P- t 
2,251, ‘ee Tynewriter Support Frank E. Oneal { = . » =F 
Joliet. Ut Aoplication Aust 5, 1940, Serial No iH P 4 
351,452. Granted July 29. 1941 i 2,252,469 2 





2.251.456. Autematic Feed Typewriter Jack L 
Kellerman. New York, WN. Y.. assignor, by mesne 
assianments, to Josenh Zaretski. New York, N. Y 
Application May 28, 1940, Serial No. 337,620 





% 
nN 
nN 
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Granted August 5, {941 2,252,463 - : ' 
2.251.520 Calculating Machine Torsten Laaer- Pane “s 
man, Goteborg. Sweden. Application May {8 1938, 2 ee! ty { ) 
Serlal No. 208.679. In Germany May 28, 1937 le» m Be ae -} ' 
Granted August 5. (941. - a <a “> > , —T Te ° «) 
2.251,603. Dictating Machine Benjamin A Qe, , at rae SY a B 

Schiff, Chieaao, Il. Application February 21, 1940, ~ a Sats > ove a 


Serial No. 320.046. Granted August 5, (941. , ~~ 
2.251.614. Lonse Leaf Binder. Alfred M. Martin, 2,252,792 2,252,827 2,252,907 | 
Park Ridge Wl Application November 9, 1934. 
Serial No 752,219. Granted August 5. (94! 
2,251,640. Level Attachment for Pencils Ralph - 

N. Skrainka, University City, Mo. Application March f yp. 

27. 1940. Serial No. 326.126. Granted Auaust 5, 1941 
2,251,833. Staple Driving Machine Fridolin Pol- 

zer, Lester L. Wheeler. and Rov E. Peterson, Norwalk | " 
fonn., assianors to The E. H. Hotchkiss Company, ~. 4" +. | ' 

Norwalk. Conn., a corporation ef Connecticut. Appli- 

eation May 25, 1938, Serial No. 209,886. Granted 






2,252,926 














Avanst 5, 1941. \ 
2,251,841 Swivel Chair Structure Walter F - 

Herold, Bridgeport, Conn., assignor te The Bassick \! 128,649 

Company, Bridgeport, Conn.. a corporation of Con- 2,253,424 7 ] 

necticut. Application December 11, 1939, Serial No Go 

308.568. Granted August 5. (941. 

2.251.878. Loose Leaf Binder. Atto N. Hanna. 120.306 = 128 369 128,673 

Newark, and Frederick Hafekost, Hopatcong, N. J 128,791 

said Hafekost assignor to said Hanna Rosle 

January 25, 1939, Serial No. 252.710. Granted August 

5, 1941 . 

5 + _— , srocby. bolaget L. M. Ericsson, Stockholm, Sweden, a com- 2,253,424. Typewriting Machine. William A. Gab- 
teskorn” helene av Plaesignor to Speed Pai et pany of Sweden. Application June Ii, 1940, Serial rielson, Syracuse, N. Y., assignor to L. C. Smith & 
Company, Long Island. City Y Application No. 339,995. In Sweden July 6, 1939. Granted August Corona Typewriters, Inc., Syracuse, N. Y., a corpora- 
july 10, 1939, Serial No 283,69! Granted August 12, 1941 f - tion of New York. Application July 10, 1940, Serial 
12. 194! 2,252, 542, —. pone — i ne: No. 344,767. Granted August 19, 1941. 

2.251.969. Accounting Machine. Walter A. Ander- meadow, Mass. pplication Mare , 1940, Seria 
son, Bridgeport, Conn . assianor to Underwood Elliott ak ce Agee ~" oui. icant ied DESIGN PATENTS 
Fish 0 corporation ood, : ypewriter. osep ee sweeney . . 
iO gga eg a Vineet Serial No Harry Bates, New York, N. Y., assignors to Bates 128,388. Design for a Mechanical Pencil. Trace 
216,461. Granted August 12, 194! Laboratories, Ine., New York, N. Y. Application May Christenson, Jr., Evanston, il., assignor to Autopoint 

i 13, 1938, Serial No, 207,819. Granted August 12, Company, Chieago, II1., a corporation of Illinois. Ap- 
_ 2,252,311. Seale and Ruler Charles Myron Ware 1941. plication’ November 26, 1940, Serial No. 96,833. 
a ee a a 2,252,783. Loose Leaf Binder. John Potts, Chicago, Granted July 22, 1941. 

Serial No. 281,374. Granted August 12, 194! il., and George Lynwood Logan, Cleveland, Ohio, as- 128,389. Design for a Mechanical Pencil. Trace 
2,252,402 Filing Equipment. Emil Kern, Long signors to Wilson-Jones Company, Chicago, IIl., a cor- Christenson, Jr., Evanston, I1l., assignor to Autopoint 
Island City, N. Y., assignor to Acco Products, Inc poration of Massachusetts. Application August 16, Company, Chicago, It1I., a corporation of Iilinois. Ap- 
Long Island City, WN. Y., a corporation of New 1939, Serial No. 290,380. Granted August 19, 1941. plication November 26, 1940, Serial No. 96,834. 
York. Original application December 31, 1938 2,252,792. Leaf Flipper. Paul O. Unger, Elmhurst, Granted July 22, 1941. 
Serial No. 248.693. Divided and this application 111., assignor to Wilson-Jones Company, Chicago, IIl., 128,649. Design for a Cabinet for Disk Dictating 
October 18, 1939, Serial No. 299,950 Granted a corporation of Massachusetts. Application May 19, Machines. Lineoln Thompson, Cheshire, Conn. Appli- 
August {2, 1941. 1939, Serial No. 274,533. Granted August 19, 1941. —. ag 1941, Serial No. 99,409. Granted 

5 S ‘ ; noer 2,252,827. Fastener. Elmer L. Zwickel, Chicago, ugus " 
sinker 1 “my oe ne, “een Ill., assignor to Aeco Products, Inc., Long Island City, 128,673. Design for a Typewriter Casing. Gummane 
Chena a Gacoraton of Masennunets. (ADoll; Yigg, “Geral Mor" (6Ou4S1<" "Granted “Aunust 119, Soveph Lee"Sweeney, New York 'N. ¥. ‘Anollation 

7 7 ori ¥) . $937, eri 0. y ° jrante ugus 9, P e I. . 
an fee 7, Weer, Gok Re 1 Gee eer nae are = june 14, 1941, Serial No. 101,471. Granted August 

as : 2,252,907. Fountain Pen. Arthur Winter, Wee- 5, 1941. 

2,252,463. Pencil. Arthur R. Jackley. Baltimore hawken, N. J. Application April 25, 1941, Serial Ne 128,791. Design for a Combined Desk and Counter 
Md. Application July 9, 1940, Serial No. 344,479 390,252. Granted August 19, 1941. or Similar Article. Ohmer Ullery, Columbus, Ohio, 
Granted August 12, 194! 2,252,926 Loose Leaf Binder. Atto WN. Hanna assignor to The Ohio Fuel Gas Company, Columbus, 


2,252,469. Letter Stamping Machine. Ernst Vilhelm Newark, WN. J. Application August 3, 1938. Serial Ohio, a corporation of Ohio. Application January 24, 
Nyberg, Stockholm, Sweden, assiqnor to Telefonaktie- No. 222,762. Granted August 19, 194! 1941, Serial No, 98,370. Granted August 12, 1941. 
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FINE FURNISHINGS GIVE CHARM AND DISTINCTION TO THE BUSINESS OFFICE 


In the upper picture is H. Creston Doner, who designed the desks especially for the Libbey- 
Owens-Ford Glass Company, Toledo, Ohio. Note the space beneath the inch-thick “visual” 
top. Harmonizing equipment in the ante-room of an executive's office in the Libbey-Owens- 
Ford establishment is revealed in the lower picture. Even the filing equipment has been 
given special treatment. Drawer fronts are mahogany with a prima vera finish. The “visual” 
top desk is walnut finished prima vera. The installation, including a substantial amount of 
furniture not shown, was handled by the Lewis Business Furniture Company, Toledo. All 
wood furniture was made by Stow-Davis Furniture Company, steel desks by Security Steel 
Equipment Corporation, and the filing equipment by the Columbia Steel Equipment Company. 


See Thirty-Second Annual Special Office Furniture Section Beginning on Page 68 
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ESSENTIAL TO DEFENSE 


OBILIZATION of America’s manpower and mate- 

rial resources is unalterably dependent upon ade- 
quate provision of office equipment and related articles. 
Realization of the essential character of these utilities 
is imperative if there is to be successful adjustment 
and progress in the defense economy, now entering 
the phase of allocation of raw materials. While there 
must be a willingness on the part of all industries to 
assume a share of the burden imposed by shortages, 
it would seem in order for the office equipment in- 
dustry to speak a word in behalf of the business enter- 
prises throughout the nation which are dependent 
upon this industry for the machinery, equipment, and 
supplies necessary to proper functioning of their man- 
agements. 

The industries of America are called upon to per- 
form the stupendous task of producing the extensive 
needs of their own country and an increasing share 
of certain manufactured products required by at least 
three other nations. Our mills and factories are work- 
ing at capacity and our plants are being rapidly ex- 
panded. That they be as fully equipped with the 
machinery and tools of management as with the ma- 
chinery and tools of production is not a matter of 
choice. If they are not, the entire effort will bog down 
in confusion. 

The office equipment industry is therefore squarely 
in the front line of the national defense preparation. 
The products of this industry are enabling every enter- 
prise to join in the nation’s battle against time with 
high-speed, large-scale operations; and to defeat the 
enemy of confusion and waste with competent, co- 
ordinated management. With the tools of manage- 
ment each defense project is planned and initiated, 
mass production schedules are correlated, efficiency 
and economy facilitated. Without them—there can be 
no ability of management to function, whether it be 
in actual defense production or in serving defense 
project needs only partially. 

The office is aptly called “the control room of in- 
dustry.”’ Here executives and workers are engaged in 
numerous responsibilities of control; affecting per- 
sonnel, orders, materials, stock, inventory, production, 
and shipments. Deprived of proper desks, chairs, ap- 
pliances and supplies, a potentially competent force 
must hobble along as best it can. Control is impaired 
for lack of time-saving methods, simplified procedures, 


and regulation of production lines. But given the 
needed highly specialized business machines, systems, 
and equipment, the modern office staff will handle the 
many administrative and clerical operations with ef- 
ficiency and dispatch. 

Also, with the Federal Government and the nation’s 
armed forces the office equipment industry is in the 
front line of defense activities. As reported in Arnold 
Kruckman’s series of articles on “National Defense and 
the Office Equipment Industry,” published in this jour- 
nal some time ago, Washington officials estimated 500 
million dollars would be spent on office equipment and 
supplies during the fiscal year ending July 1, 1941. 
Observers believe that between 3,000,000 and 4,000,000 
civilian employees will be engaged in the expanded 
agencies of the government at the peak of defense 
preparations. In addition, the Army and Navy are 
increasing their civilian personnel to a total of 450,000. 

These workers will require thousands of typewriters, 
adding and addressing machines, intricate tabulating 
machinery, duplicators, desks, chairs, record-keeping 
equipment, and other appliances and supplies. 

William L. Batt, deputy director of production of the 
Office of Production Management, was quoted in an 
illuminating article appearing in The United States 
News of August 8, as saying that the typewriter in 
total warfare has become an engine of war. “The click 
and whirr of typewriters and tabulating machines,” 
said the article, “are as much a part of Machine Age 
fighting as the scream of dive bombers and the rumble 
of tanks in the front lines.” Without machines for 
its office tasks, the Army would get snarled in its paper 
work and large-scale organization would be impossible. 
Army purchases of office machinery in the year ending 
June 30 totaled about $6,500,000, and for an army of 
1,500,000 men more than 50,000 typewriters alone had 
to be acquired. 

In peacetime the United States Government is the 
greatest single buyer of office machines in the world, 
taking about one-sixth of the industry’s output. For 
1941, it is expected that Government purchases will 
amount to approximately one-third of all office ma- 
chine sales. 

The office equipment industry is eminently qualified 
to meet all these essential needs of government and 
business. Its plea is for restraint in limiting the flow 
of materials necessary to their production. 
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SALES TRAINING PROGRAM TODAY 


HE defense program is respon- 

sible for stimulated activity in 
the office equipment industry. 
Manufacturers are finding it in- 
creasingly difficult to arrange 
schedules that will satisfy branch 
and dealer demands. 

That these are abnormal condi- 
tions none will deny and most 
manufacturers, if not all of them, 
are trying to arrange schedules, 
plant expansions and other read- 
justments with their weather-eyes 
on the future, or the period to 
follow this great upheaval. 

At the outset of this program 
government officials, economists, 
industrialists and businessmen all 
were firm in their warnings that 
to prosper from past mistakes and 
to avoid a depression more serious 
than any in history, all moves 
should be weighed carefully and 
their effect on the future consid- 
ered thoroughly. That was good 
advice, in fact, it is still good ad- 
vice but, as this mammoth under- 
taking develops and slowly en- 
larges with its complex problems 
and with the Office of Production 
Management and other govern- 
ment pressure for speed being 
fully exercised, it cannot be long 
before those good intentions will 
be postponed. Shortly we can ex- 
pect the general attitude to be 
that problems of the present must 
be solved speedily and that the 
future will be dealt with when 
that time arrives. This is natural 
since the program is the largest 
we have ever attempted and it 
will take fullest concentration and 
effort for its accomplishment. 

One thing is certain already 
and that is that most distributors 
are not facing the sales resistance 
that was such a factor during the 
past decade. Sales are easier to 
make, as evidenced by recent na- 
tional findings of sales increases 
as compared to previous periods. 
Undoubtedly, salesmen through- 
out the industry are increasing 
their earnings rapidly. These 
same conditions are also to be 
found with manufacturers and 
manufacturers’ salesmen. 

Sales managers in our industry 
will be busy for many months to 
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come with service problems. Prop- 
erly to continue caring for old and 
proven customers, and at _ the 
same time meet the demands of 
new customers who for the most 
part have some direct or indirect 
connection with the defense pro- 
gram, is but one of these prob- 
lems of service. There are many 
more now known and as priorities 
become more effective service 
problems will also increase. 

With such conditions prevailing, 
what will happen to those well- 
laid plans so many sales managers 
have formulated for training of 
salesmen? Will this phase of sales 
management find itself among the 
postponements? 


The answers to these questions, 


in my opinion, have more to do 
than any of the other factors 
with the solution of conditions 
after this state of hysteria has 
passed. 

The United States of America 
has grown from a small group of 
Pilgrims to a nation that has led 
the rest of the world in industrial 
accomplishment, with its resultant 
highest standard of living. The 
great secret of this phenomenal 
rise lies in “the system of free 
enterprise” through which has 
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been sponsored salesmanship or 
distribution as we know it. 

Our great achievement of mass 
production is only, in the smaller 
sense, due to the inventive genius 
and mechanical ingenuity devel- 
oped in our nation. Most of the 
credit for this achievement must 
be attributed to our accomplish- 
ment in salesmanship or to our 
system of distribution. We have 
many illustrations of the potency 
of our distributive accomplish- 
ments. For instance, in 1929 there 
were 400,000 mechanical refrig- 
erators sold in the United States. 
The advertising cost of these units 
then averaged approximately $8.59 
each. These units sold during 
that year for an average price of 
$485.00 each. In 1940 over 2,509,- 
000 mechanical refrigerators were 
sold at an average price of $149.00 
per unit with an advertising cost 
of only eighty-five cents each. 

Salesmanship, and advertising 
is a part of salesmanship, ac- 
counted for the placing of so 
many more units that big scale 
production could be planned, re- 
sulting in a lower cost to the buy- 
ing public, a saving of nearly 
seventy per cent. In this one 
example we have the explanation 
of a higher living standard. Con- 
sider the history of radios, sew- 
ing machines, automobiles, yes, 
and office files, desks and ma- 
chines and other products. 


Distribution Costs Criticized 


During recent years we have 
heard much criticism of our sys- 
tem of distribution. In fact, we 
have been challenged to prove 
that salesmen are necessary, the 
contention being, in many cases, 
that their services are not fully 
justified and simply add to the 
already high cost of distribution. 

Another contention, supported 
by surface arguments or propa- 
ganda, has been that advertising 
costs have forced prices of prod- 
ucts that are advertised upward, 
whereas, fair analysis proves the 
contrary to be true. Wider dis- 
tribution and increased produc- 
tion, for which advertising and 
selling efforts are as a rule re- 
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sponsible, result in reduced con- 
sumer prices to the benefit of the 
buying public. 

Ratios have been published and 
elaborated upon that have re- 
tarded the progress of salesman- 
ship. It is little wonder that a 
consumer becomes suspicious of 
salesmen and sales efforts when 
he learns that for each dollar he 
spends for merchandise he re- 
ceives but forty-nine cents in 
goods, whereas, fifty-one cents 
goes to cover the cost of distribu- 
tion. Again fair analysis, sup- 
ported by true figures and facts, 
would reveal that forty-nine cents 
buys more in products, by far, 
than in previous times when dis- 
tribution was less extensive and 
less efficient. These analyses defi- 
nitely prove that the consumer 
usually profits. 


Salesmen Lack Knowledge and 
Understanding 


It is questionable whether the 
majority of present day salesmen 
are sufficiently enlightened to 
effectively cope with such argu- 
ments when encountered. It would 
be very interesting to any sales 
manager to know how many sales 
have been lost due to lack of 
knowledge and understanding on 
the part of salesmen. Yet it is the 
sales manager’s responsibility to 
prepare his men to face and in- 
telligently explain objections and 
challenges. 

Training programs, for the most 
part and with most concerns, are 
inadequate. They dwell mainly on 
knowledge of merchandise and 
personality improvement along 
with the usual inspirational or so- 
called pep talks. So very few 
salesmen are prepared with knowl- 
edge on the fundamentals of busi- 
ness operations that it is not sur- 
prising that only a limited minor- 
ity really enjoy success commen- 
surate with the opportunities that 
are open to them. 

Approximately two years ago a 
small group of sales managers in 
Los Angeles were brought together 
through the efforts of the Los 
Angeles Chamber of Commerce to 
discuss these problems. It was my 
good fortune to be one of this 
group. We decided to investigate 
courses that we presumed were 
conducted by the local universities 
in their extension divisions on 
salesmanship. We soon learned 
that salesmanship, as such, had 
no particular rating in the uni- 
versities. It was simply one of the 
by-products of courses in business 
management or sales manage- 


ment. Upon learning that this 
condition existed, we worked out 
a course which, in our opinions, 
would be helpful to salesmen 
already employed in the field of 
selling. After several revisions we 





A STUDENT'S APPRECIATION 


An office supply salesman contrib- 
uted these thoughts after completing 
study of the first three subjects in the 
sales training course sponsored by the 
Sales Council of the Los Angeles Cham- 
ber of Commerce: 

“A number of my customers are 
food brokers. | knew very little of the 
prominent part such firms play in the 
complicated pattern of marketing con- 
sumer goods. Not even knowing for 
sure why they were in business at all, 
| could be of very little constructive 
service to them. Now at least in a 
small way I can see eye to eye with 
these people. Even on somewhat shaky 
common ground | hope they have a 
growing confidence in me. Then too, 
as a result of this study, | feel | have 
a much better understanding of my 
own boss and his problems. He is run- 
ning a business into which more factors 
enter than | had ever before realized. 
| trust that a greater respect for his 
problems may make a more valuable 
salesman out of me.” 





finally formulated a program that 
the University College of the Uni- 
versity of Southern California ap- 
proved and agreed to co-sponsor 
with our committee as an experi- 
ment, with one class not to exceed 
forty students the first year. We 
further decided to offer, as an 
incentive to those students who 
successfully completed this sched- 
ule of studies, certificates in sales- 
manship, to be issued by the Sales 
Council of the Los Angeles Cham- 
ber of Commerce. 

The following subjects comprise 
the complete program which re- 
quires two hours per week for a 
total of ninety-six weeks to com- 
plete, there being twelve weekly 
sessions devoted to the discussion 
and study of each of the eight 
subjects. 


SALESMANSHIP I 
Salesmanship 
Principles of Marketing 
Principles of Advertising 
Fundamental Economics 


SALESMANSHIP II 
Public Speaking 
Applied Psychology 
Advanced Salesmanship 
Market Analysis 
Practical talks on each phase of 
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these courses are presented by 
members of the Sales Council and 
other practical business men in 
addition to the regular lectures. 

The first class opened on Sep- 
tember 20, 1940, and, to date, three 
of the subjects have been com- 
pleted; namely, Salesmanship, 
Principles of Marketing and Prin- 
ciples of Advertising. The com- 
mittee is of the unanimous opin- 
ion that the experiment has been 
a success. Promotional efforts 
are now being planned to accom- 
plish a larger and more repre- 
sentative enrollment this fall. It 
is our plan to restrict classes to 
not more than forty students, and 
to establish a bank of classes 
rather than have too many stu- 
dents together, for the encourage- 
ment of individual expression. 

Naturally, the sales managers 
of all firms represented by class 
members are kept informed of the 
progress of their respective men. 
In fact, recommendations from 
each of the sales managers are 
obtained before enrollment appli- 
cations are approved. 

We of the committee sincerely 
believe that we are on the right 
road toward accomplishing a more 
thorough sales training program 
for the enlightenment of salesmen 
in our area. Needless to say, we 
are working with the universities 
for more complete and useful 
courses in salesmanship for the 
regular undergraduate students 
desiring such knowledge. 

Since it is not possible for all 
salesmen to avail themselves of 
this opportunity for self improve- 
ment, I firmly believe that the in- 
dividual sales training programs 
of all firms employing salesmen 
should at least, include the sub- 
jects that are in this set of courses 
to prepare the men with a more 
complete understanding of our 
distribution system and other 
functions of business. 

The salesmen of America will, 
if they are adequately prepared, 
solve most of the problems that 
are bound to confront this nation 
when this gigantic project of 
preparedness has finally been 
achieved. 

Every progressive step toward 
this end that is taken will be, in 
my opinion, a premium payment 
on the policy that can, and must, 
insure the continuance of our 
“system of free enterprise.” 

Sales managers, this is our as- 
signment. We must not fail these 
men who are the life blood of any 
prosperity that our country en- 
joys, 
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RAFFIC lights are essential to 

safe operation on the highway, 
the circuit-breaker functions 
where the electrical system is 
overloaded dangerously, the steam 
engine has its safety valve to keep 
fire and water under control. The 
office appliance dealer needs a 
Similar safeguard to minimize 
losses on business operations. The 
break-even chart is that gadget. 
In graph form, the break-even 
chart flashes the red light by in- 
dicating when the cost of goods 
sold plus overhead equal income 
from sales, otherwise, the break- 
even point. The dealer must make 
every effort to keep sales from 
falling below this point. 

The budget is the basis of the 
break-even chart, which is pre- 
pared monthly. The budget is 
first prepared in statement form 
for a period, separated into 
monthly totals, and these figures 
charted by means of a graph. Of 
course, the budget statement it- 
self can be used without the 
break-even chart, but the dealer 
is more likely to keep operations 
in sharp focus and take immedi- 
ate action if he has a graph under 
eye. 

To illustrate, we will prepare a 
break-even chart for June, 1941, 
covering the business of an office 
appliance dealer who has esti- 
mated June sales at $5,000. The 
budget for this month reads as 
follows: 


Sales $5,000 
Cost of goods 3,000 
Margin of profit $2,000 


Overhead expenses 


Fixed expenses.....$1,000 (2) 
Variable expenses 500 (1) 


Total overhead expenses........ $1,500 
Net profit estimated on June, 

1941, sales $ 500 

Notice that fixed and variable 
expenses are separated. This is 
to keep a close check on these 
two types of expenses, which differ 
one from the other as was ex- 
plained in the third article of this 
series on retail management for 
stationers—Fixed Expenses, Vari- 
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MANAGEMENT TOOL FOR STATIONERS 


(Sixth of a Series of Articles on Re- 
tail Management for Stationers) 
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able Expenses, Main Bearings of 
Expense Control. Today, with 
every passing week, it becomes a 
“must” to utilize every means of 
expense control. Sales will come 
comparatively easy because mer- 
chandise will be more difficult to 
get but profits for those who are 
lax with managerial routine will 
be sliver-slim. The break-even 
chart is therefore especially illu- 
minating because it reveals clearly 
to the office appliance dealer the 
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extreme need for keeping operat- 
ing costs always under control 
and in safe ratio to sales and 
profit. 


Details of the Break-Even Chart 


Now, on graph paper, such as 
shown here, the dealer marks off 
twenty-five little squares for the 
base line, one for each operating 
day in June, 1941, which has 
twenty-five such days. The ver- 
tical line is for the dollar volume 
of sales. Each square along the 
vertical line represents an equal 
proportion of monthly budgeted 
sales. In this case, each square 
is considered $200, making twenty- 
five squares along the vertical line 
for the $5,000 budgeted sales. Next 
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The numerals below the base line stand for the exact dates of the days in June, 
1941 when the store was open for business—not including, of course, Sundays. 
Line CF represents the fixed expenses, which are $1,000. Variable expenses are 
$500, so line HD, representing the variable expense line is started at a point on 
the graph spaced $500 above the $1,000 fixed charge line and point D representing 
the cost of goods to be sold, $3,000 plus the variable charges $500, is graphed at a 


point $3,500 above the fixed charge line. 


The break-even point X, when extended across to point M shows that $3,750 
volume must be done to break even, after that the spread or margin or gross profit 
is all velvet. Extending a line from X to the base shows that this point should be 
reached toward the end of the 19th consecutive day of June, 1941. The break-even 
chart paces selling activity so that it doesn’t lag at any time during the month. 
Sales must be kept up to schedule or ahead of schedule, otherwise, the chart flashes 
the deflection. Run cumulative totals of daily sales at the left of the chart as shown 


for the first three days. 
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the dealer draws a line from A to 
B, representing budgeted sales, 
$5,000 for the month. Then he 
considers fixed expenses, $1,000 
and graphs them by means of the 
horizontal line CF. Now he graphs 
the variable expenses with line 
HD, the point D being determined 
by figuring $3,500 above point F. 
Why $3,500 when the variable ex- 
penses on the budget read only 
$500? Because the cost of the 
goods to be sold during June is 
considered for this purpose a vari- 
able expense inasmuch as this 
cost varies with sales. 

The line DB represents the net 
profit. Where the sales and vari- 
able expense lines cross is the 
break-even point or X. At this 
point the volume equals over-all 
cost of sales. By extending a line 
from point X to the base you have 
the day of the month when this 
point is reached, or, in the case of 
a manufacturing plant, the ca- 
pacity at which the plant must 
operate to break even. In the case 
of a manufacturing plant, how- 
ever, the base Jine is plotted ac- 
cording to capacity percentages, 
from 0 to 100 per cent. This ar- 
rangement is feasible for the 
dealer who has a repair depart- 


ment for typewriters or other 
business appliances. It will tell 
him at what capacity he must 
keep this department operating to 
break even. All margin above that 
point is velvet. Repair depart- 
ments often show losses because 
no effort is made to keep them 
going at profitable capacity. By 
extending the line X to the ver- 
tical line at the left, the point M 
is located, indicating the mini- 
mum amount of sales needed to 
permit the business to break even. 
A break-even chart can be made 
up for each department in the 
same manner. 


Small Graph Tells Whole Story 


Of course, the dealer can get the 
same information from state- 
ments or his books, but by means 
of a graph, the information con- 
centrated on a small piece of pa- 
per, about six by six inches, he 
has the story in sharp eye focus 
continually so that he is always 
on the alert to keep sales above 
the break-even point, which usu- 
ally arrives near the end of the 
month when too many dealers let 
their efforts lag, particularly if 
sales have been encouraging early 
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in the month. The break-even 
chart conspicuously on the desk 
or pinned to the wall in the office 
keeps the dealer “all-out” instead 
of “all-in” for business right up 
to the last day of the month. 


Provision should be made to 
compare actual sales with the 
monthly estimate so that the 
dealer has the complete story on 
the break-even chart. This may be 
done by running cumulative totals 
of daily sales at the left of the 
chart. For example, the specimen 
figures shown mean that sales the 
first day were $202.31, the second 
day’s business of $187.60 was 
added to the first, making $389.91, 
the third day’s business of $312.10, 
when added to $389.91 made a 
cumulative total of $702.01, and so 
on, enabling the dealer to deter- 
mine from day to day how he is 
progressing, whether sales are 
adequate to reach the break-even 
point on the designated day. In 
this case, his volume should equal 
his fixed charges on the fifth day. 
Once his fixed charges are out of 
the way, he can go to town on 
variable expense, build up volume 
enough to pay them and spend 
the remainder of the month mak- 
ing a profit. 


Brevities on the Art of Selling 


The Fourth of a Series of Short Articles in 

Which “The Skipper” Takes His Dividers in 

Hand and Charts a Sales Course Based Upon 
Long Practical Experience 


That Ol Albi : competition 


N PLAIN language a competitor is someone striving to gain an end he is entitled to win 
by fair means. You may be shooting at the same mark he is, but that is nothing against 
him. Competition is not price cutting. It does not mean underselling. It does not mean 
“chiseling,” and it certainly does not mean “knocking” or “abusing” some other concern or 
product in the hope of switching an order. 





A successful competitor is someone who through salesmanship has gained what you attempted 
to gain at the same time, which only one of you could receive. Successful competition is “get- 
ting the business” by some method that gives you preference other than that of a price that 
will not produce a profit. 

Is it not almost unbelievably stupid for a seller to build a price structure under the name 
of competition that inevitably creates a future which will make his company’s post a most 
expensive one? 

You know that kind of selling and that type of salesman. He’s the fellow you salute with, 
“Hello, Bill, who are you with now?” He complains about his territory and his firm and tells 
you how the company fails to give him the proper “backing.” 

There is nothing wrong with competition in business. There are just too many so-called 
salesmen trying to get all the business and willfully using a price lever under the disguise of 
what they choose to call competition, but which always “bobs up” later under another name. 

Competition makes better business and develops better salesmanship. If a competitor wins, 
search for the reason why you failed and forget any idea that competition should be eliminated 
for it is as needful to the development of business as it is to have goods to sell. 
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PROMISED AT 36th N.S.A. CONVENTION 


ATIONAL Stationers’ Associa- 
tion has released a story on 
the annual convention in October 
that is well worth the considera- 
tion of everybody interested in the 
stationery trade. The slogan of 
the convention is: “Save Business 
Life and Serve America, and the 
advice of the association to each 
of its members in connection with 
this convention and in connection 
with the business situation as a 
whole is: Be a Business Lifeguard 
and Keep America Strong. 
General Manager Garvin, in 
issuing the release, remarked: 
“Time to Think—Lots to Listen to 
-Plenty to Hear About’’—and he 
goes on to say that this will be 
a convention, indeed—a stream- 
lined affair—something a little 
bit different in the way of con- 
ventions in that the first morn- 
ing the show will be open, giving 
everybody a chance to get ac- 
quainted and in the afternoon will 
come the general session. Lined 
up for this session will be Owen G. 
Bayless, president of the associa- 
tion, who will give an interesting 
discourse on what has been hap- 
pening under his administration 
during the year 1941. 


Tony Wons on Program 


A very unusual note is the in- 
clusion of the famous radio per- 
sonality, Tony Wons, who comes 
‘to this convention through the 
courtesy of Hall Brothers Greeting 
Card Company, Kansas City. What 
Mr. Wons is going to do on the 
program is still a secret, but thos2 
who recognize in his name th2 
magic of a voice on the radio that 
has made itself heard philosophi- 
cally and sentimentally as well as 
practically, all through the years 
will realize that this is a genuine 
attraction. 

E. B. Wilcox of the Edward Gore 
Company, Chicago, Ill., comes to 
the convention through the cour- 
tesy of the American Institute of 
Accounting and will speak on that 
most important subject, “Account- 
ing for the Small Businessman.” 

The keynote address of the aft- 
ernoon session will be, “The Job 
of the Business Lifeguard,” by 
Charles P. Garvin, general man- 


ManagerC.P. Garvin 
Releases Important 
Data on Assembly to 
We Held in Chicago 
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ager of the National Stationers 
Association. 

Immediately following the after- 
noon session, will come the re- 
opening of the show which will 
keep open until 10:00 P. M. Mon- 
day night. 

Tuesday morning, there will be 
a number of breakfasts of the 
various state associations and of 
the state groups of dealers and in- 
stead of the usual general session 
starting Tuesday morning, the 
dealers will go from their break- 
fasts into an executive session for 
dealers only. While this meeting 
is going on, the sales managers of 
the manufacturers will have a 
separate session, where they will 
be given the opportunity to talk 
their problems over until noon. 

On Tuesday afternoon will come 
the second general session when 
Willis Lowe, governor of the Ninth 
district, and of the E. L. White 
Company, Fort Worth, Tex., will 
give his famous address entitled 
“Scrap Iron Salesmen.” Also on 
this program is J. Kenfield Morley 
of the Office Equipment Company 
in Louisville, Ky., who will speak 
on the subject, “Advertising and 
Selling in the Emergency.” 


Wage and Hour Information 


Other features planned for this 
program include a gentleman from 
the Wage & Hour division in 
Washington, who is thoroughly 
conversant with the _ stationers’ 
situation, and will talk on “Up to 
the Minute Rules of the Wage & 
Hour Law as it Applies to the 


Stationery Business.” Also a very 
good moving picture has been se- 
cured and a number of other 
speakers are in process of being 
signed up, the war situation hav- 
ing to do with whether they can 
be there or not. 

Tuesday night again will come 
the great Five Centuries of Prog- 
ress Exposition, which is bulging 

it’s going to be chock-full of 
merchandise and people who know 
merchandise and people who can 
talk about merchandise. It is rec- 
ognized that there is a very defi- 
nitely difficult situation on mer- 
chandise and it’s the time when 
people ought to be able to get to- 
gether and talk things over sensi- 
bly. This show makes that oppor- 
tunity. 

On Wednesday morning comes 
another executive session of the 
dealers and an executive session 
of the manufacturers at which 
time the specific problems of the 
dealers will be continued from the 
day before and the manufacturers 
will get together and talk about 
the things that are affecting the 
business. 


Annual Election Wednesday 


On Wednesday afternoon comes 
the last general session when a 
unique program will be put on, 
election of officers will be held 
and the necessary business of the 
association will be conducted. 
“We’re planning for continuing 
meetings on Thursday,” says Mr. 
Garvin, “and, of course, the big 
banquet will come Wednesday and 
the show will be open on Wednes- 
day afternoon.” 

There will be plenty of enter- 
tainment. The entertainment for 
the ladies is being handled again 
by Mrs. Helen Castle, who always 
does a grand job. There is going 
to be plenty for the ladies to do 
and those who come to the con- 
vention, we know will be well 
satisfied. 

The entertainment program for 
the men runs more along the 
business line. Of course, we have 
the big convention banquet which 
will give everybody a chance to 
get together but the real object of 
this meeting, as far as the men 
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are concerned, is a matter of busi- 
ness. 

Plenty of time for conference 
plenty of time for people to get 
together and talk it over—plenty 
of things to talk over and capable 
chairmen who can steer these 
meetings in a very definite way. 
Lots of things to listen to and 
plenty of things to hear and all 
having to do with the stationery 
business. Running through the 
whole thing will be the idea of 
building up the thought of a Busi- 
ness Lifeguard as the type of a 
man who can keep America 
strong. Everybody realizes that 
the individual businesses in this 
country at the present time are 
facing the most unusual condi- 
tion they have ever seen. The 
stationery business is fortunate in 
having an organization like the 
National Stationers Association, 
which not only keeps the business 
in touch every day in the year 
with what is going on and with 
the changes that take place, with 
the rules and regulations that are 
promulgated by those in authority 
but it provides and it has provided 
during the past year, a large 
group of regional meetings which 
find their culmination in this 
great National convention. This 
National convention will devote 
itself to seeing to it that the three 
or four days that the people spend 
there will be well worth while. 
The show in itself is worth attend- 
ing from any distance, 22,000 feet 
of exhibit by the most progressive 
and outstanding manufacturers in 
the business. A chance for people 
to get together, surrounded by 
conditions that they understand. 
A great stationery store. 


Now is the psychological time 
and the National Stationers con- 
vention — thirty-sixth convention 
and sixth Five Centuries of Prog- 
ress Exposition—with headquar- 
ters in the Palmer House, are de- 
signed to make it possible for the 
people of our business to get to- 
gether and do the things that they 
need to do right now and that is to 
talk over their own problems 
fraternize — swap information 
make plans together and see to it 
that this great business of ours in- 
stead of being eliminated, becomes 
more powerful than ever and con- 
tinues to make great contributions 
to the public interest. 

Another big slogan at this con- 
vention will be: “The Essentiality 
of the Stationery Business to 
Progress—to Government—to Of- 
fense—to Defense and to Every 
Day Business Life” and it will be 
proved at this convention that 
here is a business that is indeed 
essential. Defense starts on paper, 
everybody knows that. They can’t 
carry on the defense program 
without the things that we make 
and sell. We can’t preserve the 
American Democracy and the reg- 
ular way of doing things without 
the things that are made and sold 
by the stationery industry. 


The Golf Tournament 


The committee in charge of 
making arrangements for the an- 
nual golf tournament has been 
busy, as the following report indi- 
cates: 

“We give you Bob O’Link Coun- 
try Club for the annual golf tour- 
nament of the National Stationers 
convention. It would take a dozen 
pictures on each of the eighteen 
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beautiful fairways to give a true 
conception of this golfer’s para- 
dise. Those who don’t know it 
must take the committee’s word 
that it is one of the sportiest and 
best maintained private clubs in 
all Chicagoland. 

“And it is ours for the day of 
October 9. The club professional 
has told George Cormack, chair- 
man of the golf committee, that if 
there are four of the 150 club 
members out on that day that it 
will be a crowd. So we will have 
the exclusive use of this exclusive 
club for the day. 

“Bob O’Link is one of the half 
dozen courses in the United States 
which is exclusively for men. Wo- 
men are not allowed on the 
grounds or in the clubhouse. The 
6753 yards of fairways are smooth 
as an Oriental rug—and are liber- 
ally spotted with deep-sanded 
cavernous traps to challenge the 
best golf you can shoot. It’s nota 
trick course, however, and you 
‘three figure’ golfers won’t have 
too much trouble. 

“Transportation is ideal. Bob 
O’Link is located at the southern 
end of exclusive Highland Park on 
Chicago’s famous North Shore. It 
is a comfortable forty-five minute 
drive by car and North Shore 
Electric trains leave the Loop 
every thirty minutes, from the “L” 
station at the Wabash avenue en- 
trance of the Palmer House. 

“Start making up your four- 
somes now for this ‘Tournament 
of Tournaments’ to be held on 
Thursday, October 9. Be sure to 
bring all of your golf equipment 
to the convention. You'll need it 
to score on this championship 
course.” 





WHERE THE N. S. A. CONVENTION GOLF TOURNAMENT WILL BE HELD.—(Left) The beautiful home of the Bob O’Link 
Country Club at Highland Park, Ill., which will be the scene of the National Stationers Association annual golf tournament. 
(Right) One of the club’s oversized sandtraps familiarly known to harassed local golfers as “The Little Sahara.” 








EDITORIAL 


Furniture Week Plan May Be Changed 

@¢ ATTENTION of all office furniture dealers is called to the announce- 
ment on page 158 of this issue. Owing to the problems arising out of 
the priorities situation, the office furniture manufacturers who had 
indicated intention of participating are now considering the question 
of cancelling their promotion of the 1941 National Office Furniture 
Week, or, if it is held, changing its appeal to emphasis upon this indus- 
try’s importance to national defense. Dealers are asked to “stand by” 
for further information later. 


_—_e-- 


The Special Office Furniture Section 
#¢ THE ninety pages from 68 to 158 carry the Thirty-Second Annual 
Special Office Furniture Section. In text and pictures it reveals the 
products of the furniture division of the industry and the merchandis- 
ing methods of several dealers who have tested their techniques in the 
crucible of experience. To all engaged in the sale of office furniture, the 
section is offered as a valuable source of information and inspiration. 


_—_e-.- 


Priorities and Commercial Stationers 
@¢ BECAUSE the Priorities system has come 
into being so suddenly, and because the restric- 
tions are imposed primarily on the manufac- 
turer, the average dealer in office equipment 
and supplies has only a confused notion of what 
it is and how it functions. Reports in the daily 
press are fragmentary, usually dealing only 
with a specific phase which may seem unre- 
lated to the retailer and his problems. To obtain 
an authoritative outline of what Priorities are 
and how they are put into effect, the Priorities 
Division of the Office of Production Manage- 
ment in Chicago was consulted. Following is a 
summary of the information secured: 

America has a huge Defense Program. To 
achieve its objectives, the Office of Production 
Management was organized to see that the mate- 
rials and equipment for our defense were pro- 
duced with the least possible delay. To assist 
in obtaining delivery of materials, the method 
evolved provides for the issuance of preferences 
to manufacturers who have important orders 
for Defense goods. 

As a first step, the Army and Navy were given 
authority to issue preference rating certificates 
for orders or contracts placed by them. These 
certificates, Form PD 3, are issued in accordance 
with a “critical list” and a directive letter. The 
Army and Navy were authorized to issue priori- 
ties on orders for materials or products on the 
“critical list,” carrying some 300 items. The 
directive letter explains the ratings such as 
A-la, A-3, A-10, etc. 

After the authority was granted the Army 
and Navy to cover direct orders with Priorities, 
it was necessary to furnish factories with mate- 


rials and equipment to fabricate for Defense 
work. Later it became necessary to supply 
priorities to many essential industrial efforts not 
always concerned with Defense but related to 
public welfare. To further facilitate Army and 
Navy work, the Office of Production Manage- 
ment administers the preference rating system 
through the offices in Washington, D. C. It was 
supplemented by division offices in New York, 
Chicago and many of the leading cities in 
America. 

Applications for other than military priorities 
are made on Form PD 1, which if accepted re- 
sults in the issuance of preference rating certi- 
ficate Form PD 2. 

Furthermore, for certain projects or products, 
such as the manufacture of cranes, machine 
tools, air craft and freight cars, limited blanket 
ratings have been assigned. This is done through 
the operation of general preference orders. 
There is also a Defense Supplies Rating Plan. 
Its purpose is to supply materials to producers 
who must have their items in stock for shelf 
deliveries. Another extension of the system is 
a maintenance and repair plan for manufac- 
turers, utilities, municipalities, etc. 


That difficulties will build up to face retailers 
is inevitable because the Priorities system vir- 
tually reverses the normal merchandising 
scheme. Usually dealers buy for stock and not 
to fill a specific order. In such a transaction 
there is no opportunity to make use of a prefer- 
ence rating because the eventual purchasers 
are not known. It is possible, however, to get 
preferential consideration for the replenishment 
of stock depleted to make immediate delivery to 
a consumer or establishment in possession of 
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a preference rating certificate. Such replenish- 
ment orders must be sent to manufacturers 
immediately following delivery of merchandise 
from stock. 

A substantial number of the items covered 
by the average commercial stationer are not 
affected by priorities. Changes in the “critical 
list” will occur continuously. Some items will 
be added, others taken off. A wise precaution 
would be to secure rating certificate numbers 
from purchasers whenever possible, even though 
the merchandise involved is not included in the 
current priorities list. 


_—_—-o-- 


"The Key on the Cover" 


@@ AGAIN we take advantage of the query, 
“Just what is the meaning of the key on the 
cover?’ so we may toot our horn a little. Besides, 
some new readers may be interested in the ex- 
planation. 

“The more extensive a man’s knowledge of 
what has been done, the greater will be his power 
of knowing what to do.”’ So said Disraeli, express- 
ing the reasoning that has ever prompted man’s 
search for information. Knowledge is thus the 
key which serves to reveal the solution to prob- 
lems. And so, the function of this journal being 
to inform and aid members of the industry in 
the problems and development of their busi- 
nesses, “the key on the cover.”’ 

In another sense, like the key which affords 
entrance and possession, the journal serves as 
the key to the market places of the industry. 
To the manufacturers it provides entry for the 
display of their products. To the dealers and 
others ergaged in the distribution field, it is ad- 
mittance to a permanent exposition of the major 
lines of office equipment and supplies. And it 
gives entrance of both manufacturers and dis- 
tributors to what may be called the forum or 
platform of the industry’s monthly meeting 
place where its affairs are discussed. 

The symbolic “key on the cover’ of OFFICE 
APPLIANCES has been incorporated in all its 
cover designs for the past 37 years—since June, 
1905, when the worthy little publication which 
had been founded the preceding year by George 
H. Patterson was given its first expansion. 

Through the succeeding years, under the con- 
structive and service-minded editorship of Evan 
Johnson, the journal has been credited with pio- 
neering in the trade press field and contributing 
immeasurably to this industry’s progress. 

For instance, in the book ‘‘Careers on Business 
Papers” Ben Hall refers to the opinion prevailing 
years ago that business activity should be more 
or less secretive. He points out that business 
men feared that competitors would “learn their 
secrets” if they revealed their methods of opera- 
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tion. But, in his words, ‘The business press put 
the spotlight of publicity on business activity— 
and business men found they had much to learn 
from their competitors and that the free inter- 
change of ideas through the business press is a 
stimulating force.” 

OFFICE APPLIANCES was among the first trade 
publications to introduce the cooperative idea of 
presenting feature articles by members of the 
industry. In which the dealers describe their 
successful methods of operation, of solving prob- 
lems, reducing costs, and increasing profits. 
With this “knowledge of what has been done” 
others in every state and practically all countries 
have progressed in their own doing. 

To the journal’s urging that the many and 
various manufactures for office service—ma- 
chines, systems of account and record keeping, 
supplies, furniture and the thousand-and-one 
utilities embraced by the term commercial sta- 
tionery—be collectively considered in establish- 
ing the idea of the office equipment industry as 
an industrial entity, frequent reference has been 
made. 

As all of these things meet at the point of 
usage, this publication early advocated the 
logical principle of unified distribution of the 
industry’s products: insisting that the stationer 
was the logical distributor for most office re- 
quirements. Back when office furniture was sold 
mainly through the home furniture store, it was 
OFFICE APPLIANCES that urged the stationer to 
add office furniture to his lines. Today most of 
the distribution of office furniture is through 
the stationer and office equipment dealer. 


OFFICE APPLIANCES has likewise been privileged 
to participate in the advance of the office ma- 
chine division of the industry and in the rise in 
prestige of the office machine dealer. It spon- 
sored for eighteen years the national typewriter 
speed contests, emphasizing the importance of 
speed with accuracy. The journal has presented 
comprehensive word and picture descriptions of 
the new developments in the field, and given 
full codperation in the promotion of the office 
machine dealers’ association. 

In this journal’s presentation of the news of 
all divisions of the office equipment industry, its 
complete reports of organization activities, and 
its special sections on the merchandising of cer- 
tain product lines—such as the Thirty-Second 
Annual Special Office Furniture Section in this 
issue—OFFICE APPLIANCES has achieved a distinc- 
tion not only in its own industry throughout the 
world but in the entire trade publication field. 

To make the journal so genuinely helpful has 
required the cooperation of those whom it serves. 
Hence, we take this occasion again to express 
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appreciation of the generous response from sub- 


scribers and manufacturers. 


More than one hundred and fifty manufac- 
turers each month put their seal of approval on 
OFFICE APPLIANCES by placement of their ad- 
vertisements in its pages. Through the years it 


HERE AND THERE 


SIEKERT OFFERS STORE USES TO 
STATIONERS AT AMERICAN 
LEGION MILWAUKEE 
CONVENTION 

Fred J. Siekert, vice-president of 
the Siekert & Baum Stationery Com- 
pany, Milwaukee, Wis., knows what 
American Legion conventions are. 
He should, because he's a past post 





F. J. SIEKERT 


ommander and immediate past 
ommander of Milwaukee County. 
So, when the Legion's national 
convention opens in his home town 
on September |4 for a four-day ses 
sion, he makes the following offer 
to members of the office equipment 
industry: 

"| wish to extend to Legionnaires 
who are associated with the office 
appliance and supply field an invita 
tion to make our store their head 
quarters for receiving mail, making 
appointments, use of telephone, tak- 
ing messages, etc. 

The store is located at 617 North 
Water street in Milwaukee. 





ELMER YOUNG PLUS SAILBOAT 
PLUS LAKE EQUALS DUCKING 

lf there is a freshwater brother of 
Davy Jones living in the depths of 
Lake Michigan he almost added the 
name of Elmer Young to his list ot 
-onstituents last month. 

Elmer, as practically everyone 
knows, owns the Young Office Equip 
ment Company in Chicago. But what 
practically everyone does not know 
is that he also owns a 26-foot sailboat 
n which he took Paul Lipner, Harvey 
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has been selected as the medium for the first 


announcement of many of the most important 


Drewes, Robert Walenberg and 
James Jacobs for what he laughingly 
referred to as a little trip. 

Little was the word. For the five 
intrepid sailors had barely shoved off 
into the hazards of the lake when 
their boat struck an iceberg or a 
coral atoll or something and turned 
over. Whereupon the five mariners 
did five unrehearsed swan dives into 
the lake where they clung to the hull 
until a speedboat happened along 
and its skipper fished them all out 


slightly damp but otherwise unhurt. 





BELIEVE US, DON MACDONALD 
WAS AT THE CONVENTION 
Before Don MacDonald, who runs 

an office machine and typewriter 

store in Washington, D. C., goes 
completely crazy, Office Appliance: 
rushes to his aid by publicly declar 
ing that he WAS at the N.T.O.M.D. 

A. convention in Chicago. 

In recent days poor Don has met 
a number of friends who heatedly 
inquired why he was A.W.OL.L., and 
when he feebly protested that he 
was no such thing, pulled the regis 
tration list from their pockets ¢ 
show him that his name was not ir 
cluded. 

So, before he begins cutting ou 
paper dolls or buying Napoleon hats 
Mr. MacDonald appointed Office 
Appliances referee and here's the 


+ 


verdict: 

Don was there, in fact had the 
scofters attended the meetings they 
would be aware that he is the man 
who campaigned, argued and won 
the conventi for Washinaton next 


yeor. 





TED HARGEN SMACKS OUT A 
GOLF "ACE" 

n New England 

a slightly bewildered individual 


Somewhere 


meanderina around ana mutterina 

boyoboyoboy 
Zz 

yniy Ted Haraen 
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products of the industry. While hardly a day 
ever passes without a friendly word from some 
subscriber, at home or abroad, to the effect that 
he “couldn’t” or “‘wouldn’t get along without it.” 


WILL be) has at last fulfilled a de- 
re of many years standing. Some- 
thing he chewed his fingernails about, 
Jrooled over in anticipation and de- 
sloped insomnia for. He _ has 
macked out a hole-in-one!!! 
It happened on Saturday, August 
at the Grand View Country Club 
n West Boylston Mass., when Ted 
was playing with Halford Tillson, Er 
est Nylen and his son, Ted, Jr. Our 
nero used a No. 2 iron 
\7\-yard, 18th 


hole land on the green and roll inte 


and watched 


nis Tee shot on tne 


sa8 fc i m4 
the can without turther prompting 


m a putter. 








A. RIGHT SMART CROP.—At least 
that’s what Hutchinson, Kans., said 
during its Prairie Pow-Wow, an event 
which necessitated every male Hut- 
chinsonian growing a beard to the 
best of his ability. The bushy growih 
all but hides its proud owner, Milton 
Navrat, treasurer of the Hutchinson 
Office Supply & Printing Company, 
who obliged his admirers by posing 
for a photograph with Mrs. Navrat. 
The Prairie Pow-Wow is an annual 
event recalling the early days of Hut- 
chinson. 
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the car of Frank Fogg, Jr., salesman 
for United Autographic Register 
Company, without taking anything. 

A local jeweler recognized the 
watch next day. when it was taken to 
him for appraisal on a car trade-in, 
and caused the arrest of one youth. 
Following events led to the rounding 
up of a ring which confessed a num- 
ber of burglaries in recent months. 
So far, however, the cash and the 


typewriter tools have been elusive. 
—HHB 





BAMBERGER INVENTS TORPEDO 
BOAT AS DEFENSE UNIT 

J. G. Bamberger, president of the 
Masco Corporation, Milwaukee, has 
recently invented a new type of tor- 
pedo boat which he hopes will in- 
terest naval authorities when a scale 
model is put through its paces. This 
model is being constructed in the 
Masco plant. 

The torpedo boat looks like a 
short-winged seaplane and is de- 
signed to be fifty feet in length, with 





ED. LITTLE AND GYP II ENTERTAIN WABASH CHILDREN.—(Top left) Co-Host 
Gyp poses with Mr. Little but pays scant attention to the camera for reasons of his 
own. The youngsters are not interested in posing for reasons of their own. (Top 
right) The impressive flag-raising ceremony, a feature of every annual party, per- 
formed by the Stineman Post of the American Legion. (Lower left) Youngsters 
answer the well-known call of “Come and get it!” (lower right) And they've got it! 
Ice cream in impressive quantities calls for a sitdown session on the spacious and 
grassy grounds surrounding the Little home. 


ED LITTLE AND GYP Il ARE HOSTS 
TO WABASH CHILDREN 


Another year has rolled around 
and children of Wabash, Ind., whc 
for twelve months entertained cer 
tain fears, are happy again. In other 
words, they still think that Ed Little 
sales manager of the Wabash Cabi 
net Company, is a close relation tc 
Santa Claus. 

For, be it known, Ed made an an 
nual habit of letting his dog, Gyr 
be host at a yearly ice cream party 
for children of Wabash on the spa 
cious grounds of the Little home. But 
some time ago Gyp died and the 
youngsters wondered what ''is going 
to happen now?" 

But Ed, knowing children like he 
knows the stationery industry, soon 
— another dog—Gyp i—~and 

e children perked up considerably 
discus it wasn't until last month 
when invitations were sent out, that 
they knew for sure. 

And did they turn out! 
dred of them, ranging in age from 
three to fifteen years. And what a 
time they had. There was singing 
led by Dr. J. M. R. Canfield, an ad 
dress by Police Chief Frank Gurtner 
another by Rotarian Fred Wolff, pas 
tor of the Christian church of Wa 
bash, and some pretty 
by Harry E. Cecil of Detroit. 

As in the past twelve parties given 
by Mr. Little, the feature of the day 
was an impressive flag-raising 
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Post of the American Leaion, f Ww 
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vith an American flag, a gift donated 
by Andy Maish of the Dennison 
Manufacturing Company. 





DAHLKE ENTERS BUFFALO 
MAYORALTY RACE 


Ben Dahlke, head of the Dahlke 
Stationery & Manufacturing Com 
pany, Buffalo, N. Y., startled the res 
idents of his city last month when 
he entered his name as a candidate 
for mayor on a unique platform. 

Politicians have come and politi 

ians have gone but it is doubtfu 
if any one of them has ever staged 
his candidacy with a program : 


as Mr. Dahlke outlines to his astor 
ished fellow-citizens. Here's what 


lf | am elected | want my salary 

to be one dollar a year! And | intend 
to appoint business men to my cabi 
net to serve on the same bas 

d now Mr. Dahlke is sitting back 
fortably, waiting for his politi 
nents to think up a better 

f, as and when possible. 
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TYPEWRITER MAN LOSES PANTS 


Frank Fogg, manager of the 
in Typewriter Company, 318 Joplir 
street, Joplin, Mo., lost his pants one 
night recently. Business has been s 
good he slept right through an inva 
sion of his bedroom by someone or 
ther who took the pants, also con 
uding a watch and the $5( 


n cash, which proves that busines: 


tents incl 


had been good. The prowler al: 
4 
ritled his victim's car, taking a cam 


ra and a set of tools and searchea 


a wingspread of fifty-six feet. It will 
carry a crew of six or eight, four tor- 
pedoes, a four-gun revolving turret, 
a series of fixed machine guns and 
a depth bomb discharger. 

The power will be obtained from 
a 1500 h.p. motor with a twelve-foot 
three-blade propeller operated from 
a counter shaft suspended above the 
hull. A speed of 150 m.p.h., is an 
ticipated. 

But the principal features of the 
invention are the hull bottom and 
the wings. The design of the bottom 


a 





MR. BAMBERGER AND HIS INVEN- 

TION.—He is posed here showing a 

drawing of his torpedo boat which will 

be offered the Navy department as a 

new defense machine for the United 
States government. 


(Milwaukee News-Sentinel photo 


will raise the boat almost out of the 
water while the wings will help it to 
glide from one high wave to another 
without the customary dipping of 
most water craft. Thus the boat will 
be capable of operation without its 
rew having to make allowances for 
weather conditions. 
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NEW MACHINES AND DEVICES 





ALLEN CALCULATORS ANNOUNCES STATEMENT 
MODEL 

Allen Calculators, Inc., 678 Front avenue, N. W., 
Grand Rapids, Mich., has announced an “all-purpose”’ 
figuring machine which has been named the “State- 
ment” model and is in the popular price range. 

As a statement machine the unit has month and 
date keys, gives a balance up to $99,999.99, takes an 81 
inch sheet of paper and prints credits in red. 

A wide roller bearing carriage is equipped with 
tabulator stops for columnar work and for straight 
adding it totals to $9,999,999.99. 

This larger capacity makes it appropriate for multi- 





THE R. C. ALLEN “ALL-PURPOSE” CALCULATOR 


plication particularly as applied to checking invoice 
extensions. 

The square key tops are not only an innovation but 
they make for more positive and speedier operation. 

Visible dials and automatic clear signal, two addi- 
tional R. C. Allen standard features, are included. 
—_ 
NEW WHITE TRACING CLOTH BY POST 


The Frederick Post Company, Box 803, Chicago, has 
announced a new white tracing cloth which has been 
given the trade-name of Whitex and is said to possess 
a number of unusual features. 

Whitex is tough and durable and possesses a trans- 
parency which adds speed to print production. It is 
this high degree of transparency plus the texture 








which, the manufacturers claim, will deliver “jet- 
black-on-pure-white” positive prints as well as 


“knife-sharp” major contrast blue prints from pencil 
drawings. Other features include the following: 

1: Whitex has a glossy “stay clean” back. 2: It 
erases quickly and cleanly with art gum or a soft 
eraser. 3: Erasures do not show on the blueprint 
4: Detail cannot smudge or rub off. 5: Whitex takes 
colored pencil drawings sharply and cleanly. 

Samples of the new tracing cloth can be obtained 
by communicating with the manufacturing company 
at the address given above. 


NEW CLIPLESS PEN SET BY SHEAFFER 
The W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, has announced a new type of pen and pencil 
set under the trade name of “Tuckaway” which has 
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SHEAFFER'S TUCKAWAY PEN SET 


been designed to appeal to all users, but particularly 
to United States service men. 

An unusual feature of the set is that both pen and 
pencil are clipless, and thus meet requirements of 
sailors and soldiers, whose uniform pockets must not 
bulge, students wearing sweaters and business people 
working without coat or vest. 

Both items are built with a steamline balance which 
calls for the minimum effort of the writing hand. The 
pen is so constructed that it may be carried in any 
position without affecting its instant readiness for 
operation, and the pencil is designed so that its lead 
cannot jab holes in pockets. The set is sold in a hand- 
some presentation case. 

—_>-.———_— 
STEIN’S “LIFT-A-SECTION” BINDER 

The Stein Bros. Manufacturing Company, 231 South 
Green street, Chicago, has announced a new device 
trade-named the Lift-A-Section loose leaf binder 
which is equipped with removable one-inch sections. 

The unit is made especially for salesmen and others 
who carry four inches or more of catalogue material 





THE “LIFT-A-SECTION BINDER” 


and desire to exhibit only part of it. With the Lift-A- 
Section binder the user can place the entire case on 
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the floor and take out one-inch sections of its con- 
tents at will. 

It is available in heavy duty construction as illus- 
trated or in a lighter weight zipper portfolio style. 
Prices and other additional information will be sup- 
plied by the company on request. 


a es ee 
NEW SUPPLY LINE FOR WRITO DUPLICATOR 
Ross Laboratories, Inc., 4021 North Hermitage Ave- 

nue, Chicago, has recently announced a new complete 

line of supplies to be used in conjunction with its 

Writo duplicator. The set-up as shown in the illustra- 





THE NEW WRITO DUPLICATOR SUPPLY LINE 


tion and flanking the duplicator includes the follow- 
ing items: 

Writo hectograph compound, gelatin rolls, hecto- 
graph inks (purple, red, green, blue, black, yellow, 
orange and brown); hand cleansers, cleanser cream, 
liquid cleanser, correction fluid, type and platen 
cleaner, sponges, duplicating fluid. 

In addition to the items listed above the company 
also offers a full line of ribbons and carbon papers 
(both hectograph and spirit), pencils, leads and papers. 

oc — i © 

NEW DESK LAMP BY MIDWEST NATURLITE 

The Midwest Naturlite Company, 440 North Wells 
street, Chicago, is announcing a 1942 series of Midco 
portable desk lamps, of which the unit illustrated here 
is a model. It is a fluorescent lamp and features the 
company’s dual reflector which is standard throughout 
the entire line. 

The basic design of the new series blends with that 
of the standing and clamp-on models manufactured 





THE MIDCO DESK LAMP 


Dimensions are: height over- 
all, 1434 inches; height to bottom of shade, 12% 
inches; shade (adjustable), 181, by 53, by 2% inches; 
base (cast metal), 1034 by 534 inches. Standard equip- 


by Midwest Naturlite. 
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ment includes a manual switch for instant starting, 
eight-foot rubber covered cord and a T-8, 15 watt 
Mazda F fluorescent tube. All electrical parts are 
underwriter approved. 

The lamp is available in nine distinctive color com- 
binations, baked enamel and plated, and ranges in 
price (less tubes) from $12.75 to $16.75. 

The Midco dual reflector, which is found on all 
models of the company’s lines and is an exclusive 
product of the firm, consists of a parabolic mirrored 
reflector of high reflecting value and a diffusing 
reflector of low reflecting value, the two combining 
to offer a perfect working and reading illumination. 

——>-. 
NEW 10-KEY VICTOR ANNOUNCED 

The Victor Adding Machine Company, 3900 North 
Rockwell street, Chicago, has announced a new 10-key 
portable adding machine with direct subtraction. The 
new model will be identical in size, features and price 
with the full keyboard subtractor which was intro- 
duced by the company last fall. It embodies repeat 
subtraction, automatic punctuation of items, auto- 
matic double spacing after totals are taken, and a 
convenient autographic writing table for pencil nota- 
tions on the adding tape. It can be used for com- 
puting elapsed time for payroll work as required under 





THE VICTOR 10-KEY PORTABLE 


present laws and numerous other present-day figuring 
requirements. 

The 10-key will come in two models. One has a list- 
ing capacity of six columns with a totaling capacity 
of seven up through 99,999.99 and sells at $79.50. An- 
other model lists eight columns and totals nine up 
through 9,999,999.99 and sells at $99.50. 

Working parts are reduced by almost fifty per cent 
in number and travel distance of these parts has like- 
wise been reduced to minimize wear in operation. With 
only ten keys to manipulate, the operator is enabled to 
keep eyes on the work, thus increasing speed and 
accuracy. 

Beautifully designed, compact and easy to carry to 
the work where needed, the 10-key subtractor is 
ideally suited to the figuring requirements of the small 
as well as large business. A dustproof, plastic case of 
sound-deadening construction makes for quiet opera- 


tion. 
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EAGLE-OTTAWA’S NEW ANZAC LINE ANNOUNCED 

The Eagle-Ottawa Leather Company, Grand Haven, 
Mich., has recently announced to the trade its new 
Anzac line as the latest addition to its varied types of 
upholstery leather. 

For several years the company has furnished the 
special baked linseed oil finish, sold under the trade 
names of Colonial and Westminster to the office and 
home furnishing industries. In recent months, how- 
ever, the trend has been toward smooth hand-antiqued 
finished leathers, which heretofore the firm was unable 











to supply in the linseed oil finish but which is now 
represented by the Anzac line. It is a top grain 
snuffed quality leather furnished in the durable baked 
linseed oil finish. It possesses a natural pliability and 
fine texture which assures its practicability on tight, 
spring, or down cushion upholstery as well as on 
rubber cushion units. 
*—- 
NEW CLIPBOARD BY ROCKWELL-BARNES 

The Rockwell-Barnes Company, 1511 West Thirty- 
eighth street, Chicago, has developed and announced 
a new clipboard under the trade name of “Serv-Wel.” 
It is available in two styles, a standard type and a 
“Hold-Rite’” model, a patented design built for easy 
handling. 

The top of the “Hold-Rite’” board is shaped so that 
a positive grip can be secured while the lower portion 
is curved so that it may be held comfortably against 





THE “SERV-WELL” CLIPBOARD 


the body of the user, and in a proper writing position 

The boards are made of “longlife Hardboard,” which 
is a 100 per cent wood fiber with glasslike surface 
Edges and corners are rounded and sealed against 
moisture. They are equipped with a “Serv-Well” clip 
and are made in three sizes, note, letter and cap. 

—-? 

METAL SPECIALTIES’ NEW STAPLE REMOVER 

The Metal Specialties Manufacturing Company, 3200 
Carroll avenue, Chicago, has recently announced its 
new Presto staple remover. In operating the Presto 
unit it is only necessary to slip the remover points 
under the staple and press the handles and the staple 








THE PRESTO STAPLE REMOVER 


is out without marring or tearing the paper or papers 
to which it may be attached. 

The unit, which operates successfully on any size 
of staple, is ruggedly built of colorful plastic and 
special hardened steel to give years of service. It 
retails for twenty-five cents and as a means of aiding 
the dealer is mounted (one only) on a two-color dis- 
play card measuring 35g by 534 inches. Because of 
its compact size and pleasing appearance the Presto is 
suitable for home use as well as office and school 


OFFICE APPLIANCES 


COPY RIGHT’S READING GLASS FOR 
COPYHOLDERS 
The Copy Right Manufacturing Corporation, 53 
Park place, New York City, has perfected a magnify- 
ing glass which can be used in conjunction with a 


begat mils em lea, ear, a care 2 og 
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of long-tiecance copteLinr settods are remedied a: ote. 





THE MAGNI-LINE ATTACHED TO COPYHOLDER.—The type 
seen in the center frame demonstrates the ordinarily small text 
as seen through the unit. 


copyholder. The unit measures twelve inches in width 
and bears the trade name of Magni-Line. 

The unit when in use can triple the size of fine 
print right across the page without the necessity of 
holding or moving it. It also makes all faded or 
illegible matter clear and easy to read. 

The lens of the Magni-Line is set in a metal frame 
which can be secured to the line finder of any copy- 
holder used by stenographer or typist to improve 
vision when copying from normally indiscernable 
matter. It can be instantly removed or replaced as 
desired. 

The Magni-Line unit is also provided with a desk 
holding attachment for office workers other than those 
who use copyholders. It stretches across the entire 
width of the average page or book and does not have 
to be held or moved for the user to read from margin 
to margin. It is adjustable to any desired focal angle 
and has a unique arrangement to point out the line 
being read. 


NEW FLOOR LAMP BY 
NATIONAL 


The National Lighting 
Equipment Company, 12415 
Euclid avenue, Cleveland, 
Ohio, has announced a new 
model floor lamp which is 
listed as the No. F-2900 and 
described as a fluorescent 
and three-way unit. 

The lamp is 60 inches in 
height and designed in a 
pleasing, streamlined shape 
with an adequate base. A 
handsome silk shade com- 
pletely encloses the lighting 
unit (shown in accompany- 
ing illustration) and is of a 
style to suit either office or 
home. 

The F-2900 is capable of 
delivering a soft fluorescent 
light for reading or other 
purposes while the part sup- 
plying indirect light for an 
entire room can give three 
degrees of illumination to 
suit the user. 


THE F-2900 NATIONAL LAMP.— 
(Inset) The lighting unit 
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“NON-SPILL” INKWELL ANNOUNCED BY 
PREFERRED PRODUCTS 

Preferred Products, P. O. Box 716, Toledo, Ohio, has 
announced a new and patented inkwell and pen set 
which is given the trade-name of Non-Spill. 

As the name implies the principal feature of the 
unit is its ability to retain its contents in the event 
it is knocked over or accidentally tipped. This is 
assured by a diamond-slotted rubber bulb directly 
under the plastic cap. As soon as the pen is removed 
the slots close automatically and completely seal the 
top of the well. 

The penholder is made of indestructible plastic, at- 
tractively designed and shaped for a comfortable grip. 
It is perfectly balanced to provide effortless writing 
performance and it is said by the manufacturer that 
300 words can be written with one dip of the pen. 

Because of the character of the set, the manufac- 
turer points out, it is particularly adapted for use in 
state, county and city offices as well as libraries and 





THE NON-SPILL INKWELL.—(Inset) Inkwell in “tipped over” 
position still retains its contents without spilling. 


schools where knocking over of ink containers is not 
uncommon. 

The unit retails for seventy-five cents complete. 

<< _ 
BOLENS’ “SYNCRO-TILT” CHAIR IRON 

The Bolens Products Company, Port Washington, 
Wis., has developed and introduced to the trade a 
new type of chair iron trade-named the “Syncro-Tilt” 
and said to offer every adjustment needed to fit a 
chair to its user. 

Designed for use with both the executive and the 
clerical worker’s chair, the Syncro-Tilt utilizes easy- 
working finger wheels with which to make necessary 
adjustments, up and down, forward or backward back 
adjustment, back angle-adjustment and tilt-tension 
adjustment, actuating springs directly or through 
gear and screw mechanism. All of the adjustments 
can be made with the unit while the user is seated 
in the chair. 

The name Syncro-Tilt is developed from the chair 
iron’s principle of operation. All movement is syn- 
chronized for perfect tilting comfort or firm support 
in working positions. The unit eliminates up-and- 
down “rub” of the back pad and the relative tilt of 
the chair is such that there is no possibility of re- 
stricted blood circulation at the knees 

_ —- 
STARK’S NEW CALENDAR LINE 

Stark Calendars, Inc., 525 South Dearborn street, 
Chicago, has announced a new line of desk calendars 
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for 1942 which consists of four models and is listed 
as the No. 508. 

One of the models is known as the DeLuxe chrome 
calendar. It is equipped with a chromium base and 





THE DE LUXE CHROME CALENDAR 


gold edge pad. But its principal feature (which is also 
that of the remaining three models) is a visible yearly 
calendar on the cut-out of the top panel. By its use 
the calendar provides all dates and days for the entire 
year as well as the current month, those which pre- 
cede and follow it, and the current day. 

The four units which comprise the No. 508 line range 
in price from $1.75 to $4.00, the latter being the Regal 
gold edge model which is furnished in either genuine 
leather or Fabrikoid. 

 — 
BURROWS BROTHERS OPENS NEW STORE 

The Burrows Brothers Company, bookseliers and 
stationers of Cleveland, Ohio, opened a new store at 
1403 Euclid avenue on August 1. This store features 
books, office supplies, fountain pens, stationery, gifts, 
and greeting cards. 

The new branch is located in the heart of Play- 
house square, in Cleveland’s upper downtown, which 
is a favorite shopping block for many Clevelanders. 

Gordon B. Bingham, president of the company, said, 
“We expect that our new store will have the appro- 
bation of the many Clevelanders who find it incon- 
venient to visit our main store at Sixth and Euclid, 
because they seldom shop that far downtown. 

“At the same time, the store is very handy to the 
several large office buildings in Playhouse square, and 
we believe it will prove a service appreciated by the 
firms located there. Some years ago we operated a 
store in Playhouse square, and we know that many of 
our customers have’ missed it.” 

The new store is approximately 17 by 120 feet in 
size, or twice as large as the former branch in that 
location. Extensive alterations have been made and 
a new front installed, as well as modern fixtures. 

The fixtures are walnut with prima vera trim, show 
cases and wall cases equipped with daylight fluores- 
cent lights, shadow boxes on each side of the store 
with cut out letters, greeting card racks with special 
canopies, striking a new note in the display of greet- 
ing cards. The floor is completely carpeted. 

Most prominent feature of the new front is the clear 
view, Herculite, Tuff Flex glass door which has no 
wood frame. Every detail has been most carefully 
planned with efficiency and beauty, the theme 
throughout the store. 

The Burrows Brothers Company now operate seven 
stores in Cleveland. The company was established in 
1873, and has continuously operated under the Bur- 
rows’ name ever since. During one period of its his- 
tory, Burrows was widely known nationally as whole- 
salers and as publishers, but in the last three decades 
their business has been wholly retail. 

——_ 
HEY JOINS OLD TOWN 

Don C. Hey, formerly connected with the Cosby- 
Wirth Manifold Book Company, last month was ap- 
pointed a factory representative of the Old Town 
Ribbon & Carbon Company, Inc., Brooklyn, N. Y. 


/Ne 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
6 St. Bride Street, London, E. C. 4 


17 Farrington Street, Ludgate Circus, London, E. C. 4 


GUALCO COMPANY IN FOURTH YEAR 


Gualco & Cia, Sarmiento 534, Buenos Aires, Argen- 
tine, of which Enrique S. Gualco is the head, last 
month celebrated its fourth anniversary by announc- 
ing that the growth and expansion anticipated when 
the firm was launched have been more than fulfilled 

Originally the company, which was officially opened 
on June 1, 1937, confined its efforts to two lines—the 














ENRIQUE GUALCO 


Woodstock typewriter and the Gualtype, a duplicator 
manufactured in America for the firm. In recent 
months, however, Mr. Gualco has obtained the exclu- 
Sive distribution of the Eagle automatic pencil in the 
republic of Argentine and has added a complete steel 
office furniture department. 

In the beginning, too, the firm’s activities were 
principally in the capital but under the guidance of 
Mr. Gualco have since expanded to reach all of the 
most important cities and towns in the country. The 
extent of this expansion is demonstrated by the fact 
that the company now has 100 distributing agencies, 
some of them in important towns like La Plata, 
Rosario, Santa Fe, Cordoba, Mendoza, San Juan, etc., 
and others in the more distant territories and prov- 
inces. 


CANADIAN NEWS NOTES 


William Muirhead of Sudbury, Ont., is continuing 
the stationery and book business of his late father, 
F. C. Muirhead, who died earlier in the season. Though 
still in his twenties he is showing aggressive and care- 
ful management. It is his intention to modernize and 
enlarge the interior. ... Canadian envelope manufac- 
turers have increased their prices owing to higher 
production costs. . . . Jack Hill, of Canadian Pad & 
Paper Company, Ltd., Toronto, Ont., has returned to 
work after several weeks in hospital. ... The Vice- 
roy Rubber Company, of Toronto, Ont., makers of 
erasers and rubber goods for offices, has purchased the 
Niagara Rubber Company plant in Beamsville, Ont., 
and will commence operations on hard rubber products 
sometime in October, if the necessary machinery can 
be secured promptly.... 

Stationery, books and magazine sales in Canada dur- 
ing the month of May this year, showed an increase 
of 20 per cent in sales... . The golf tournament held 
annually by the stationers of Winnipeg, Man., for the 
“Luckett” trophy was played recently at Elmhurst Golf 
Club. The much envied trophy was won by Trevor 
Fordyce, of the Willson Stationery Company, Ltd., with 
a new low net of 66. Prizes for the various events were 
contributed by stationery, office equipment and type- 
writer firms in all parts of the dominion... . Sub-Lieut. 
John D. McRae, R. C. N. V. R., of Prince Rupert, B. C., 
son of D. C. McRae, of McRae Bros. Ltd., office sta- 
tioners, Prince Rupert, represented the Navy in the 
three-man guard of honor which accompanied the 
famed Victory Torch on its flight across Canada on its 
way to Prime Minister Churchill in England. John 
was associated with his father in the business until he 
entered the Navy, June 9, 1940. .. . Remington Rand 
Ltd., have moved from 921 Gordon street, to more 
commodious premises at 617 Broughton street, Vic- 
toria, B. C. ... The Bates Manufacturing Company, 
Orange, N. J., has appointed S. J. Reginald Saunders 
as their resident representative in Canada. The firm’s 
travelers will continue to go to Canada taking orders 
for direct shipment from the factory. Complete stocks 
will be carried, however, at the Toronto office —SJL 
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Post-War Office Appliance Trade in Britain 


Conditions as Visualized by a Prominent Member 

of the Office Appliance Industry in Great Britain, 

Who, as the Subject Is Highly Controversial, De- 
sires to Remain Anonymous 


OU may think the title strikes a note of optimism, 

but I can assure you that there are many others 
already thinking about the “Reconstruction of the 
Trade,’ after the war. I am giving away no secrets 
in saying that there are definitely two schools of 
thought—those who consider that our economic posi- 
tion would be such that we cannot afford to purchase 
abroad and will be compelled to rely on goods entirely 
made in England, and the others who feel that, as 
the British trade has been almost at a standstill for 
nearly two years, we shall feel the necessity of pur- 
chasing from abroad in order to be fully up-to-date 
and to obtain the very latest in labour-saving devices. 
It may be that both of these schools of thought are 
directed by what we refer now to as “wishful think- 
ing,” and that their thoughts are mainly directed by 
the way their energies are being employed at the 
present moment. But apart from these wishful think- 
ers, we Shall undoubtedly have many problems to face 
in Great Britain, immediately after the war. There is 
almost certain to be a repetition of some of the diffi- 
culties of the last war. That is to say, a shortage of 
shipping space, and with so many essential goods to 
be carried, shipping space, such as is available, will be 
allocated almost by a rationing system. This will make 
imported new goods somewhat scarce, at any rate, for 
the first year. Whereas the British manufacturers 
with ample materials immediately released to them, 
will be able to produce in very large quantities, it will 
also be obvious that they are producing the same old 
models as they have already been producing for some 
years. 

In addition, we shall have to contend with a huge 
government surplus immediately released upon the 
market, as was the case after the last great war. It 
may even be that the government, with due regard to 
all circumstances, will very kindly release their sur- 
plus slowly. Nevertheless, there are literally hundreds 
of factories all over the country over whom the gov- 
ernment has no control, in whose offices a great deal 
of the office equipment purchased during the war rush 
will be redundant. It will be from these sources that 
we must expect a rush of second-hand goods, which 
must inevitably hold up the complete recovery of the 
new trade. In my opinion, the easiest market after 
the war will be for entirely new goods “imported from 
closely allied countries.’”’ But they must be goods with 
a definite novelty, both in regard to the results to be 
obtained in the use of such machines, and in their 
appearance. The ordinary bread and butter lines, such 
as the standard typewriter and the small portable 
adding and listing machine, will find sale very diffi- 
cult. For the “out of the ordinary” office appliance a 
ready sale will be found, always provided that the 
retail price is within the reasonable economic possi- 
bilities of the market. It will have to be borne in mind 
that we shall be very poor indeed, judged by the gold 
standard after this is all over. It may even be ineces- 
sary to substitute some other standard, in order to 
make reasonable trading possible. However, I have 
neither the qualifications, nor the desire, to bring the 
subject of international economics in an article of this 
description. I feel confident that those whose duty it 
is to study the post-war problems, have this matter 
already well in mind. 


Unemployment and Labour-Saving Devices 


One thing is clear, the unemployment problem as 
we knew it up to the outbreak of war, on both sides 


of the Atlantic, must never recur, and it is a psycho- 
logical question as to how the masses of people are 
going to react to labour-saving devices. I suggest that 
if such devices are going to decrease employment, they 
will most certainly not receive a hearty welcome. This 
great conflagration is going to cause many great 
changes in the mental outlook of people all over the 
world. When I say that the use of office machines 
after the war is a psychological question, I want you 
to realize how much this entire war has been a ma- 
chine war. I want you to ask yourselves whether or 
not it will be in the minds of many people that the 
machine has become the master of man. I feel sure 
that man will only tolerate such machines as make 
life easier and better for him. I am digressing and 
getting into problems which are really too deep for us 
ordinary people. Let us return therefore to the office 
appliance trade. 

Office appliances in Great Britain are not yet fully 
appreciated. There are literally thousands of office 
workers who stick to their old ten, fifteen and twenty 
year old typewriters, and who still look upon a calcu- 
lator and a dictating machine as some new-fangled 
idea to be avoided like the plague. They have not yet 
been trained to that mentality which will enable them 
to look upon a typewriter as being only a machine 
with a three year life, allowing you during that period 
to obtain a one hundred per cent efficiency from the 
operator, with the minimum of physical and mental 
effort. They have not yet got to that stage where they 
can look upon a calculator and a dictating machine 
as something which saves the brain of the executive, 
and enables it to come up fresh for those problems 
which are being fired at such a man, from all angles, 
all day. 

The realization of the value of these things will 
come, but it is slow. I think this mental attitude is 
largely due to the fact that Britain made her pros- 
perity in the days of heavy engineering industry, the 
weaving of fine strong cloth and of high grade cotton 
goods, articles which the manufacturers boasted were 
built to last, and undoubtedly, many of them last too 
long. One cannot for generations retain that mental 
attitude throughout the whole of our production and 
yet change it in a flash with regard to those goods 
which we purchase for our own use. Therefore, when 
the Englishman sells, he sells goods which last and 
when he buys, he buys goods which he fully antici- 
pates will last him almost throughout his life. 

You and I, in the office appliance trade, know that 
this is a foolish outlook, because things are changing 
and improving all the time. The cost of office appli- 
ances, even of the most expensive type, is so small 
in comparison with the amount of work and the class 
of work which they do, and the results which they 
give, that with the most elaborate systems and out- 
fits it is economic to scrap them with reasonable 
frequency. When the average British business men- 
tality is trained into these channels, the office appli- 
ance trade will then have come into its own, to the 
benefit of the office appliance trade and the great 
benefit to British business generally. 

After the war, the market in this country and, in 
fact, throughout the British Empire, will be for new 
goods which are novel and which have pronounced 
sales appeal. The market will be starving for those 
goods owing to the shortage which is being felt at the 
present time, having realized the extreme usefulness 
and necessity for such devices. 





Adams Company in 66th 
Year Takes New Home 


Well-Known St. Louis Firm Leaves Old Location 

After Fifty Years—New Store Costs $150,000 

—Air-Conditioning and Fluorescent Lights 
Installed 


IXTY-SIX years of stationery, printing, and spe- 
cialty retailing by the S. G. Adams Company, St. 
Louis, Mo., culminated in July of this year in one of 
the largest and most modern stationery manufactur- 
ing, retailing and warehousing buildings of the mid- 
west. The new store, located at Olive and Tenth 
streets in downtown St. Louis, represents the fourth 
move of the company, and came in late 1940 after 
the Adams concern had spent fifty years at a similar 
location at 314 North Sixth street, four blocks away 
The move was essential, according to F. K. Adams, 
vice-president and treasurer, through the fact that 
Adams’ widely varied specialty services and stationery 
business has expanded beyond the confines of the 
former store 
Remodeled at a cost of $150,000, the new store pro- 
vides 45,000 square feet of space for factory, storage 


NEW STORE OF THE S. G. ADAMS COMPANY, ST. LOUIS. 
MO.—( Upper left) Left side of the first floor where display cases 
show metal specialties such as stamps, badges, trophies, num- 
bers, etc. (Upper right) Right side of the same floor equipped 
with extra large showcases for the display of bigger items 
such as brief cases and albums. (Lower left) Exterior of the 





and retailing, over seven floors, all of which have been 
completely modernized. On the first floor is the retail 
salesroom for stationery, office supplies, printing, 
plates, signs, marking devices and other materials 
manufactured by Adams since 1875. On the basement 
level is the stock room and air conditioning plant. 
The second floor shows office furniture, third. genera! 
sales offices and clerical work, fourth, unit display of 
office furniture, fifth, stock rooms and warehouse 
space. On the fifth floor is also the printing plant. 
The sixth and seventh floors are used entirely for 
warehousing and stock storage. Each floor has three 
walls of windows, providing a light, cheerful atmo- 
sphere impossible in the former site, and measures 
50 by 109 feet. 
Simplicity Stressed in Design 

Extreme simplicity in design, plus considerably 
altered ideas in display of merchandise, are outstand- 
ing in the arrangement of the new building. Typical 
is the exterior facade, in gray marble blocks, which 
except for three Adams’ identifying neon signs, is en- 
tirely unmarked. The facade includes seven double 
display windows, split into two sections, and lined with 
washable white materials for better display. Any of 
the windows can be entered from the first floor level 
through a wide door which simplifies display trimming. 

High visibility and color features the interior. The 

(Turn to page 181, please) 





store. It is simple in design, with gray marble panels and 
seven display units of double windows. (Lower right) Gen- 
eral view of the first floor, showing a section of the mezzanine 
where space is divided between the company offices and 
display islands for stationery. (Insert) An old photograph of 
the original Adams company store in the early days of St. Louis. 





Four Decades of Service To 
Business Offices 


September Marks Fortieth Anniversary of 
Horder's, Inc., Chicago 


ORTY years ago, Edward Young Horder was in the 

real estate and insurance business on Washington 
street in downtown Chicago. As a side line he was 
operating a small store where he sold periodicals. 
Neither venture yielded enough profit to be called 
successful because of necessity he could not devote 
all his time to either business. After long and careful 
consideration, he discontinued his real estate activities 
and concentrated upon the periodical and stationery 
business, in which he sensed a more secure future. 
The accuracy of his judgment is clearly revealed in the 
subsequent growth of the Horder business to its 
present extensiveness. 


A Tribute to E. Y. Horder 


A recent printed message to Horder customers pays 
a fitting tribute to the organization’s founder. It is 
quoted in part below: 

“Under the able direction of E. Y. Horder, founder 
and president of Horder’s, Inc., this firm has attained 
leadership, serving over 50,000 customers with more 
than 24,000 items. Many of these items, forms, meth- 
ods and improvements had their origin in our own 
organization, conceived and proved by us and then 
made available to our customers. Thus in solving our 
own business problems by the selection and applica- 
tion of proper supplies, devices, equipment and meth- 
ods, we have learned by experience the proper method 
of solving others—experience available to you today. 

“In our corporate youth, E. Y. Horder built character 
into his employees who have since grown to man- 
agerial responsibility. In our adolescence, he drilled 
us in giving service, the like of which has not been 
approached. In our young maturity, he led us in 
developing new and better merchandise to which we 
could proudly add our own mark. And now in the 
fullness of our forty years of corporate life we are still 
growing, having just added 16,000 feet of space to 
increase our service facilities, and he still guides us in 
perfecting services which can make our National De- 
fense .Program operate faster and with even fewer 
non-productive office people.” 


Giving Service a Prime Requisite 


Service has been the constant, basic theme during 
the development of the Horder organization. From 
the single small establishment of 1901 to the nine 
stores, warehouse and general office building, pictured 
at the right, the idea of ever improving service to cus- 
tomers has accompanied the growth of the business. 
Consequently, it was perfectly natural for the execu- 
tive staff to conclude that the most appropriate way to 
celebrate the firm’s fortieth anniversary was to take 
specific steps to speed up and improve service. 

The biggest project in the program is the taking of 
16,000 feet of additional space on the third floor of 
the building just across the street north of the Horder 
building at Quincy and Jefferson streets. About one- 
fourth of the new space will be used for inventory 
purposes. The rest of the area will be occupied by 
operating departments, such as printing, window dis- 
play, paper, furniture, finishing, etc. Removal of these 
departments from the second floor of the Horder 
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building will permit locating all operating departments 
related to shipping on the second floor, resulting in a 
streamlined work flow and increased speed of service. 
The two departments particularly concerned in the 
rearrangement are traffic and billing. The latter is to 
be furnished with new invoicing equipment. 


Supply Priorities Information 


As another special service to customers, the Horder 
staff is working closely with the Chicago office of the 
Priorities division of the Office of Production Manage- 
ment. At irregular intervals priorities notes referring 
to shortages in certain materials and products are cir- 
culated among employees and customers. This smoothes 
out as well as speeds up service by keeping all con- 
cerned informed up to the minute. 

From its inception, E. Y. Horder has been the active 
head of the business. He still retains the presidency, 
but the management of Horder’s. Inc., is now pretty 
largely in the capable hands of his son. Harry G. 
Horder, treasurer of the corporation, and Fred P. Sey- 
mour, vice-president and secretary. 





KENDRICK-BELLAMY’S FIRST 50 YEARS 


Fifty years is not old for a man but it’s a healthy 
age for a stationery firm in Colorado. For in 1891 this 
country was young. 

The Kendrick-Bellamy Stationery Company of Den- 
ver is celebrating its “golden anniversary” this year, 
1941. The firm has grown up with the West, and has 
helped the West to grow, for through all this half- 
century it has been actively engaged in a substantial 
business necessary to the development of this great 
country. The firm has kept its finger on the business 
pulse and has brought to its territory the best prod- 
ucts the nation produces. 

Starting as Hamilton & Kendrick on August 11, 1891 
the firm featured views of Colorado produced by pio- 
neering photographer W. H. Jackson; souvenirs, sta- 
tionery and books. C. A. Kendrick financed the early 
project and has continued actively in the business 
during the entire time. 

Mr. Hamilton died in 1900. The following year Harry 
E. Bellamy, whose father had conducted a stationery 
business in Illinois, started with the firm. In 1903 he 
became a partner with Mr. Kendrick in the firm of 
Kendrick-Bellamy Company. 

Mr. Bellamy has been active since he started. In 
1904 the firm found it necessary to move from the old 
building on Seventeenth street below Champa to the 
corner of Sixteenth and Stout streets. Here they were 
surrounded by a variety of stores, but they continued 
to grow and gradually absorbed the store space of 
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AFTER FIFTY YEARS.—(Top) The Denver store of Hamilton & 
Kendrick (now the Kendrick-Bellamy Company) photographed 
in 1891. Although the store boasted of books, stationery and 
news, it is noted that pictures were the main display back- 
grounds and were used in all windows. (Lower) The Kendrick- 
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their neighboring firms. In fact, the firm’s develop- 
ment has been so consistent that it occupies most of 
the big Barth building in the heart of Denver. Some 
seventy-five people comprise the personnel. The 
stocks of merchandise are quite extensive. This is due 
to the fact that the distance from many sources of 
supply make it necessary to carry a heavy line of stock 
in order to give the kind of service for which Ken- 
drick-Bellamy has always been noted. 

There are actually ten stores in one, each supplying 
the finest in its field. Thousands of items flow through 


the office supply department. Office furniture is 
handled for use in hundreds of business firms. 
Kendrick-Bellamy has been known as “the book 


store of Denver” for many years; it supplies all kinds 
except school books; and orders every kind of book not 
carried in its extensive stock. It has a full-fledged 
rental library and mails books to customers through- 
out the Rocky Mountain region. 

Fine steel and copper plate engraving is done in the 
firm’s own plant; people come in or write from great 
distances to order social engraving and fine writing 
papers such as those supplied by Crane and Eaton 
Its gift department is so complete that customers can 
find a quality present for any person of any age and 
suiting any purse. Greeting cards and party goods are 
specialty lines which bring numerous customers to the 
store. 

Philatelists’ Department 
collectors and all the accompanying 
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Bellamy store of today, with its spacious windows below and 

between which brown Bachelder tile forms the decorative mo- 

tif. The actual store front, however, extends twenty-five feet 

more to the left than is disclosed in the photograph, the unseen 
section housing the art department. 
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merchandise form another busy department. Pictures 
of all kinds: oils, etchings, lithographs and prints, rich 
and colorful, comprise a department which is a joy 
to see; frames and framing supplement the sales of 
pictures. Fountain pens, the best lines of the leading 
manufacturers, are arrayed for the selection of many 
buyers; a “pen doctor’ makes necessary repairs at 
nominal cost; included without mention are the count- 
less styles of pencils, desk sets, etc., used in this 
modern day. 

Leather goods of all kinds are featured, many of 
them strictly useful as zipper and brief cases, others 
decorative as the type used for the finest photograph 
folders and toilet cases. 

Engineering and artists’ supplies only suggest the 
many technical and valuable items handled through 
that department. For example, Kendrick-Bellamy’s 
are Denver distributors for the K & E line of engineer- 
ing supplies used throughout the West, for Denver is 
headquarters for important business and govern- 
mental institutions. 

Active in Civic Affairs 

The firm’s officers have been active in civic affairs 
and in the development of cultural advantages of the 
community and maintain a policy to give its customers 
merchandise of a quality above the average, at reason- 
able prices made possible through quantity buying. 
They follow through to see that customers find satis- 
faction in every item purchased. Attractive window 
displays and a consistent year-round program of ad- 
vertising keep the public informed of the thousands 
of useful articles and helpful services. 

The officers, C. A. Kendrick, H. E. Bellamy, L. R. 
Kendrick and C. R. Kendrick, give their personal 
supervision to the management of this enterprising 
house which brings world merchandise to the Rocky 
Mountain region. The first fifty years have marked 
the establishment of a most substantial business. 

The officers look forward confidently to a future of 
continued growth and service to the West. 


eee 
ULBRICH COMPANY TO MANAGE SCRANTOM’S 


The following statement concerning the taking over 
of Scrantom’s, a book and stationery store of Roch- 
ester N. Y., by the Otto Ulbrich Company, Inc., Buffalo, 
N. Y., was issued to the trade last month by the latter 
organization. 

“On November 12, 1940, the Otto Ulbrich Company, 
Inc., was invited by a committee representing the 
creditors of the book and stationery business known 
as ‘Scrantom’s’ of Rochester, N. Y., to take over the 
management of this business. Plans for its reorgan- 
ization had been started, and after a study of the 
affairs of the company, and of the proposed plan for 
reorganization, our executives were convinced of the 
practicability of the plan proposed, and consented to 
assist in the reorganization of the business and to 
assume the management of the business when re- 
organized. Accordingly our vice-president, Mr. Harry 
A. Holmlund, was designated general manager of 
Scrantom’s and assumed his duties on November 16, 
1940.” 

The letter explains that as a result of this move a 
new business has now been created under the name of 
the Scrantom’s Book & Stationery Company, Inc., 
with the following men named as Officers: 


President, Karl Medcalf, for many years in charge 
of Scrantom’s book department; vice-president, Chris- 
topher G. Grauer, executive vice-president and general 
manager of the Ulbrich organization; secretary, Wil- 
liam Walker, formerly with Scrantom’s engraving de- 
partment; treasurer and general manager, Mr. Holm- 
lund, who is a vice-president of Ulbrich company, but 
will devote his entire time to the newly-organized 
business. Directors are Hiram Sibley and Messrs. Med- 
calf, Grauer, Walker and Holmlund. 


The Guest Book 


Armando Felipe Luis, who is associated with his 
father, Enrique Felipe Garcia, in an office equipment 
and supply business at Basarrate 156, Havana, Cuba, 
visited at the office of this journal July 29. He had 
spent several days in Chicago during which time 
among others he visited with Hilco Corporation and 
Continental Ink Company. During his visit, A. J. 
Celig of this latter concern took Mr. Felipe to various 
points of interest in Chicago including the Rosenwald 
Museum and the Brookfield zoo. Taking a plane from 
Havana to Miami, Mr. Felipe went direct to Chicago, 
from where he intended to go on to New York. After 
transacting business there he expected to return as he 
came, through Miami. 


Homer Weber, sales representative of the Cooke & 
Cobb Company in several middle western states signed 
the Guest Book on August 1. Originaily a Chicagoan, 
Mr. Weber was on a vacation visit from his present 
home in Lakewood, Ohio, and took time out to give us 
the pleasure of a call. 


Harry Homer, Pacific Coast representative for the 
Esterbrook Pen Company, paid a visit at the offices 
of this journal August 4. He had just reached Chicago 
from the company’s offices in Camden, where he, with 
two salesmen in his territory, were attending a con- 
vention. Having only limited time when he arrived, 
he stopped also for a brief visit with a former Ester- 
brook man before boarding a train for Denver—Joe 
Hildreth, who retired from active business at the end 
of 1933, and is one of the two honorary members of 
the National Stationers Association. Mr. Homer felt 
this year’s convention was one of the most satisfactory 
he ever attended. 


Henry L. Guth, manufacturers’ representative from 
Wescoeville, Pa., was a visitor at the office of this 
journal August 15. He had spent two days with Mid- 
west Naturalite Company, one of the concerns for 
whom he sells in his eastern territory, and planned 
to call at the offices of Geo. E. Fox & Company before 
leaving for Jasper, Ind., and the plant of Hoosier 
Desk Company. On his way West he had stopped in 
Cleveland for a visit at the Marble & Shattuck office. 
Henry Guth, business man and gentleman farmer, is 
a salesman of no mean ability. While devoting ample 
time to his trade in an area which extends from New 
York state to North Carolina, he still is able between 
trips to maintain a country home of unusual charm. 
Contributing to the appearance of the grounds are 
practically every type of tree that will grow in his 
section. Gardens have been one of his hobbies for 
many years. Another for twenty-five years has been 
to do a good job of merchandising office furniture and 
accessory lines. 

—>-.—____- 


RYAN RETURNS TO KENTUCKY 


R. E. Ryan, formerly operating under the name of the 
Ryan Office Machine Company, Chicago, last month 
was appointed agent for the Elliott Addressing Ma- 
chine Company in Louisville, Ky., and surrounding 
territory. Prior to 1928 Mr. Ryan was associated with 
Maloney-Gilmore, Chicago, and the W. J. Crowley Com- 
pany, Milwaukee. For a number of years he was also 
with the Elliott-Fisher Company in both the sales and 
service departments. 


EXCUSE US, PLEASE 


On page 48 of the August issue appeared a picture 
of a furniture installation in the offices of a loan com- 
pany in Cleveland, Ohio. Accompanying it was a cap- 
tion which stated that furniture of The Sikes Com- 
pany was used throughout. This was in error in that 
several special pieces in the installation were built 
by the Ehrlich Upholstery Company, of New York City. 
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GRIFFITH TO REPRESENT “Y AND E” 


The David A. Griffith Agency, an office supply and 
equipment house in Johnstown, Pa., last month be- 











D. A. GRIFFITH 


came the local representative of the Yawman and 
Erbe Manufacturing Company. 

Identified with the office equipment industry for the 
past twenty-two years, Mr. Griffith, head of the 
agency, went to Johnstown in 1916 and was first em- 
ployed by the Cambria Steel Plant. He served in the 
United States Navy during World War I, returning 
to Johnstown three years later. Since that time he 
has been connected with a local office equipment con- 
cern, resigning to conduct his own business as the 
“Y and E” representative. He is a member of Johns- 
town American Legion Post No. 294. 


> rt @ 


INAUGURATES EMPLOYEE PROFIT- 
SHARING PLAN 

On June 30 workers of The W. H. Gunlocke Chair 
Company, Wayland, N. Y., participated in the firm’s 
new employee profit-sharing plan whereby each em- 
ployee, who has been in the company’s service for 
three months or more, received a share of $13,789.07, 
the total sum involved. 

Of a total of 407 employees 335 were eligible to par- 
ticipate in the plan. Included among these were former 
workers who have entered the ranks of the Army and 
Navy. Another similar division of profits is to be made 
on December 24. 

The new plan, according to company officials, is ex- 
pected to indirectly benefit Gunlocke dealers in that 
the firm’s executives believe that employees who share 


GUNLOCKE 


in the profits of the company have a direct interest in 
the dealer success and make every effort to add to it 
by putting into Gunlocke products all of their skill and 
craftsmanship and thereby offer the dealer’s customer 
the best their organization produces. 
wiceseiienesliatilitatai 

THOMAS NOW B. L. MARBLE SALES MANAGER 

R. N. Thomas, associated with The B. L. Marble 
Chair Company, Bedford, Ohio, since 1925, last month 
was promoted to the position of sales manager. Mr. 
Thomas, who possesses a thorough knowledge of manu- 
facturing and dealer problems, with considerable ex- 
perience on public building and other special contracts, 
has served the company as advertising manager and 
sales promotion manager prior to taking over his new 


duties. 
Oe 


BASSETT JOINS MORRIS COMPANY 

The Bert M. Morris Company, Los Angeles, Calif., 
last month announced the appointment of A. G. (Bert) 
Bassett, of Wheaton, Ill., as sales representative for 
Morriset Pen-Ink units throughout the middle western 
territory. 

The new connection, which became effective August 
1, should prove successful because both Mr. Morris 
and Mr. Bassett have spent their entire business ca- 











A. G. BASSETT 


reers in the pen and ink field. Mr. Morris was Pacific 
Coast manager for The Wahl Company for many years 
and is the inventor and manufacturer of the Morriset. 
Mr. Bassett for twenty-one years was connected with 
Eversharp, Inc., and its predecessor, The Wahl Com- 
pany. His acquaintance with the trade covers most 
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of the United States where he has always enjoyed a 
reputation for friendliness, fairness and an exceptional 
merchandising judgment. 
—t-< —_—- 
COLEMAN CELEBRATES 30 YEARS IN BUSINESS 


Thirty years of continuous activity and constantly 
growing business were celebrated last July by the 
Coleman Office Supply Company, Wichita, Kans. As 
part of the event the company used large advertise- 
ments in the local papers, featuring several slogans 
which were submitted to OFFICE APPLIANCEs in the re- 
cently closed slogan contest. 

The advertisements pictured and described a num- 
ber of items carried by the firm, from a complete 
office suite, down through typewriters to pens and 
pencils. Sprinkled throughout this copy were the 
slogans, including “It’s Our Business to Help Your 
Business,” “A Better Office Brings Better Business” 
and, of course, “Be Office Wise—Modernize,” the slogan 
submitted by R. O. Beamus, Oklahoma City, for which 
he will be awarded the Ivan Allen trophy at the Na- 
tional Stationers Association convention in Chicago. 

The Coleman Office Supply Company is owned by 
Frank W. Coleman and is housed in a building at 
122-24-26 North Market street. Mr. Coleman started 
his career in 1911 as manager of the local sub-branch 
of the Oliver Typewriter Company. But almost at once 
he began adding other lines until today the firm is 
one of the most complete stationery, office supply and 
office machine stores in its territory. 

Two years after the business was launched Mr. Cole- 
man was joined by his brother, William, and together 
the two men have weathered many financial storms 
only to continue expanding and prospering through 
their joint efforts. 

Today the firm handles many nationally-known 
lines, including Browne-Morse desks, chairs, files and 
filing supplies; Herring-Hall-Marvin safes; Indiana 
chairs; Jasper office furniture; B. L. Marble chairs; 
Marchant calculators; Victor adding machines and 
Woodstock typewriters. It also stocks all makes of 
portable typewriters. 

ot O — 
FIBERGLAS IN NEW REMINGTON RAND SHOW- 
ROOM PROVIDES BEAUTY AND PRACTICALITY 


The use of Fiberglas textiles to cover two entire 
sides of the Remington Rand showroom at Twenty- 
fourth street and Fourth avenue, New York City, fore- 
casts a new trend in business office decoration which 
combines distinctive beauty with new standards of 
practicality. 

Three hundred yards of ecru colored Fiberglas in a 
bubble cloth weave were used for the two street side 
windows of the showroom which has just been com- 


NEW DEPARTURE IN OFFICE FURNISH- 
INGS USED BY REMINGTON RAND.— 
The New York City showrooms of Rem- 
ington Rand Inc., tried something new 
when Fiberglas curtains were installed 
to provide a combination of beauty and 
practicability. Impervious to heat, the 
curtains offer no fire hazard, and, al- 
though they close the office from the 
street do not entirely obscure light and 
visibility. 


33 


pletely redecorated by Ad Pro Displays, 509 West 
Fifty-sixth street, New York City. 

The use of Fiberglas textiles supply the effect de- 
sired. The two sides of the showroom which faced the 
street are closed in and at the same time do not block 
out the light from the street nor entirely obscure the 
visibility from the street. Radiators are directly below 
the area where the drapes hang so it was necessary 
to have a fabric which was impervious to heat. 

The upper part of the walls is painted in an ecru 
shade considerably lighter than the ecru tone of the 
Fiberglas curtains. Against this background are 
mounted sepia photographic murals. A bright red- 
orange is used for the cutout letters and the wain- 
scoting line on the wall is painted in the same shade. 
The wall area below the wainscoting is a rose-tan and 
the floor is carpeted overall with rust colored carpet. 
All Remington Rand equipment displayed in the show- 
room is finished in steel gray. Continuous bands of 
fluorescent light are fixed directly to a hung ceiling 
to carry out the simpie modern treatment. 

me 


HOLE BECOMES DIEBOLD ADVERTISING 
MANAGER 

The Diebold Safe & Lock Company, Canton, Ohio, 
last month announced the appointment of M. E. Hole 
to the position of advertising manager. He succeeds 
S. L. Berkebile, who becomes manager of branch sales. 

Mr. Hole possesses considerable experience in the 
field, and while he will work on all Diebold products, 
he will devote particular attention to the Cardineer 
rotary file and to codperating with dealers who handle 
this particular product in their communities. 

Mr. Berkebile was advertising manager for Diebold 
for twelve years and during that time developed an 
impressive record, and disclosed an ability which well 
fits him for his new undertaking. 

OO —— 
DITTO OPENS LARGE NEW YORK OFFICES 

Ditto, Inc., Chicago, makers of Ditto duplicators and 
supplies, has announced the opening of new quarters 
at 400 Madison avenue, New York City. A feature of 
the new establishment, says Frank Gregor, Jr., the 
company’s advertising manager, is an enlarged show- 
room, equipped not only for the display of Ditto ma- 
chines but also for comprehensive demonstration of 
the Ditto business methods. As before, Al Dunphy, 
Ditto’s eastern manager, is in charge. 

an Ses 
STARK OPENS N. Y. SALES ROOM 
Stark Calendars, Inc., 525 South Dearborn street, 





Chicago, last month announced the opening of a sales 
and stock room at 321 Broadway, New York City. At 
the same time the firm reported that C. H. C. Stewart 
had been appointed New York factory representative. 
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MEETINGS—CONVENTIONS—DINNERS 





CANADIAN TYPING MARATHON GETS UNDER WAY 


As this issue goes to press there opens at Toronto, 
Canada, the third international typewriting marathon, 
staged by the Canadian National Exhibition for the 
third consecutive year. 

The event is one in which two teams of picked 
typists—one Canadian and the other American—hold 
a two-week, day and night marathon, with every 
member of each team typing for two hours out of 
every twenty-four. Prizes for the winning team are a 
trophy donated by the exhibition and the Cromwell 
cup for “supremacy in international typewriting” do- 
nated last year by James H. R. Cromwell when he was 
United States minister to Canada. 

Heightened interest in the event is created by the 
fact that although the American group won the first 
event in 1939, last year the two teams battled to a tie. 
More than 150,000 spectators witnessed the race last 
year in which 3,300,000 words were written. 

Despite much additional work occasioned by war 
requirements, many members of the Canadian Busi- 
ness Equipment Manufacturers Association are making 
success of the annual event. 


every effort to assure 

Six of these firms are maintaining exhibits at the 

Canadian National Exhibition. They are: 
Addressograph-Multigraph, D. Gestetner (Canada) 


Limited, International Business Machines Corporation, 


National Cash Register Company, Office Specialty 
Manufacturing Company and Underwood Elliott 


Fisher, Limited. 

IBM is cooperating with the exhibition authorities 
on a large scale and as part of its endeavors was to 
present Miss Lily Pons and Laurence Tibbett on Sep- 
tember 2 for a special musical appearance. 

Pe 


MILWAUKEE FURNITURE MEN HOLD 
MEETING 

On Tuesday, July 26, the Milwaukee Office Furniture 
Association celebrated the fact that a gathering held 
on that date was the organization’s two hundredth 
meeting. One hundred and fifty of these events have 
been held in the Medford hotel. 

The occasion called for something unusual in the 
way of food so a tasty turkey dinner was served and 
thoroughly enjoyed by everyone present. All the trim- 
mings and other refreshments, which generally make 
a celebration a success were also served. 

The association, according to its secretary, Conrad 
Netzhammer, Northwestern Furniture Company, is 
unique by virtue of the many things it manages to 


200TH 


accomplish on a relatively small income. Dues are 

$1.50 per month and that sum pays for two dinners 

a month, postage and printing bills and leaves enough 

in the treasury for an annual trip to a football game. 
—- 

COLUMBIA HOLDS OUTING FOR EMPLOYEES 

Office and factory folk from the Columbia Ribbon 
& Carbon Manufacturing Company joined forces on 
Tuesday, August 12, for the firm’s annual outing 
which was held at Glenwood Landing, Long Island, 
not far from the main plant of Columbia at Glen 
Cove. 

Additions to the factory and main office personnel 
attending the gathering came from the New York 
office and sales force and also included fifteen 
Columbia salesmen from various parts of the coun- 
try, including Texas and the West Coast. The feature 
of the outing was a game of burro baseball in which 
dignity is cast to the winds and all members did 
their best to be combination baseball players and 
jackass riders. There was also a bona fide softball 
game in which the ribbon department defeated the 
carbon department for a challenge cup that has now 
been in competition for four years, each team having 
two legs on the cup. 

At the dinner at the close of the day’s festivities, 
service pins denoting five, ten, fifteen and twenty 
year membership in the company were distributed to 
those achieving a new status since the similar pins 
were given out at the same function last year. There 
were four new twenty-year pins, two new fifteen-year 
pins, nine new ten-year pins and eleven new five- 
year pins. 

—>-—__ 


DORSEY COMPANY EMPLOYEES HOLD OUTING 


The annual outing of employees of The Dorsey Com- 
pany, Dallas, Tex., was held Saturday afternoon, July 
26, at the country home of the president, Henry Dor- 
sey, Jr. Over 180 attended the gathering, being made 
up of the employees and their families, together with 
a few friends. 

A fine program of sports and entertainment was 
provided. The crowd traveled to the picnic grounds 
in groups in their cars. A soft ball game between the 
members of the factory and members of the sales and 
office force; sack races for the men and ladies; leg 
races for couples, together with similar entertainment 
for the children, were provided. Dart games, horse 
shoe pitching and dancing in the open rounded out 
an afternoon and evening of worthwhile entertain- 





ROYALITES GO OUT TO PLAY.—It looked like a miniature 


invasion to residents of Indian Point 


(N. Y.) when a large day liner came sailing up the Hudson recently and disembarked a happy crowd 

of merrymakers. But it was only the Metropolitan Club of the Royal Typewriter Company arriving 

for its annual outing. The club, composed of Royal’s home office personnel, enjoyed a day of swim- 
ming, playing games and eating plenty of good food. 
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AT THE GLOBE-WERNICKE SALES MEETING. 
—A group of dealer salesmen from the Mid-West 
recently attended a three-day sales school at 
the Globe-Wernicke factory in Cincinnati, where 
. they had an opportunity to see how the com- 
pany’s products are made, meet various execu- 
tves and gather information helpful in their 
sales work. First row, left to right: John W. 
Miller, J. W. Belay. The Book Shop, Inc.., Joliet, 
Ill.; George W. Harding. Jr., Gallup's, Inc., 
Kansas City. Mo.; Nelson H. Cady. sales de- 
partment; Harry C. Anderson, general sales 
manager; Larry Schubert. representative, in 
Illinois, Missouri and Wisconsin; P. T. Jamerson, 
Gallup’s. Inc.; Charles E. Abel, Abel's Office 
Supply. Beloit, Wisc.:; Mark Mitchell, sales de- 
partment. Second row: Harold Dearwester. 
sales department; Howard W. Gray. F. J. Heer 
Printing Company, Columbus, Ohio; J. W. Fal- 
lon, sales department; A. J. Markelz, The Book 
Shop. Inc., Joliet, Ill.; Carl H. Kindstrand, Mid- 
City Stationers. Inc., Rockford, Ill.; J. N. Rob- 
erts. Jr.. Charles Finke, Rick Campbell, R. G. 
Anderson, sales department. Third row: Frank 
Getty. Al Gately. J. C. Crell, Jr., sates depart- 
ment; Joe R. Kozlevcar. The Boo': Shop, Inc., 
Joliet. Ill.; Frank E. Gallup, Gallup’s, Inc.. 
Kansas City, Mo.: Erv. Meyer, B. Darl ng, Wal- 
ter Sandmann, C. Sittason, sales department. 


ment. Music for the occasion was provided by an 
orchestra, together with an accordion accompanist. 
In the evening a bountiful dinner was served. Cash 
prizes were awarded to the winners in the various 
events and dancing then occupied the hours that re- 
mained of the most enjoyable afternoon and evening 
for everyone attending. 


~~ $$. 


U. E. F. TO HONOR CROUCH 


More than 200 business executives of New York City 
will attend a dinner September 5 in the grand ball- 
of the Hotel Pierre, 
New 


in honor of 
of the 


New York, 
district menager 


room 


Ceorge Crouch, York 








GEORGE CROUCH 





Underwood Elliott Fisher Company, who will retire 
on October 1 after fifty-one years’ service in the office 
equipment industry. The dinner is being given by 
Philip D. Wagoner, president and general manager 
of the company. 

Mr. Crouch was Underwood’s first salesman, and 
in 1897 he sold the first Underwood typewriter. In 
1903 he was appointed Metropolitan manager of 
Underwood typewriter sales, which position he has 
held for the past thirty-seven years. 

Since 1897, the first machine of each new model 
announced by Underwood was delivered to Mr. Crouch, 
and it is a tradition that he personally sold these 
machines within an hour after they were received. 


—_ 


N. Y¥. GOLFERS CUP STANDING 
With only four more games remaining to be played 
the season for the New York Stationers Golf Associa- 
tion is past the half-way mark and probable winners 
of the season's cups still undecided. 
The last game played was at Glen Oaks Country 
Club, Little Neck, L. I., and thirty-three members and 





twelve guests were present. The next scheduled play 
was set for August 19 when this issue goes to press. 
Present standing for points is as follows: 

Class A: R. J. Urmston, 11.50; W. D. Evans, 11; J. 
Kahn, 9.50; R. R. Ballenger, 7.50; F. G. Huber, 6.50; 
T. R. Rudel, 6; R. A. Weissenborn, 5.50; H. Hein, 5; 
L. McCready, 5; G. J. Grumbach, 3; L. Messina, 3; J. C. 
Musser, 3; R. B. Sainberg, 3; L. H. Tavernier, 3; W. S. 
Stafford, 2.50; C. P. Finck, 2; S. Kahn, 2; G. W. Fair- 
child, .50; L. Meyers, .50. 

Class B: E. Payne, 15; B. T. Sandner, 12.50; A. J. 
Pfaff, 8; C. Schatzlein, 8; P. L. Elias, 5.50; M. Stuart, 
5.50; H. W. Bowman, 5; I. M. Levy, 5; W. G. Whitte- 
more, 5; G. F. Griffiths, 5; B. Abrahams, 3; G. H. 
Barber, 3; G. Nicklaus, 3; M. Dreyer, 2.50; E. Dooley, 2; 
E. T. MacIntyre, 2; H. C. Whittemore, 1. 
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MICHIGAN STATIONERS HOLD OUTING 


More than 100 happy golfers and revelers turned 
out on the morning of July 23 and, forgetting work 
and worries, boarded automobiles for the annual 
outing of the Stationers Club of Michigan at the Forest 
Lake Country Club just west of Pontiac, Mich. 

Because it was a balmy day and because members 
of the club are rabid golf fiends, the majority of them 
arrived early and play got under way in plenty of 
time for the divot diggers to loiter at the nineteenth 
hole and take a plunge in the club’s delightful swim- 
ming pool before the much-heralded softball game 
was scheduled to start. 

The game, between travelers and stationers, will no 
doubt go down as a mystery for all time inasmuch as 
the only report of its ending came from Leonard & 
Company, Detroit, with a cryptic statement that the 
game ended, but “no one is quite sure how.” 

There were 118 present when dinner time arrived 
and after enjoying a delicious repast they watched 
and applauded the distribution of prizes to those for- 
tunate enough to win them. After that the crowd was 
entertained by Clifford Hoard, of the Rite-Rite Manu- 
facturing Company, with his fine display of magic. 

The old “happy-to-meet-you-sorry-to-part-happy- 
to-meet-again-next-year” was the popular good night. 


2 
HATTON EMPLOYEES ENJOY PICNIC 

Officers and employees of the Hatton Leather Com- 
pany, Grand Haven, Mich., on August 16 cast dull 
care to the winds and gathered for the firm’s first 
annual picnic at Norton township park. The event 
included a program of sports that lasted the entire 
day. One of those attending was Vice-President E. K. 
Ellis, who took advantage of the occasion to say his 
farewells, having been ordered to Randolph Field, 
Tex., for military service. 

He declared, however, that he hopes to be back at 
his desk in time for the next annual outing. 
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ALLIED EMPLOYEES AND FRIENDS HAVE DAY OF FUN.— 
This picture was made on August 9 when the personnel and 
friends of the Allied Ribbon & Carbon Manufacturing Com- 
pany, New York City, posed for the cameraman during their 


PITTSBURGH STATIONERS TO HOLD GOLF 
OUTING 

The annual golf outing of the Pittsburgh Stationers 
Club is to be held Monday, September 8, at Chartiers 
Heights Country Club. This affair grows in impor- 
tance year by year. Manufacturers’ representatives 
who call upon the Pittsburgh dealers are invited to 
participate. The chairman is J. E. Dugan 


—-< 


TWIN CITY STATIONERS GOLF OUTING 
IS HELD 
As this issue goes to press on August 22 there opens 

at the South View Country Club, South St. Paul, Minn., 
the ninth annual outing and golf tournament of the 
Twin Cities stationers and Northwest Travelers Club. 
It is expected that a full report and photographs of 
the event will be available for presentation in the 
Ictober issue. 

—- 


FOREIGN REPRESENTATIVES ATTEND ESTER- 
BROOK SALES MEETING 

With five men present from countries abroad, one 
of the most successful sales meeting of the Esterbrook 
Pen Company came to a close recently in Philadelphia. 
Through the entire period daily sessions were held 
and were attended by Esterbrook representatives from 
every section of the United States. 

Edward Wood, chairman of the board of directors, 
delivered the welcoming address and constructive talks 
were given by A. G. Frost, president of the company, 
and Tom Stagg, president of the Philadelphia Station- 
ers Association. 

A strong international flavor was given this 1941 
gathering by the presence of Esterbrook’s representa- 
tives abroad. Among these were Richard Santos, Jr., 
Lima, Peru; J. Th. Groot- 
hoff, Netherlands East In- 
dies; Walter Kelly, China; 
Walter Guerra, Brazil and 
Jerry Guevara, Puerto Rico. 
Paul Kruming, of the Na- 
tional Export Advertising 
Service, New York, was also 
in attendance at the sales 
meeting. 


TIME OUT FOR A PICTURE 

Delegates to the Esterbrook 

sales convention obligingly 

pause in midst of business ses- 

sion while cameraman makes 

photographic record of gather- 
ing. 





annual outing at Timber Point, Long Island. The activities of 
the day consisted of baseball, swimming and games, followed 
by dinner and dancing in the evening. It was late before the 


membership started for home, tired but happy. 
*—- © = 


welt! 


ROYAL'S WESTERN SALES FORCE MEETS HOUSMAN.—The 

whole gang was there when L. E. White, assistant western 

sales manager of the Royal Typewriter Company, gave a com- 

bined sales meeting and dinner at Minneapclis to introduce 

C. W. Housman as the new manager of the local Royal branch. 

Mr. Housman was formerly a national accounts salesman at 
Royal's Portland (Ore.) office. 


—-> © 


WHITAKER TO HANDLE L. L. BROWN PAPER 


The Whitaker Paper Company, Birmingham, Ala., 
has been appointed a distributor of Escort ledger and 
machine posting, a paper made by the L. L. Brown 
Paper Company, Adams, Mass. 
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Sunny weather is the best time to repair the roof. 


Before the old tire blows, is the best time to get a new one. 
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While the wind is blowing is the best time to let the windmill work ahead. 


Any man can see behind. It’s 
looking ahead that pays out. 
That’s why our eyes are in front. 

If you already have your 
rubbers, your feet will stay dry. 

The man who believes in 
preparedness is seldom caught 
unprepared. The man who buys 
things that last longer usually 
buys them less often. 

If you get it today with an eye 


on tomorrow, vou’re all set today 


and prepared for tomorrow. 





FOR 
FIFTY-SEVEN 
YEARS 


with its 







THE STANDARD 
OF QUALITY 
DUPLICATION 
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The Mimeograph duplicator, 


sheets and inks, takes any 
duplicating job in its stride 
from a simple letter, bulle 
tin or parts list WS 
sembly instr 
giant bomber. 
non Iino out 
| mn roling out 


You can read 


day after day. 


If you restock, rebuild, retool 
or renew, get the things that 
stand up — get the things that 
can “‘take it.” 
* a 

Many executives this year are 
finding it not only good business, 
but of vital importance, to study 
their paper work problems and 
duplicating needs. 

The function of “Paper Con 
trol” is so important in industry 


that good duplication is almost 


c 


what it copies—less reading 


coordinated stencil time, less eye fatigue. You 
can dk pe nd on its accuracy 
and permanence. It will eas 


the load today —and you can 
depend on it for tomorrow. 
are Mimeograph 
distributors in leading cities 
to show busy executives 


how it helps. A. B. -Dick 
Company, Chicago. 


to n as 


tions fora There 


after hour, 


S. Patent Of 


Mimeograph duplicator 


MIMEOGRAPH is the trade-mark 


as essential as the typewriter and 
the telephone. 

The new paper problems of 
today call for Mimeograph 
duplication. 

We have studied the paper 
work of thousands of companies 
and through our representatives 
are prepared to survey your 
needs without cost or obligation 
to you. The chances are that we 
can point the way to many im- 


provements and economies. 
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GOODMAN COMPLETES FIFTY YEARS IN STA- 
TIONERY INDUSTRY THIS MONTH 
On September 21, 1891, an ambitious youngster of 
fifteen named William J. Goodman entered the sta- 
tionery business. This month, a half century later, 
he is laying plans for retirement next spring, when 
he expects to expand his activities among the young 














W. J. GOODMAN 


people of Chicago and its environs. For many years 
this work has been his fascinating avocation. He looks 
forward with the eagerness of the perennial youth 
that is his to the time a few months hence when 
he can devote all his energies to the encouragement 
and direction of boys and girls in their gropings to- 
ward achievement as sound and contributing citizens. 

Had young William’s physical strength been greater, 
he might have become a machinist instead of a sta- 
tioner. At the age of fourteen he was apprenticed to 
the owner of a machine shop. As was customary in 
those harsher days, he was expected to do the manual 
labor of a full grown man. Physically he was unequal 
to the work. Within a year his contract was broken 
despite opposition from the machinist and on recom- 
mendation from a friend of the family, he sought and 
secured employment with Cameron, Amberg & Com- 
pany. 

This “easier” job involved working only sixty hours 
a week. As errand and stock boy he learned the busi- 
ness from the ground up. By 1904 he had risen to an 
executive position and was in charge of buying and 
the preparation of the firm’s catalogue. 

In January, 1913, Mr. Goodman joined the Horder 
organization. His contributions to the Horder advance 
earned him rapid promotion until he now holds the 
position of second vice-president. He is also a director 
of the company. One of the chief interests through 
the years has been the Horder catalogue. Under his 
guidance its contents. were organized and classified for 
the convenience of customers. The work was not en- 
tirely altruistic, because it resulted in a substantial 
increase in the Horder business valume. 


Interested in Selling 


Mr. Goodman has devoted much of his time to mas- 
tering the art of selling. He has conducted numerous 
sales classes, striving always to present ideas and mer- 
chandise in a dramatic and educational manner. Fre- 
quently he would demonstrate his theories on selling 
by taking a place behind a counter in one of the 
Horder stores and engage in active sales work. 

When next spring rolls around, Mr. Goodman will 
be established on a little farm in McHenry county, 
near Woodstock, Ill. From this new home he will ex- 


tend his contacts with organizations like Hull House, 
the 4-H clubs and high schools in northern Illinois. 
He will make engagements to meet with groups of 
young people and tell them some of the inspiring 
things he has learned during his fifty years in the 
stationery business. 

One of the bits of impressive imagery Mr. Goodman 
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uses in his talks is the old fashioned button basket. 
Heaped with buttons of all kinds and qualities, the 
basket resembles the world and the buttons are like 
people in their infinite variety. Each button has its 
appropriate place, but none functions well unless prop- 
erly oriented. So it is with people. For each there 
is a place and to each is given the opportunity to 
search for and achieve that place. 

An interesting and worthy career stretches before 
Mr. Goodman. May he realize all that he anticipates. 

—_-  —— 
190 WIN MONROE HIGH POINT HONORS 

W. G. Zaenglein, president of the Monroe Calculating 
Machine Company, Inc., at Orange, N. J., has an- 
nounced that 190 men, division managers, district 
managers, and salesmen, have won their membership 
in the 1941 Monroe High Point Club. Qualification for 
this honorary sales organization is based upon aver- 
aging 100 per cent or better of sales quota for the 
twelve months ending June 30. 

Eleven of the company’s district managers have this 
year atttained life membership in the club because 
they have qualified for the tenth time. They are: 
G. H. Baldwin, Trenton, N. J.; S. H. Billington, Jr., 
New York uptown; L. L. Broome, Greenville, S. C.; 
J. T. Gerstenberg, Wilmington, Del.; J. W. Hunt, 
Toledo, Ohio; J. E. Moore, New York downtown; B. H. 
Sawyer, Little Rock, Ark.; W. V. Moore, Richmond, 
Va.; R. Trego, New York downtown; C. A. Vernoy, Jr., 
Dallas, Tex.; C. I. Vreeland, Brooklyn, N. Y. 

Three others already hold life membership, namely 
J. E. Ball, Jr. of Washington, D. C., qualifying this year 
for the fourteenth time; S. L. Shanks of Baltimore for 
the twelfth time; and J. F. McAvoy of Hartford for the 
eleventh time. 

Five year keys, symbol of qualification for five clubs, 
are being awarded this year to twenty-three district 
managers and salesmen. 

Winning his membership in the club with the high- 
est percentage of quota secured for the year is W. M. 
Riffe, manager of the Monroe company’s district at 
Dayton, Ohio. R. A. Fisher, assistant district manager 
at Washington, D. C., and H. V. Thompson, manager 
at Pensacola, Fla., stood second and third, respectively, 
for the year. 


N. T. O. M. D. A. WELCOMES HARRY TURNER 
AS EXECUTIVE SECRETARY 


Officers and members of the National Typewriter & 
Office Machine Dealers Association last month voiced 
an enthusiastic welcome to Harry Turner, of Topeka, 
Kans., following the announcement that he had been 
appointed executive secretary of the organization. 

The announcement was made by Irwin Vincent, 
office machine dealer in Topeka, and president of the 
N. T. O. M. D. A., who reported that Mr. Turner’s 
name was submitted to the board of directors and his 
selection for the important position was voted unani- 
mously. President Vincent, in referring to the appoint- 
ment, said in part: 

“The typewriter and office machine dealers are ready 
as an association to expand and expressed a desire to 
go outside of the industry to get a man with training 
in the organization field and with plenty of time for 
the extension of services to the dealers. I believe that 
in Mr. Turner we have this man.” 

Mr. Turner has spent many years in association work 
and has had considerable experience in building up 
such organizations, particularly in the coal industry. 
HABERKORN MADE UEF MANAGER AT SAGINAW 

T. A. Haberkorn, of Flint, Mich., has been promoted 
to manager of the Underwood Elliott Fisher office at 
Saginaw, Mich., according to an announcement made 
last month by W. F. Arnold, general sales manager 
at the company’s headquarters, One Park avenue, 
New York, N. Y. 
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*“Ask Your 
PANAMA 


or 
BEAVER 
Man” 











THE POT OF GOLD IS 


in the office of every user 

of PANAMA and BEAVER 

Products. His records are 

worth a fortune ... which 

Time will not depreciate. 
° 


MANIFOLD SUPPLIES COMPANY 


Manufacturers * Coast-to-Coast Distribution 


Identified Ink and Fabric Products Which 
Meet All Possible Office Conditions 
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DIEBOLD PRODUCING LIGHT ARMOR PLATE 
For over three generations engineers of the Diebold 
Safe & Lock Company, Canton, Ohio, have been prac- 


¢ 


in the development of and the handling of 


ticing 
special alloy steels for protection purposes pro- 
tection against burglars, fires, and the elements. These 


were the “enemies” against whom bank vaults and 
safes had to be made to stand impregnable in order 
to safeguard the nation’s wealth and vital paper 
records. 

During World War I the skill of these protection 
engineers was called upon by the U. S. Army to pro- 














DIEBOLD DEFENSE WORK.—Workmen sanding armor-plated 
body of U.S. A. Half-trac scout car prior to painting on conveyor 
production line, Plant 2. 


duce the armor plate used on U. S. tanks. Producing 
special steels that would stop bullets and protect the 
lives of our country’s defenders was a logical step for 
these protection engineers, long used to protecting 
“things,” to take. 

Following World War I Diebold resumed its regular 
business of manufacturing business tools. Peace time 
saw the ingenuity of its designers devoted to the crea- 
tion of many new tools that enabled bankers and busi- 
ness men to... stop holdup and burglary losses 
reduce insurance premiums speed the handling 
of records to secure better control over business activ- 
ity ...and cut the costs of record processing and pro- 
tection. : 

Early in the thirties when the country began to for- 
mulate the plans that would make U. S. armed forces 
second to none if the need ever arose, Diebold engi- 
neers were asked to renew their development work on 
light armor plate. Many formulas and processes were 
tried and tested. Some armor plate was furnished on 
ordnance orders for test equipment. Much more time 
and money were devoted to unsponsored research for 
ever better and better armor plate and more efficient 
production plans 

Every day one can see on Canton streets a stream 
of chassis being driven to the assembly line and an- 
other stream of finished cars starting their trek back 
to Cleveland. The accompanying picture illustrates a 
high spot in the armor plating of scout cars used for 
general reconnaissance work ahead of the army and 
for the rapid movement of troops in combat areas 

The air fighter needs protection from bullets the 
same as the ground and sea fighter. It was another 
logical step for Diebold engineers to adapt their armor 
plate and production facilities to the fabrication of 
airplane armor. In the air the maximum bullet re- 
sistance with the least possible weight is essential 


Ability to meet these exacting requirements has put 
Diebold in first place as a producer of airplane armor 
plate. 
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MITCHELL NAMED LICENSEE FOR POLAROID 
LAMPS 

Announcement has been made by B. A. Mitchell, 
president of the Mitchell Manufacturing Company, 
Chicago, of the appointment of that company as sol> 
licensee for the manufacture and sale of Polaroid desk 
lamps. By agreement with the Polaroid Corporation 
of Cambridge, Mass., the Mitchell company takes over 
at once all distributing activities for Polaroid lamps, 
as well as their manufacture. 

Planned by the Mitchell company for the immediate 
future is a series of aggressive merchandising cam- 
paigns, initiated by advertising in leading trade papers 
covering the portable lamp trade. Primarily, promotion 
will cover the two popular Polaroid lamps known as 
the Study model and the Executive model. 

A unique merchandising aid for dealers will be 
provided in the form of an automatic demonstrator 
which is similar to the display currently used in 
selling of Polaroid day glasses. The demonstrator is 
arranged so that glaring light falls on one-half of the 
display and Polaroid illumination on the other. Cus- 
tomers see the difference and recognize the advan- 
tages of Polaroid lightine 

© 
PAMPHLET T LLS HOW TO SELL TO GOVERNMENT 

A pamphlet des’gned to supply information conc2rn- 
ing procedures emvloyed by various government agen- 
cies in making routine purchases of merchandise for 
civilian needs has been made available by the De- 
partment of Commerce for the information of busi- 
nessmen who desire to sell to federal units. 

Coincident with the issuance of the pamphlet it was 
announced that “it is not likely purchasing methods 
by the various agencies of the government as outlined 
in the booklet will be radically changed by the impact 
of defense needs.” 

It is explained that any businessman desiring to do 
business with the government need merely write to 
the Procurement Division, Treasury Department 
Washington, D. C., and request to be listed to receive 
invitations to bid on items he can furnish. 

Those desiring a copy of “How to Sell to the Gov- 
ernment for Civilian Needs” should address their re- 
quest to the Department of Commerce or any of its 
field offices. 

*—- © 
CANADIAN STATIONERS REALIZE SUBSTANTIAL 
BOMBER FUND 

The Bomber Fund which has been raised by sta- 
tioners and members of allied industries in Canada 
has been closed and within a few days a check for 
$7223.36 will be presented to Viscount Bennett and 
accepted on behalf of the British government. 

The fund was started as a response to an appeal 
made bv Lancelot Spicer, president of the Stationers’ 
Association of Great Britain and Ireland. As soon as 
it became Known that stationers of Canada had started 
the fund other sections of the British empire immedi- 
ately decided to take part and substantial contribu- 
tions were made from Australia, South Africa and the 
British Isles 

Fitting ceremonies are to mark the actual acceptance 
of the check according to Fred Smart, secretary-man- 
ager of the Stationers Guild of Canada, Toronto. The 
event will take place on September 9. 

a « 
KERN VISITS EASTERN PLANTS 

Jack C. Kern, head of a stationery and office supply 
firm bearing his name in Dallas, Tex., last month paid 

visit to plants of the American Numbering Machine 
Company, Brooklyn, N. Y., and the Hotchkiss Sales 
Company, Norwalk, Conn. Mr. Kern maintains his 
business in the Allen building in Dallas and is asso- 

‘ated with R. V. Nimmy. He covers a territory con- 
sisting of Texas, Arkansas, Oklahoma and Louisiana 
while Mr. Nimmy works the southwestern states. 
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THE BIG SCHOOL AND CHRISTMA 
BUSINESS STILL To COME 
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NEW PACKAGING FOR WEIS CLEARDEX 
The Weis Manufacturing Company, Monroe, Mich., 
has announced a new type of packaging for its lines 
of Cleardex guides and folders. As shown in the illus- 
tration the package consists of a sturdy box with a 





NEW CONTAINER FOR THE WEIS CLEARDEX GUIDE AND 














FOLDER SETS 
lid and a fold-down front which, when in an open 
position, reveals the entire Cleardex set. 
When the container is opened the Cleardex set is 
ese eatu res revealed packed in a position for instant transfer to 
the user’s file. There are two sets of Cleardex guides 
and folders—Set A and Set B, the only difference 
being that the former set includes twenty-five A-Z 
/ metal tabbed pressboard indexes, while the latter con- 
ML 7 tains the same number of plain tab pressboard indexes. 
In addition to the indexes each set also includes 
twenty-five red miscellaneous folders and 100 DM8023 
es medium weight duo top Manila correspondence folders. 
1. Beautiful, all-crackle finish. ‘ 
<>< 
2. Clear, even printwork. 
3. Feather-light touch and lightning speed. a ae \ BA i 
4. Pressure Dial for manifolding. 
5. Increasingly popular noiseless operation. 
6. Longer ribbon and platen wear. 
7. Utmost economy. 
8. FREE advertising literature that helps you 
sell! 
Ask your customers to compare Factory Recon- 
ditioned Remington Noiseless No. 6 with any 
other machine. Everything considered—Ap- 
pearance, Operation and Economy—Factory 
Reconditioned Remington Noiseless No. 6 leads d ae 
all other typewriters in sale-ability! It will pa 
peice sr * us noe - “ PLAQUE HONORS BRADLEY.—W. E. Bradley. president of 
you ve ee aataet ~<a mag © sig 5 On Vee Copy-Craft. New York City, was honored by his employees 
tory Reconditioned Remington Noiseless No. 6 recently when they staged a successful surprise party for him 
—the typewriter that helps you make the sale! as part of a celebration of the company’s tenth anniversary, 
and Mr. Bradley's twentieth year in the carbon and ribbon 
: , veer . business. After a fine program of music and entertainment 
Rebuilt Remingtons Monarch Adder Mr. Bradley was presented with the beautiful bronze plaque 
Rough Typewriters Monarch Portables shown above. 
Typewriter Parts Invincible Ribbons ines Sead a a , 
ae Cae i TRUSSELL ANNOUNCES PRICE RAISE 
Invincible Platens Invincible Carbon 
wee 5 ¥ 7 : The Trussell Manufacturing Company, Poughkeepsie, 
Rubberite Stencils Shop Supplies N. Y., has announced that prices of all items in its 
Typewriter Tools And Other Items Catalogue No. 24 have been raised due to increased 
costs. The statement read in part: 
“Due to substantial advances in material prices and 
increased operating costs, it has become necessary for 
us to increase all prices in our Catalogue No. 24. Until 


AMERICAN WRITING MACHINE CO such time as new price lists are issued, ten per cent 

° will be added at the bottom of every invoice. On large 
: quantities of covers either special or stock, we will 
115-117 WORTH STREET NEW YORK, N. Y continue our practice of quoting special net prices 
consistent with current costs, all prices being subject 


Est. 1880 : & 
to change without notice. 
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A: NATIONAL: PRODUCT: 


NATIONAL 





@ END-BOUND BOOKS by National 
have what it takes to move an otherwise 
commonplace article—eye appeal. 

® Not only are these books better de- 
signed to stand wear; they are designed 
to sell better by standing out above the 
ordinary. 

® Just another example of National Fea- 
ture Items—the products that stand out 
because of exclusive, patented features. 


NATIONAL BLANK BOOK COMPANY 


HOLYOKE, MASS. 


ats 





ERE PME Ni) Soa 


1 re 


another important eye appeal fea- 
ture of these great books is that 
they are made—in a great variety 
of rulings, of course—on 


EYE-EASE” PAPER 
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APPEALS MOST TO THE 


SOLDIER GIFT MARKET 





it doesn't show! That's because 


of the NEW military clip. 


pocket bulge—because of Stream- 
. the 


line Balance Design. . 
RIGHT gift for Service Men! 


No 


. with the One and Only Quality Set 
Especially Designed for Service Needs 


Why sell unacceptable gifts for Service Men? 


Army and Navy men require writing tools that don’t 
show a bulge in uniform pockets. 


That’s why Sheaffer's military sets fit in—they’re cor- 
rectly engineered to have the right length, the right 
clip, and perfect streamlining to eliminate pocket bulge. 


Show this to customers: The new Sheaffer ‘over-the- 
top’ military clips let these sets ride unseen in patch- 
type flap-covered or tailored uniform pockets. When the 
flap is buttoned over, the bottom end of the clip is 
not seen, because these clips are the right length—not 
a civilian clip where length is not important. Pens, too, 
are the right length—not too long for the pocket. And 
Sheaffer's exclusive streamline design banishes the for- 
bidden pocket bulge. 


The Service gift market is BIG! Very few gifts can be 
given to Service men. BUT—don’t give an unacceptable 
gift! Show customers that Sheaffer's is THE RIGHT 
gift—and PROFIT! 


W. A. SHEAFFER PEN COMPANY, Fort Madison, lowa 
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MEET BILLY KANE OF OXFORD FILING.—W. R. (Billy) Kane, 
who for seventeen years was with the F. W. Roberts Company. 
Cleveland, has joined the field selling staff of the Oxford Filing 
Supply Company, Brooklyn, N. Y. Mr. Kane has a thorough 
knowledge of filing supplies and systems as well as problems 








of the retailer. He will cover a territory consisting of western 
New York, western Pennsylvania, Ohio, West Virginia and 
eastern Kentucky. This district was formerly serviced by Wil- 
liam Beyer, who was transferred to the New York metropolitan 
territory. 
>? 


NATIONAL LETTER WRITING WEEK TO 
BRING DISPLAY PRIZES FOR STORES 
Stationers who participate in the holding of National 
Letter Writing Week, October 5 to 11, will be eligible to 
enter a window display contest sponsored by the Paper 
Stationery & Tablet Manufacturers Association, Inc. 
There is a total of 108 cash awards for distribution to 
dealers whose photographs of their window displays 
are judged the best. Those eligible to enter the contest 
are divided into four groups of which one (group B) 
is composed of stationers only. 
Rules for the contest are as follows: 
Use a window display of writing paper during Na- 
tional Letter Writing Week including one or more of 





THE NATIONAL LETTER WRITING WEEK WINDOW POSTER. 
—This attractive card is issued to stationers for use in window 
or on counter together with a prominent display of stationery. 


the posters provided free by the association. Then 
send in to the association a photograph of the window 
which, however, must not be less than five by seven 
inches in size. Accompany the picture with a statement 
that the display was maintained for three or more days 
during the “week” and name the classification of the 
store, in the stationers’ case, group B. 

Among the manufacturing companies aiding the as- 














Carbon 
A veteran Ribbor yt trade 


salesmat , informal Way - °° 


in his 








Workers who love their work have always 
been a source of encouragement to me... and 
I've met them in the by-ways, as well as on the 
highways... janitors and kitchen police, eager 
to turn out perfect work as the best paid chem- 
ists or copywriters! 


Kings in their own right . . . that “short order’’ 
miracle man in the arm- chair cafeteria who 
served us smilingly with never a lost motion 

. that inspired Salvation Army worker who 
hustled out flapjacks for 
us grimy doughboys in the 
Argonne! 

Never doubt that your 
typists, most of them, feel 
the same way about their 
jobs . . . though they don't 
bother to tell it to the boss. 
Every girl who pounds a 
typewriter would like to see 
her finished product FINE 

. if she’s worthy of her job. 

What I doubt is, whether bosses understand 
this deep-running human trait . .. whether there 
isn't a constructive idea in just REMINDING the 
lordly big shots occasionally that there’s more 
to buying “carbons and ribbons” than just sav- 
ing a few pennies. 


Every typist should have the best possible 
materials, in order to turn out the best possible 
work . . . that’s my story and I am sticking 
to it till a better idea pops up. 


To help dealers impress the importance of Carbon 
Papers and Typewriter Ribbons on Purchasing 
Agents and Big Bosses, we have the splendid 


M&V REFERENCE GUIDE, a copy of which you 
may have for the asking 


A ted thane’ 
MATCHED PRCHAGES 


MITTAG & VOLGER. Inc. 


PARK RIDGE NEW JERSEY 


ypolog 
































36th ANNUAL CONVENTION 
6th FIVE CENTURIES OF 
PROGRESS EXPOSITION 
MERCHANDISE FAIR 


PALMER HOUSE... CHICAGO, ILL. 


We'll be happy to have you visit our 


display and say “‘hello” 











BANKERS BOX COMPANY 


Established 1918 


Originators, Patentees and Manufacturers 
Liberty Record Storage Boxes 
Liberty Permanent Storage Binders 
STAX ON STEEL Transfer Files 


Liberty String-tie Binders 
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sociation in sponsoring the contest are the following: 

American Papeterie Company, J. C. Blair Company, 
Eaton Paper Corporation, George W. Fox Paper Com- 
pany, Kalamazoo Stationery Company, Lakeside Cen- 
tral Company, Mid West Paper & Envelope Company, 
Montag Bros., Inc., Novelart Manufacturing Company, 
Puritan Stationery Company, Sangamon Company, 
Southern Central Company, Southwest Tablet Manu- 
facturing Company, Springfield Photo Mount Company, 
United States Envelope Company, Marcus Ward, Inc., 
Wesley & Winter, Inc., Western Tablet & Stationery 
Company, White & Wyckoff Manufacturing Company 
and Arthur E. Wilson & Company. 


ee 
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SHE’S A BEAUTIFUL (AND A BUSY) GIRL FOR HIGGINS.— 
Miss Isabell Bauer, who graces the office staff for the Higgins 
Ink Company, Brooklyn, N. Y., is one of the busiest people 
in the organization. Her job is to handle all queries concerning 
and requests for Higgins’ drafting pamphlet which the firm 
issues to all concerns engaged in rearmament activities. The 
pamphlet, entitled “Drafting Standards Accepted and Pro- 
posed” has caused Higgins to receive thousands of requests 
for copies from drafting rooms of America’s leading organiza- 
tions engaged in defense manufacture. 


ee 
SAN ANTONIO TRADE JOTTINGS 


Vacations continue to hold the interest of many of 
the persons associated with the stationery and busi- 
ness equipment field in this territory and, with the 
thermometer hovering around 100 degrees, such vaca- 
tions have come as a welcome respite from the heat. 
E. H. Zuercher, treasurer for Maverick-Clarke, has re- 
turned from a motor trip to California, while J. H. 
Keenan, head estimator for the same firm, is back at 
his desk following two weeks spent in a cabin on the 
Comal river. ...L. J. Ferguson, local agent for United 
Autographic Register Company, has returned from a 
vacation in Mexico where he reports some good fishing. 

.. At the Southern Sales & Service, Bruce Tom has 
returned from two weeks spent in Houston and Gal- 
veston, P. F. Southern, member of the firm, from a rest 
at New Braunfels, and Eddie Talley, from a vacation 
at Corpus Christi. . . . At Paul Anderson Company, 
G. S. Thorne is back at his desk following a few days 
on the Texas coast where he enjoyed some good fish- 
ing, as did Tillman Stuart. Floyd Jett, also of this firm, 
enjoyed a motor trip into the middle west and Ohio. 

. Mrs. Hallie Story of the local branch of Royal 
Typewriter Company has returned from a short vaca- 
tion trip. ... P. D. Williams, division assistant of the 
southwest division of Monroe Calculating Machine 
Company, is back at his desk following two weeks at 


Kansas City. ... A. C. Daunis, branch manager for 
Burroughs Adding Machine Company, has returned 
from a trip to the factory in Detroit. ... J. Andrew 


Smith of J. Andrew Smith Company recently made a 
trip to Ballinger and El Paso where, as district gov- 
ernor of the Lions Clubs, he was honor guest at dinners 
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NEVA- 
CLOG 


Offers many profit pos- 
sibilities for the dealer. 
Their popularity is 
steadily increasing and 
the repeat sales of 
genuine NEVA-CLOG 
staples is a source of 
constant revenue. Write 
now for latest catalog, 
complete with trade 
prices and discounts. 


Neva-Clog J:60 Stapling Plier 
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FOR 
PROFITS 


The NEVA-CLOG line 
of stapling devices will 
fill most of your de- 
mand for production 
stapling devices, and 
the staples which offer 
you plus profits. A trade 
policy which assures 
you of protection and 
sales helps which in- 
crease turnover. 





3-100 STAPLING PLIER $5.00 





D-40X EXTENSION TYPE $4.50 


GETHER — 


STAPLING MACHINES and STAPLES 
iIDGEPORT, CONN. 
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PRONTO 


CHECK SIZE 
No. 1941L 







STEEL SLIDING 
FOLLOW BLOCKS 


40¢ 
ADDITIONAL 


MADE FOR 
ANY SIZE 






LETTER SIZE 
No. 1210L 
















STURDY CONSTRUCTION 
So that PRONTOS will stand the abuse all 


storage files receive, they are constructed of the 
highest quality 275-pound test corrugated fibre 
board and reinforced with steel not only on the 
shell but the four corners of the drawers as well. 
PRONTO files are delivered flat. They can be 


- — eee LEGAL SIZE 
set up in a jiffy without the use of tools. ray tony 





BEAUTIFUL APPEARANCE 
Pronto files have an all steel drawer front finished 
both in Grained Walnut as well as Olive Green, 


so that they match your steel equipment. 


A Size for Every Record 


SANITARY BASES 








FREIGHT BILLS SALES CHECKS CLAIMS rig et Bi 
CHARGE SLIPS 5x8 CARDS RECEIPTS $1.75 / 
JOB TICKETS 4x6 CARDS METER STUBS 


PRONTO FILE CORP., 349 Broadway, NEW YORK 


Prices in Denver and West of the Rockies 20% Higher 
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given by the local clubs. ... Mrs. John F. Hodges, Jr., 
has joined this firm as secretary to Mr. Smith. 

A. W. Horne is a new addition to the service depart- 
ment of the local branch of Remington Rand Inc... . 
Southern Sales & Service has been named distributors 
and dealers for Woodstock typewriters in San Antonio 
and six adjacent counties. P. F. Southern recently re- 
turned from a trip to the factory where he made a 
thorough study of the design and construction of 
these machines and made arrangements for giving 
them good representation in this territory. ... Russell 
C. Hill, executive vice-president of Maverick-Clarke, 
was elected president of the San Antonio Sales Man- 
agers Club at a recent election of officers held by this 
organization. Members of the Maverick-Clarke 


Boosters’ Club held their annual picnic at Camp War- | 
necke recently. Swimming, games and other forms of | 
entertainment were enjoyed during the afternoon, | 


followed by a barbecue supper and dancing in the 


evening. Among the entertainment features was music | 


by the Maverick-Clarke orchestra, made up of a small 
group of employees. Al Eiseman is the president of this 
club. ... Mr. and Mrs. Tom J. Burkholder have pur- 
chased a new home on Thoraine Drive in the fashion- 
able Olmos Park district. Mr. Burkholder is local agent 
for the Marchant Calculating Machine Company.— 
BCR 





LIGHTNING-LIKE SPEED.— When 
Miss Stollnitz recently demonstrated 
the potential speed with which the 
carriage of the new Remington No. 17 
typewriter can be operated, the cam- 
era gave convincing proof that the 
said speed is something to brag about. 
The proof is that, although this pic- 
ture was snapped at the equivalent 
of 1/500 of a second at f.11, the girl's 
left hand (operating the carriage) is 
blurred, even at that split-second ex- 
posure. Those watching the interest- 
ing demonstration (L to R) are: G. W. 
Fotis, sales promotion manager, Rem- 
ington Rand typewriter division; S. H. 
Ensinger, advertising manager, and 
C. B. Waters, general sales manager 
of the typewriter division. 


—- 
COHN LEAVES OAKLEAF TO OPEN OWN BUSINESS 


I. H. Cohn, for the past twenty-eight years a partner 
in the F. H. Oakleaf Company, last month resigned 
from that organization to take a half-interest in the 
Business Machines & Equipment Company, Olean, 
N.S. 

Mr. Cohn is associated in the new connection with 
J. J. Butler and the business is located at 122 West 
State street. Coincident with announcement of the 
new partnership the Olean firm sent out a folder stat- 
ing that the company had enlarged its activities to 
include the handling of all types of office machines 
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You do more work 
in less time... with 


DICTAPHONE_ 


. \ 





ATIN American business executives by thou- 
sands have given wholehearted approval to 


Dictaphone. Probably there are enthusiastic 
users of this modern dictating machine among 
vour friends and business acquaintances. Ask 
them how Dictaphone enables them to double 
their ability to get work done! 

With this amazing time and work-saving ma- 
chine, you simply talk your correspondence, 
ideas, memoranda and reports to the Dicta- 
phone. As you speak, your words are engraved 
on a cylinder which your secretary puts onto 
her transcribing machine. She types as she hears 
the exact reproduction of your voice. 

With the Dictaphone method, it is unneces- 
sary for your secretary to be present while you 
dictate. Instead she uses this important time to 
do her other typing and filing, as well as to 
prevent phone calls and visitors from interrupt- 
ing your dictation. 

Dictaphone and its representatives have 
earned their fine reputation for dependable 
service in Latin America. Ask your local repre- 
sentative or distributor to leave a Dictaphone 
for you to try out on your own desk . . . with 
no cost or obligation to you, of course. Or write 
us, if you prefer. 


























Cameo Model Dictating Machine Cameo Model Transcribing Machine 


These machines are also available in Cameo, Cameo Junior and 
Progress Cabinets. 


DICTAPHONE CORPORATION 


EXPORT DEPARTMENT 
BRIDGEPORT, CONNECTICUT, U. S. A. 


word DICTAPHONE the registered trademark of Dictaphone Corporation, makers 
{ dictating mact es and accessories to which said trademark is applied. 
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Here's Two Beffer 
LOW COST starters 





‘Ya ae 
GLIDER 


Terere) 
UNDULATED 
STAPLES 25c EXTRA 


TO HELP YOU GET THE BIG SHARE OF 
THE PROFITABLE STAPLER BUSINESS 


The Ace Glider, at $1.50, and Ace Scout, at $1.00, offer 
two outstanding values. And, when a sale is made you 
are assured of having won the confidence of a satisfied 
customer. Like all Ace Staplers these two fast selling 
Ace models are precision built, from the finest materials, 
by skilled workmen. Embodied in them are the same 
non-jam, non-clog principles found in Ace’s finest 
machines. They are guaranteed to give perfect 
stapling performance. 


FOR QUICK, EASY, EXTRA SALES 


Every stapler customer needs an Ace Staple 
Remover. No effort or time required to make 
an additional sale and extra profit. These little 
appliances remove staples, quickly, neatly... 
save finger nails... prevent damage to paper. 
Thousands used by the United States Govern- 
ment. Write for Illustrated Folder on the 
complete Ace Line. 


STAPLE REMOVER 
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STAPLING MACHINES 


FOR EVERY PURSE AND PURPOSE 


/ i 
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as well as desks, filing cabinets, safes, steel shelving, 
chairs, visible equipment and bookkeeping systems, 
both loose leaf and bound. 

At the same time Mr. Cohn said he would welcome 
visits from salesmen in order that the firm can keep 


in touch with manufacturers. 
la 5 






JOINS ROCKWELL-BARNES.—H. M. Donisthorpe has recently 
joined the sales staff of the Rockwell-Barnes Company, Chi- 
cago, and has been assigned to a territory consisting of middle 
eastern states. Mr. Donisthorpe formerly traveled western 
Nebraska for the Nims Book & Office Supply Company, Norfolk, 
Neb., and takes his new position equipped with a first-class 


knowledge of the retail stationer’s paper problems. 
—><-—_—. 





COLUMBIA TRAVELER PAUSES FOR 
PICTURE.—S. F. Richardson, travel- 
ing representative for the Columbia 
Ribbon & Carbon Manufacturing 
Company, took time out on a recent 
trip to pose for a picture with Mrs. 
Richardson outside the State Capitol 
building at Baton Rouge, La. Mr. 
Richardson has been doing coopera- 
tive work for the Columbia Products 
Company, Inc., the parent organiza- 
tion’s representative in Louisiana 
and Mississippi. 


HAINES & ESSICK ENLARGES STORE 

The Haines & Essick Company, Decatur, Ill., has 
recently added a fifty per cent increase to its floor 
space by taking over a large store room adjacent to 
the premises and knocking out a wall between the two 
buildings. 

The job entails removing all of an existing balcony 
in the store with the exception of a small part in the 
rear, which is to be used as an office. With the addi- 
tional space the company plans to enlarge several of 
the departments, mainly the gift section and the 
“party planning” section, both of which were located 
on the balcony but will now be on the main floor. 

A modernistic feature will be an entirely new front 
for the entire store. This will be composed of white 
brick trimmed with black brick and will include new 
windows designed particularly to fit the company’s 
needs. 

When the job is completed the office furniture de- 
partment will remain on the second floor, but the 


toys and games department will be moved from the 
basement to the main floor, where there will also be 
maintained a small display of furniture with no more 
than one or two desks of wood and steel. 














MAN WITH 
A FUTURE.... 


Somewhere among the readers of this advertisement or their acquaintances is a man we want to 
meet. For that man we have an attractive opportunity. 


To fill the position we have in mind, he must be able to keep time with the swift pace of an or- 
ganization that has shown a gain every year of its quarter century history. He must be of a temper- 
ament that thrives in a big little company. For although OLD TOWN’S new streamlined factory turns 
cut one of the biggest volumes of ribbons and carbons in the world, OLD TOWN has no absentee- 
stockholders, no red tape and personnel regimentation, and everybody calls everybody else by his 
first name. 


Maybe the man who will fill this assignment is seasoned in ribbon and carbon experience. This 
will be helpful, but is not essential. In all probability he is now employed. But this likewise is not a 
requirement. Nor is the ‘past forty’’ mark or the ‘under thirty'’ mark a bugaboo with OLD TOWN. 
We have confidence in our ability to recognize the qualities we are seeking and to judge a man as 
an individual for today and tomorrow. What he did yesterday is of incidental interest only. 


Four Opportunities 


lf OLD TOWN sounds like YOUR kind of a company, get in touch with us. You can grow with this 
fast-growing organization. 


Actually, we have FOUR SALARIED OPENINGS. Not replacements. Our own men know of this 
advertisement and of the success that makes it necessary to add man-power to keep forging ahead. 
OLD TOWN'S National Dealer Division is scoring new gains every month. A large appropriation is 
being expended for the broadest program of advertising, merchandising and dealer development 
ever undertaken by a ribbon and carbon manufacturer. We need four more capable men for posts 
as factory representatives. 


What To Tell Us 


Address your reply, which will be held in confidence, to |. H. Wilson, General Sales Manager, Old 
Town Ribbon & Carbon Company, 750 Pacific Street, Brooklyn, N. Y. 


Tell us what you have done and what you would like to do. Describe your education and business 
background. Give us a few facts about yourself . . . your age, your family responsibilities, whether 
you can move your home if necessary. Send along a recent snapshot. Give us any other information 
you believe will interest us. 


OLD TOWN Mons &-Cerbons 


C “MAKE A GOOD IMPRESSION” 



































Acme 
Visible Card 
Cabinets 
“All steel but 
the cards.’’ 
Size illustrated 
is 12 trays with 
tray rest—also 
available with 
673 33, 19 
tray and dvu- 
plex cobinets. 





Insite Tray Cabinet 
High in capacity—Low in price. Car 


ds turn 


on steel hangers. As many as 1909 cards 


in one cabinet, 18'4 in. high. 






























Acme Visible Card Books 


Compact, confidential, portable, 





light 


weight. For every business and professional 


record, they provide all the valuabl 
trol features of the cabinet units. 


e con- 


By adhering closely to the one idea over the past quarter of a century, Acme 
has developed a most comprehensive line of visible record equipment. Now 
there is a type of Acme equipment to meet the requirements of every record 
and the conditions under which it must be operated. 


The close cooperation between industrial executives and the Acme organiza- 
tion has resulted in a vast storehouse of information on record-keeping 
methods which is available, through Acme repres2ntatives and dealers, to 
any executive who wishes to improve his records. 


Acme Six-Tray Cabinet 
An excellent unit for executive use. Cab- 
inets may be had for cards 4 in., up 
to 12% in. wide. 3/16 in. visible margin 
is standard—'4 in. and 5/16 in. optional. 









Acme Duplex Tray Cabinet 
A double row of cards in sight at one 
For 4 in., 5 in. and 6 in. wide cards—6, 
12 and 13 tray cabinets. 





















Insite 
Double Duty 
Offset 


A new method for 
rapid, automatic, 
positive signaling 
Available in cab- 
inets and card 
books. 








Acme Visible Pocket Equipment 
Provides a protecting transparent edge 
which is firmly attached to a pocket of 
especially tough kraft. Die cut to hold 


cards of various sizes. 








Acme Two-Door Card Book Cabinet 
Books are easily available from either end 
Disappearing doors provide means for 
locking records when not in use. 











Acme Visible 
‘Pocket Cabine 
Also available 
cardbooks. 



























Acme FLEXOLINE 


A speedy, compact, 
economical visible list- 
ing equipment — for 
every kind of index 
or reference record. 


; 
did 


phone numbers are visibly in- 
dexed for instant reference 
where they will save time, pa- 
tience and money. A size and 
capacity to meet every need. 





FLEXOLINE Rotaries 


For the extremely large capacity reference 
records where high speed and compactness 
are essential. Extensively used by telephone 
companies and department stores. 





FLEXOLINE Desk Stand 


Modern, high-speed reference unit. A few 
hundred or many thousands of listings are 
visibly held for fast and accurate reference. 








FLEXOLINE 
Insite Index 















listing 


and routings, 


to find. 


A handy unit for 
names, 
numbers, prices, 
discounts, terms 


or 


any other infor- 


P.B.X. Telephone Index mation which Any arrangement 
ers must be constant- es to size, form 
Hundreds or thousands of tele- ly used. Always ceil ithe saan 


accurate and easy 


ETRE IRS ena 


Acme 
Pricing Stand 
A high-speed ref- 
erance unit in 
which a very large 
amount of pricing 
information can be 
concentrated into 
a small space. 
















can be made to 
suit requirements 











cy Acme Super-Visible 
Card System 

» WVertical—Visible in a large 
yoriety of housing units. A 
pew high in capacity—a new 
How in cost. Now more of 
your records may be visua- 
Jized with the attending ben- 
efits. 



























Acme Super-Visible Visifolder 


t . os 

Mt edge A light, compact, portable, visible unit 
scket of which will fit into a file drawer or brief 
to hold case. Extra sections may be added, ex- 








me Visible 
et Cabine Acme franchised dealers know that Acme has made good on this slogan for their 
available customers on countless records and in every case multiplied the value of the records 


ooks. 


panding the capacity as desired. 
















Acme Super-Visible 
Telefacts 
Trigger speed in posting 
and reference with the 
utmost convenience and 
space economy. 








and reduced the cost of maintaining them. 


The Acme policy of not selling in competition with Acme franchised dealers has per- 
mitted them to build a permanent and ever increasing volume of profitable business. 


ARSE IT: 


IF IT’S A RECORD JOB, ACME VISIBLE WILL DO IT BETTER 
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SERV-WEL ‘“old-Rite” CLIPBOARDS 


BRING YOU 


NEW SALES FEATURES 


To Help You Sell More Clipboards 
* * 


Exclusive Feature No. 1 


EASY TO GRIP 


The extraordinary hand grip provides a pos 
itive, easy support so as to secure perfect 
writing position. Nothing like it on the mar 
ket. The board is made of ‘‘Longlife Hard 
board’’--100% wood fiber, a tougher, strong 
er, water-proof board with front and back 
surfaces smooth as glass. Edges and cor 
ners are finished. Furnished in one size 
only. 


Exclusive Feature No. 2 
COMFORTABLE TO HOLD 


The form fitting tapered bottom edge en 
ables one to hold the board against the body 
thus providing greater comfort and writing 
ease. ‘‘Hold-Rite’’ Clipboards are equipped 
with genuine “SERV-WEL” CLIPS famous for 
their coil wire strength. Two guide posts 
for aligning papers; 
sturdy thumb 


te - rim and hole for 


hanging, when not 





in use. 


“Serv-Wel’ Standard Clipboards 


The best in its class 
Made of strong, water-proof ‘‘Longlife Hard- 
board” with edges and corners rounded and 
finished. eee with genuine ‘‘Serv-wel”’ 
clip. Comes in Note, Letter, Cap, and Waybill 
sizes. 
Write for 


Poor Specialty Wl i the Stationey ) 
ROCKWELL-BARNES COMPANY 


CHICAGO 





Samples, Prices, etc. 





1511 WEST 38TH STREET - 
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B. H. NOELTING 

Bernhardt H. Noelting, president and founder of the 
Faultless Caster Company, and connected with that 
industry since 1890, died June 28 at his home in 
Evansville, Ind. He was in his eighty-ninth year. 

Mr. Noelting was born in Germany in 1851 and 
came to the United States in his twentieth year, be- 
coming a naturalized citizen in a short time. For 
nearly three years he worked on a farm in Otoe 








THE LATE B. H. NOELTING 


county, Neb., then transferred his activities to the 
hardware business at which time he obtained patents 
on casters, a move which was the first toward form- 
ing the company which is now known throughout the 
entire country. 

The caster business was opened in Nebraska City, 
but after a short time Mr. Noelting saw the benefit 
of maintaining a plant nearer to the industrial furni- 
ture manufacturing centers and contemplated moving 
to Grand Rapids, Mich. Before he could complete his 
plan, however, he was persuaded by the late Benjamin 
Bosse, then mayor of Evansville, to go to that city, 
with the result that the Faultless Caster Company 
came into being. 

Mr. Noelting together with his four sons, all of 
whom are associated in the business, watched his 
organization grow steadily until today it is rated as 
one of the largest caster manufacturing concerns in 
America, with a large branch in Canada. A short 
time before he developed an illness which led to his 
passing, Mr. Noelting was deeply touched when his em- 
ployees erected a flagpole in front of the office build- 
ing bearing the following inscription: 

“In honor of B. H. Noelting, president and founder 
of Faultless Caster Corporation. Our leader. Our 
friend. Our helper. Given by his fellow workers.” 

Mr. Noelting was interested in early movements to 
promote the “Dixie Bee Line,’ the north and south 
route, forerunner of the present U. S. 41 highway. 
He was a member of the Mississippi Valley Improve- 
ment Association, and as such unusually active in 
improvement of rivers and other inland streams, his 


program including a plan for straightening the Wa- 


bash river course to save 184 miles of river travel 
from the mouth to Geneva. 

In addition to the four sons, William, Elmer, Walter 
and Clarence, he is survived by his widow, Mrs. Emma 
Noelting, and five grandchildren, Doris, Bernard, 
Patricia, Janet and Phyllis Noelting. 

+: i: +- 
ISADORE ZELLERBACH 

Isadore Zellerbach, chairman of the board and direc- 
tor of the Zellerbach Paper Company, chairman of the 
executive committee, and director of the Crown Zeller- 





Hold Your Horses - 


COME THE ELEPHANTS! 


Parkers Advertising 
and ae Jubilee | 
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You atte invited... 


THE PLACE: Booth H-8 Palmer House, Chicago 


THE TIME: October 6-7-8-9 
THE OCCASION: National Stationers Convention 


THE REASON: FAU LILESg 


REG.U.S, PAT. OFF, 


MERCHANDISE IS ON DISPLAY 
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FLEXI-POST 


The First Chain Post 
Binder... and still 
The Leader. 







FAULTLESS TYPE “A” 
VISIBLE RECORD BINDER 


The sheets lie flatter 
—wear longer— more 
rings to carry sheets 
.. when in posting 
position. 


THE ORIGINAL 
SLIDE OPENING 
RING BINDER 


with Zipper Case. Its Pat- “ 
ented Sheet Lifter prevents é ‘A ULTILES SS 
the tearing of sheets. All 
REPRESENTATIVES AT THE CONVENTION 


Standard Bindings with or 
without Zippers. 





eFRANK M. VON RITTER 
General Manager of Sales 


SECTIONAL =. JOHN. J. KERNS, Philadelphia 


POST 
BINDERS eDAN A. MAC DOUGALL, Kansas City 
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bach Corporation, died at the Mills Memorial hospital 
in San Mateo, Calif., Thursday, August 7, at the age 
of seventy-five. 

Mr. Zellerbach was born February 6, 1866, at Moore 
Flats in Nevada County, Calif. In the seventies he went 
to San Francisco, and in 1880 entered the business of 
his father, Anthony Zellerbach, who had already be- 
come a distributor of paper, with headquarters at Clay 
and Sansome streets. In 1906 he became a partner in 
the firm of A. Zellerbach & Sons. They had som: 
eighteen offices, warehouses and salesrooms scattered 
through the city and one in Oakland, when the great 
fire wiped out sixteen of these. 

They opened for business the day after the fire; and 
the next year the Zellerbach Paper Company was 
formed with Isadore Zellerbach as president of the 
corporation. When the Crown Zellerbach Corporation 
was formed in 1928 he was also chosen president of 
that. In 1938 he retired from the presidency of the 
Crown Zellerbach Corporation, and was succeeded by 
his eldest son, J. D. Zellerbach. A younger son, Harold 
L., also became president of the Zellerbach Paper 
Company. He retained positions on the boards of these 
companies, was also on the boards of several subsidi- 
aries, Rayonier, Inc., Fibreboard Products, Inc., Cali- 
fornia Cotton Mills Company, and National Automobile 
Fibers, Inc. 

Under his guidance, the Zellerbach interests have 
become the outstanding concern of the West in the 
distribution of paper products of their own manufac- 
ture, and also as distributors for quite a number of 
other stationery items. 

It was on his seventy-fifth birthday in February that 
Mr. Zellerbach was presented by the National Associa- 
tion of Manufacturers a special award for his record 
of over fifty years of successful business. His reputation 
aS a business man was national, as he was a past 
president of the National Paper Trade Association. 

Mr. Zellerbach was a member of the Concordia and 
Commercial Clubs and the St. Francis Yacht Club. 
With great enthusiasm he took frequent trips in his 
magnificent yacht, the Janidore. He was also an en- 
thusiastic believer in the conservation of wild life, and 
served for fourteen years on the California Fish and 
Game Commission, a part of the time as president. 

Interment was private, but memorial services were 
held at Temple Emanu-El. Surviving him are his 
widow, Jennie, his two sons; a daughter, Mrs. Alfred 
B. Saroni; eight grandchildren and three great-grand- 
children. Two brothers and three sisters are also sur- 
vivors.—SS 


v v ¥ 
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E. C. RICHARDSON 

Funeral services for Earle C. Richardson, identified 
with commercial stationery and office supply trade, 
were held July 30. The services were conducted by the 
grand commandery of Knights Templar in Baltimore. 
Mr. Richardson died suddenly at his home the previous 
Monday night. 

Born in Baltimore, Mr. Richardson spent his early 
years in Chicago, attending the public schools and the 
Lewis Institute in that city. He was engaged in busi- 
ness in Illinois for several years before returning to 
Baltimore to join the firm of his father, J. Edward 
Richardson, which business, in the 300 block on North 
Charles street, he had conducted since his father’s 
retirement fifteen years ago. 

Mr. Richardson was an active thirty-third degree 
Mason and had held various offices for the last 
twenty-nine years. He was past master of Vertias 
Lodge in Chicago. 

He was a member of Joppa Lodge, No. 132, A. F and 
A. M., and also of Concordia Chapter. In addition, he 
was active in the functions of Boumi Temple Shrine, 
and various bodies of the Scottish rites. 

Mr. Richardson served as past eminent commander 
of Beauseant Commandery, No. 8, and was past grand 
commander of the state of Maryland. He was past 
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@@Our outside salesmen have turned in 
some very good business as a result. One 


says it is the ideal way to demonstrate oe 


. Writes a prominent Cleveland retailer. Your men can 
get the same satisfactory result. Demonstration sells the 
first order — then repeats build up until you equip com- 
plete offices with little effort. Handsome Handi-pen makes 
dollars and: friends for you. Equip your salesmen now. 


Order a kit for each man today. 
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chancellor of Mizpah Lodge, Knights of Pythias, and 
past president of the Scimeter Club. 

He was one of the founders of the Gloomchasers’ 
Club and also belonged to the Reciprocity Club and 
the Baldric Club. 

In addition to his father, Mr. Richardson is survived 
by his widow, the former Angela L. Lauth, and two 
sons, Earle S. and Donald C. Richardson. 

Before the funeral, the body lay in state in the 
Roman room of the Masonic Temple, North Charles 
street. Services were followed by burial in Druid Ridge 
cemetery.—_WRT 


+ 
LLEWELLYN KRETCHMER 

Llewellyn Kretchmer, credit manager of the Peer- 
less Key-Imperial Manufacturing Company of which 
his father, Otto Kretchmer, is president, was drowned 
on August 4 when he dived from a rowboat into Bar- 
negat Bay near Seaside Heights, N. J. The young man 
was only twenty-one years old and, although he lived 
in Newark, was visiting the home of an uncle when 
the tragic accident occurred. 

Although the uncle, Stephen Sullivan, watched the 
boy dive from the boat and summoned help when he 
failed to return to the surface, twenty-four hours 
elapsed before the body was recovered. Llewellyn 
Kretchmer was in splendid health and was an excel- 
lent swimmer so the cause of his death will never be 
established. 

He was a graduate of the Newark high school and 
although comparatively new to his father’s business 
he had already been relieving the company’s president 
of many of the details of management. He was well- 
liked and his many friends saw a brilliant future for 
him in the field he had chosen. 

Funeral services were held August 8 and the parents 
received hundreds of messages of condolence from 
friends in and out of the industry. 

ok ob 
A. MYERS 

Alexander Myers, a pioneer Seattle businessman, 
stationer and active civic leader, with Lowman & Han- 
ford Company of Seattle, Wash., for many years, died 
at his home in that city recently at the age of eighty 
years. He suffered a stroke two weeks prior to his 
death while at his desk in the investment house he 
headed in latter years. 

Educated in the Southern Academy, Glasgow, Scot- 
land, and at Hamilton Academy, Hamilton, Scotland, 
Mr. Myers went to Seattle in 1888 and early entered 
the employ of Lowman & Hanford. He was one of the 
most generous of Seattle’s citizens and a leader in 
philanthropic work, being the last charter member 
of the board of trustees of the Samuel and Jessie 
Kenney Presbyterian Home, as well as a charter mem- 
ber of the Westminster Presbyterian Church, and a 
trustee of the Ryther Child Home. 

He was president of the Amphion Society when it 
was founded in 1911 and remained an active presi- 
dent for twenty years thereafter, taking an abiding 
interest in music. He was a charter member of the 
Washington Athletic Club, a member of the Pioneer 
Association of the State of Washington, and for many 
years a member of the Seattle Chamber of Commerce, 
singing in the chorus of the latter organization for 
a number of years. 

Survivors besides the widow include nine children, 
eleven grandchildren, a brother and two sisters, most 
of the family residing in Seattle-—CML 

+ + + 
P. D. OWEN 

Paul D. Owen, head of a stationery and office sup- 
ply house bearing his name in Troy, N. Y., died last 
month at his Troy home, 9 Myrtle avenue, following a 
lengthy illness. 

Born at Niagara Falls, Mr. Owen went to Troy 
thirty-four years ago and after graduating from Rens- 
selaer Polytechnic Institute, became a representative 
of the American Sales Book Company. He remained 
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re 
too proud to fieht? 


@ WHat HAPPENS to the average ty pewriter sales- 
nan when the bases are loaded? 

Why does he fall down in the clutch, that cru- 
cial moment when the portable prospect has 
reached the—‘*Well, let me think it over a couple 
days” stage? 

Because that’s where he does drop the ball, you 
know, 

Yes, even your salesmen let prospects walk 
right out of the store at a time like that—when 
salesmen in any other retail line would be just 
beginning to fight! 


A well-known merchandising expert who shopped 
ty pew riter stores from coast to coast was amazed 
to see how many prospective customers were al- 
lowed to turn around and walk out. 

Why? Don't your salesme n know that people 
don’t come into a tvpewriter store just to browse 
around ? Nor to while away a few minutes looking 
over the new fashions in portable typewriters? 

They're there because they want a typew riter! 

And your boys have a mind-maker-upper at 
their command that the most cautious buyer can 


























typew riter salesmen 


hardly resist—that can turn more “lookers” into 


buvers than any vet thought of. 
That magic formula is this: 


Mister, you just can't afford not to get this Royal 
Portable today. Consider: What other household 
appliance can give your boy a head start on the 
road to success... your daughter the best possible 
form of job-insurance? Besides helping you with 
your personal business, your wife in her corres- 
pondence, your youngsters with their homework! 


We'll bet that if your salesmen will simply breathe 
magic words like these to every on-the-fence pros- 


pect, your walk-outs will be cut in half! 


f and seer 


Won't you (ry 
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So Little.... 





“Tet 8o Vital? 


There isn’t anything very soul stirring about a 


SPARK PLUG until you find one missing. 


How utterly useless is even the costliest motor 


car without this little part. 


Likewise IMPERIAL METHODS play an im- 
portant supporting part in business—worthy of 
an Academy Award—if they were handed out in 


this industry for outstanding achievement. 


Filing supplies may not play a glamorous role 

they may lack the exciting appeal of other busi- 
ness tools but ask an office manager to try and get 
along without them. Then the subject suddenly 


assumes major significance. 


Selling Imperial filing accessories should give 
dealers infinite satisfaction—a gratifying glow 
that stems from the sale of a GOOD PRODUCT 
destined to perform an indispensable task in 


office management. 


This company recognizes the responsibility of 
providing dealers with an adequate supply of 
these essential filing needs. Every possible step 
is being taken to maintain a steady flow of Im- 
perial Products to customers throughout the 


country. 


Imperial 
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with that firm until 1916, when he launched his own 
business, an organization he headed up to the time of 
his death. 

Mr. Owen served with distinction during the World 
War 1 and in later years was active in the affairs of 
the R. P. I. He was a member of the Delta Tau Delta 


fraternity; treasurer of the fraternity alumni associa- | 


tion, and a past president of the Troy Stationers 
Association. He also belonged to the Troy Rotary Club, 
Rotary Bowling Club, Troy Automobile Club, Retail 
Merchants Bureau of the Troy Chamber of Commerce 
and the National Stationers Association. 

Surviving are the widow, Mrs. Helen B. Owen; two 
daughters, Mrs. Kenneth L. Darrow and Miss Susan 
Dale Owen; two grandchildren, Lynne and Anne Dar- 
row, and a sister Mrs. Edgar F. Price. 


tr Fr § 
Cc. B. DOW 


Charles Buell Dow, supervisor of the Royal Type- 
writer Company’s employment and service divisions, 
died June 6 in the Veteran’s hospital, Newington, 
Conn. He had been ill for a considerable time. 

Mr. Dow had been employed by Royal for the past 
sixteen years and maintained his office at the Hart- 





THE LATE C. B. DOW 


ford plant, where despite his many duties he managed 
to find time to familiarize himself with all forms of 
mechanical work performed there. In addition he in- 
terested himself in all employee activities and was a 
member of the Young Men’s Club. 

A graduate of the University of Vermont, he was a 
Mason of high standing and, during the World War 1, 
served with distinction in the American armed forces. 


rt PT © 
J. W. ROOSEN 


J. W. Roosen, president and manager of the Do- 
minion Printing Ink & Color Company, Toronto, Ont., 
died recently in St. Andrew’s hospital, Midland, Ont. 
He was resting at his summer home at Honey Harbor 
when taken ill. Born in New York, Mr. Roosen went 
to Toronto thirty years ago and started working for 
the Dominion company. He was a member of the 
Orange and Masonic orders, York Downs Golf Club 
and St. George’s United church. Surviving is his 
widow, Bessie B. K. Roosen.—SJL 


' tr $F 
H. B. ARNOLD 


Herbert B. Arnold, owner of the H. B. Arnold Com- 
pany, stationery and office supply firm at Saginaw, 
Mich., died August 10 while on a vacation at Traverse 
City, Mich. He was in his sixty-fifth year and his 
passing followed a heart attack. 

Mr. Arnold went to Saginaw from New York state 
forty-five years ago and shortly after his arrival in 
the Michigan city founded the firm which bears his 
name. He also developed a deep interest in civic 
affairs and was active in church circles. He was a past 
president of the Rotary club and for a number of 


During this period 
of exceptional stress, 
the concentrated at- 
tention of our entire 
organization is di- 
rected to the prob- 
lem of how best to 
serve our trade. 


No effort will be 
spared to the end 
that we might evi- 
dence, in concrete 
fashion, thru these 
hectic days, our keen 
appreciation of the 
loyal support we 
have always re- 
ceived from our 
dealers thruout the 
country. 
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ACCO PRODUCTS, inc. 


39th Ave. & 24th St. Long Island City, N. Y. 





HELPING TO KEEP 
BOOMING BUSINESS 


ORDERLY 


MORE SPEED, fewer headaches, 
less lost motion when the papers of 
business are kept in order. And so 
business men, the government — and 
dealers everywhere—appreciate more 
and more the vital service performed 
by that simple but efficient little gadget 
the ACCO FASTENER. 


‘Never more needed than now, Acco 
Fasteners are proving that bound pa- 
pers —the control of all loose records 

mean quicker, easier, more profit- 
able operation. Show your customers 
how Acco Fasteners will help them. 
Start building a big repeat business. 


Write us for samples and details now. 
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years served on the joint board of wardens and trus- 
tees of the First Congregational church. 

In addition to his widow, Mrs. Edna M. Arnold, he 
is survived by a daughter, Betsey G. Arnold of Sagi- 
naw; a son, Thomas G. Arnold, now stationed at Fort 
Leonard Wood, Mo., and two sisters, Mrs. James H. 
Sleeth of Saginaw, and Mrs. Jesse L. Moore, of Palo 


Alto, Calif. 
> > | 


W. T. HOLMES 


Walter T. Holmes, office supply salesman of Hamil- 
ton, Ont., and a valued employee of Cloke & Son, Ltd., 
passed away recently in that city. He had been with 
the firm for the past twenty-five years and was as 
popular in the Hamilton Stationers Association as 
with his fellow workers and customers. Mr. Holmes 
was a Lutheran in religion and leaves a widow and 


family —SJL 
+t + +f 


J. W. MANN 


Joseph W. Mann, district manager at Dallas, Tex., 
for the Royal Typewriter Company, died late in July 
in a local hospital after an illness of several months. 
He had been with Royal for twenty-five years and 
was a member of the Dallas Athletic Club and Rotary 
Club. Surviving are the widow, Mrs. Marie Mann, 
and a son, Joseph. 
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UEF SPELLERS SMILE AT VICTORY.—Victory smiles are much 
in evidence as John Shipley, Betty Weitzmann and Chester 
Soucek (left to right) were proclaimed winners in the Geuting 
Shoor-Tred spelling bee on Radio Station KYW, Philadelphia, 
by Announcer James Harvey. This team from the Philadelphia 
office of the Underwood Elliott Fisher Company met and de- 
feated a team from the Comptometer Company on the weekly 
program of the shoe manufacturers. The UEF team is sporting 
new shoes while the losers were given consolation prizes of 
hose. 


—> 
SOUTHERN TRAVELERS CLUB NEWS 

This is the initial issue of news items by your secre- 
tary. Although our journalistic experience is zero, we 
will endeavor to issue these news bulletins at inter- 
mittent intervals to the best of our ability. Any con- 
structive criticism is always welcome. For the benefit 
of those members who were not present at our last 
annual meeting in Charlotte, the following officers 
were elected to serve for the coming year: W. W. Cole, 
president; J. R. Rhodes, first vice-president; F. W. 
Hodgkinson, second vice-president, S. R. Evans, third 
vice-president; Charles H. Hucke, secretary and treas- 
urer. At our last meeting in Charlotte it was voted 
to elect a permanent secretary and treasurer and to 
add a third vice-president to the list of officers... . 
Youse guys who were not present at the Charlotte 
convention sure missed one of the best ever held in 
this district. Those Charlotte stationers really outdid 
themselves—it was far more than anyone could have 
hoped for. .. . Frank Hodgkinson and Jeff Place re- 
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You can help 


RELIEVE THE PRESSURE ON STEEL 








BY SELLING 





TRANSFILE..... 
FIBRE BOARD FILES..... 


And TRANSFILE fibre board 
FILES will do most record filing 
and storing jobs with no loss of 
facility or safety—and at low cost. 
Large installations are giving com- 
plete satisfaction now as they 
have for several years. 


TRANSFILE FILES have definitely 
proven their ability to take it. 
Though made of corrugated fibre 
board they are reinforced by steel 
at all points of strain. In fact, all 
the weight is supported on the 
steel members. 


TRANSFILE FILES have the ad- 
vantages you expect to find in 
regular steel files. Roller bearing 
suspension or ball bearing drawer 


GUIDE SYSTEM & SUPPLY CO. 
NEW YORK, N. Y. 


335 CANAL STREET ° 


operation— Automatic Drawer 
Stop prevents drawers from being 
pulled out unintentionally—Follow 
Block keeps drawer contents in 
upright position—yes, even fire 
resistiveness is offered in the 


FIREFOE TRANSFILE. 
Suggest TRANSFILE FILES to your 


customers. Help relieve the pres- 
sure on steel with no loss of con- 
venience to them. 


> 


The Regular TRANS- 
FILE the original and 
ever popular model. 
For storing inactive 
records. 














Featured above is the new 
FIREFOE TRANSFILE made 
of specially processed fibre 
board covered with asbes- 
tos. It is fire resistive and 
absolutely noninflammable 
These drawers really roll on 
eight ball bearings which 
eliminate friction of even 
the heaviest load. A gentle 
push or pull with the little 
finger will operate the 
drawer. Thus are records 
always ready for instant 
reference, obtainable with- 
out fuss or delay—and re- 
turned with the same ease 
and celerity. This new ball 
bearing drawer operation 
is an outstanding achieve- 
ment. 


4 stTyLes—13 sizes 
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cently checked up to see how many of the local 
Atlanta travelers were in town and finding six of 
them at home, they arranged for a little dinner party 
with the assistance of Bill Cole, at the East Lake 
Country Club on Friday, July 11. Those present at 
this dinner party included, Mr. & Mrs. W. W. Cole, 
Mr. & Mrs. Frank Hodgkinson, Mr. & Mrs. Jeff Place, 
Mr. & Mrs. Jim Cooper, Mr. & Mrs. Chas. H. Hucke. 
Mr. & Mrs. Jim Stites were in Atlanta that day and 
were also present at this dinner party. Jack Autry, 
Bill Cole, Frank Hodgkinson and Charles Hucke played 
eighteen holes of golf in the afternoon while the ladies 
enjoyed bathing, etc., in the beautiful lake. In the 
evening the ladies played bridge while the men in- 
dulged in some “dealers choice.” This little. get- 
together of the Atlanta contingent proved very popu- 
lar and they expect to repeat the event again when 
they can find enough travelers at home and in town 
at the same time.... 

John Mooney (The Cargill Company, Houston, Tex.), 
his wife and daughter, Betty and Mrs. Ed. Burdick 
(Mrs. Cooper’s sister) of Coleman, Tex., were the 
guests of Mr. & Mrs. Jim Cooper in Atlanta, and they 
were also present at the dinner party at East Lake 
Country Club on July 11. ... Walter Boren (Skagseth 
Stationery Company, Miami, Fla.) and his wife spent 
a few days in Atlanta with Mr. & Mrs. Charles Hucke. 
Walter and his wife are spending the balance of their 
vacation in their home town of Eldorado, Ill.... We 
are glad to report that Frank Ryan has been seen 
calling on the trade again after his recent illness. . 
Homer Nix, formerly connected with H. & W. B. Drew 
Company, Jacksonville, Fla., is now traveling the 
southeast territory representing Mittag & Volger. 
Homer’s many friends among the travelers wish him 
great success in his new undertaking. He is a wel- 
come addition to our membership. .. . Mike Aylwin 
is now covering the southern territory for Old Town 
Ribbon & Carbon Company. Mike was previously with 
S. P. Richards Paper Company, Atlanta, Ga. . : 
Donald W. Morse, better known as “Don” of Roberts 
& Son, Birmingham, Ala., was married to Miss Mildred 
Traylor in Birmingham on June 6. Don’s bride is also 
associated with Roberts & Son. Immediately after the 
wedding ceremony the newlyweds left via plane on 
their honeymoon... . / Arne Skagseth, Jr. (Skagseth 
Stationery Company, Miami, Fla.) was married to Miss 
Nathalie Lowe of Miami on Sunday afternoon, June 8. 
The newlyweds took an extended honeymoon travel- 
ing through the Carolinas and Virginia... . 

It was a great shock to learn of the death of Fred 
Heyman of Zac Smith Stationery Company, Birming- 
ham, Ala. Fred had been connected with Zac Smith 
for twenty-four years and had many friends among 
the travelers. On June 3 he had an appendectomy 
and apparently was recovering in fine shape when 
suddenly he took a turn for the worse and passed 
away on June 1l.... We regret to report that our 
good friend Joe Maura met with an automobile acci- 
dent in Birmingham, Ala., on July 12. Joe suffered a 
compound fracture of his leg and will be in the hos- 
pital for the next six weeks. He will be mighty glad 
to have his many friends visit him. . . . Future issues 
of this news bulletin will depend largely upon each 
and every member of this club. We must rely upon 
our membership to send us interesting news items 
Therefore, it is up to every one to contribute his part. 
Send all news items to your secretary, Charles H. 
Hucke, P. O. Box 221, Atlanta, Ga. 


i 
NEELY TO ANNOUNCE NEW MEETING SCHEDULE 
With the Summer rapidly dwindling in autumn, Fred 
Neely, president of the Illinois Inked Ribbon & Carbon 
Paper Association, has announced that a schedule for 
the resumption of the organization’s monthly meetings 
is being planned and will be completed in time for 
publication next month. 
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The Stars in their Courses Include 
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* Cellugraf Signals 
* Nu-Vise Signals 
* Nu-Viz Signals 
* Maptacks 
* Vise Clips 
They cut red tape in office routine, increase efficiency, and help 
Rightly used, they are 
always an investment, never an expense. Other Graffco stars in- 


clude Graffco Marking Tacks, Vise Index Tabs, and the widely 


popular Vise and Viz Signals. 


your customers to obtain lower costs. 


CELLUGRAF SIGNALS, the fin- 
est signals made, greatly increase 
the efficiency of your customers’ 
visible record installations. Trans- 
parent celluloid in 6 colors and 2 


sizes; opaque (matte writing sur- 


face) in 4 colors and 2 sizes. 





NU-VISE SIGNALS .. . The 
latest in projecting file signals. 
Modern in design, they are easily 


attached and have no out-turned 





edges to catch on other cards in 
the file. Nu-Vise will make friends 
Made in 12 attractive 


colors, and in printed sets. 


for you. 





NU-VIZ SIGNALS ... The new- No.04 No08 No.09 No.02 


est in metal signals for visible co 
systems. No projecting edges. | 
They are receiving a splendid 


welcome among users. Four styles, 
3 widths, 12 brilliant colors. 





GRAFFCO MAPTACKS vitalize maps and charts 
in Production Control — Sales — Manicipal Police, 
Health, 


other forms of centralized control. Needle steel points. 


Fire and School Departments —and many 





A wide choice of colors and “combination” designs. 


VISE CLIPS... 
They are neat, con- 


in the 


For the par- 
ticular user 
venient, flat mail and 


they hold! 








You are cordially invited to inspect our 
display at Chicago October 6-9, Booth W-19 
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Original & Only 


NEV-R-KURL 
CARBON PAPER 
CHANGES THOUSANDS 
OF SKEPTICS INTO 
STEADY CUSTOMERS 





gURPOSE CARBON PAPER 
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New R. Ku rhe. 
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| ~\ CARBON PAPER 
A CLEAR PRINT PRODUCT 
%,, ienctnmll 
CURLS-ITS ALWAYS FLAT 





It was—it is—the original non-curling 

carbon paper. Now Nev-R-Kurl is or- 

dered exclusively by shrewd carbon 
paper buyers because they got the 
results we promised. It stood up un- 
der every test, won enthusiastic ap- 
proval of stenographers, purchasing 
agents, office managers and deal- 
ers. Trial boxes often led to 100- 
box orders. 


We repeat—Nev-R-Kurl will not 
curl, tree or wrinkle when it's 
hot, humid or cold; will not 
smudge; lasts longer, producing 
35°/, to 50°, more copies. Uni- 
versal because same sheet is 
efficient on standard or noise- 
less typewriters, billing or 

bookkeeping machines. 





Nnillios Proeags Co. te, 


192 Mill Street Rochester, NY 2. A.PH/LL/PS President 











Makers of “Clear-Print’’ 
Typewriter Ribbons, Car- 
bon Papers, Wood Stamp 
Pads. 

















OFFiCE APPLIANCES 


UEF ADS TO STRESS BUSINESS BACK 
OF DEFENSE 

The Underwood Elliott Fisher Company will during 
this month and October use some of the nation’s lead- 
ing magazines and periodicals to feature many of the 
UEF products under the timely and appropriate head- 
ing of “Machines of Business Back of Machines of 
Defense.” 

The large advertisement is a two-page spread which 
shows three United States Army pursuit planes in fly- 
ing formation. Above them in the sky is the caption 
referred to, while below the planes a line reads: 
“Underwood Elliott Fisher—Speeds the Nation’s De- 
fense!” 

On one side appear illustrations of the Underwood 
typewriter, Underwood Sundstrand adding machine, 
Underwood portable and ribbons and carbons. Accom- 
panying each illustration is a short text explaining 
the vitally important functions of the various ma- 
chines in relation to the vast quantities of “paper 
work” entailed in making a nation ready to defend 
itself. 

This month this advertisement will appear in For- 
tune, Newsweek, Forbes and Business Week. In Octo- 
ber it will be featured in the United States News. 

—--—__ 
KELLOGG AIDS EMPLOYEES TO BUY 
DEFENSE BONDS 

The Kellogg Switchboard & Supply Company, Chi- 
cago, recently notified its employees that provisions 
had been made whereby the firm will aid them to pur- 
chase United States Defense savings bonds. The writ- 
ten announcement was made by President Maurice K. 
McGrath, who explained part of the plan as follows: 

“The company will undertake, upon request, to make 
deductions from earnings in such amounts as you 
designate, or to receive from you and credit to your 
United States Defense savings bond eccount amounts 
you may wish to deposit from time to time. The com- 
pany will, when these deductions and deposits amount 
to the purchase price of the bonds desired, purchase 
United States Defense savings bonds for you and have 
them registered in the name or names designated.” 
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HEALY-MUNCHOFF 

E. B. “Dick” Healy, president Santa Fe Book and 
Stationery Company, Santa Fe, N. M., and Mildred 
Munchoff of Los Angeles were married in a quiet 
ceremony July 24 at Albuquerque. Dick Healy has 
hundreds of friends in the stationery industry. He 
is active in association work and usually attends trade 
gatherings, both in his local district and the national 
convention. Last year he entertained the NSA troupe 
in royal style at his beautiful home in Santa Fe. Mr. 
and Mrs. Healy have the best wishes of their many 
friends in the realization of their best desires. 








ee i a © ie 3 ST OR K 

August 3 was a big day for C. C. Penske, factory 
representative in an eastern territory for Meilink 
Steel Safe Company, for on that date Mrs. Penske 
presented him with a baby boy, weighing eight pounds, 
five-and-three-quarter ounces. The young man has 
been named Judd Harcourt. Mr. Penske covers a ter- 
ritory consisting of New York, Pennsylvania, southern 
New Jersey, Delaware and Washington, D. C. 

Se rte 

Nathan Strauss, owner of the Chico Book & Sta- 
tionery Company, Chico, Calif., is the proud father of 
a seven pound, four ounce baby girl born to Mrs. 
Strauss on July 25. The young lady has been named 
Ellen Patricia. 
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Poc KETS Right now, QUALITY is su- 

¢ ILE preme in the buyer’s mind. You can readily 

point out the superior features of Quality-bilt LEATH- 

EROID File Pockets and Double-top ROPEMANILA File Jackets. 

They are ideal filing containers for bulky correspondence, con- 
tracts, orders, grouped letters, etc. 

These are the finest and most durable filing accessories being 


made today. They last for years. 
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FILE POCKET FILE JACKETS 
Made in letter and legal sizes with 134”, 32” Made in letter and legal sizes with 1”, 142” 
and 51%” expansion. Double fronts and backs. and 2” expanding gussets. Reinforced tabs in- 
Glue welded throughout. sure extra wear. 





QUALITY PARK ENVELOPE CO. 


General Office & Factory Chicago Office and 
Quality Park Warehouse 
St. Paul, Minnesota 11-116 Merchandise Mart — 
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Every dealer in office furniture 
will profit by a leisurely visit to the 
the type and illustration Office 
Furniture Exposition presented in 
this THIRTY-SECOND ANNUAL 
SPECIAL OFFICE FURNITURE 
SECTION. 

Here are pictured and described 
the chief lines with which the ma- 
jority of the most attractive, com- 
fortable and efficiently equipped 
offices of the country are furnished: 
The lines which have contributed 
most to the expansion of the office 
furniture division of the office equip- 
ment industry. Advertisements, 
‘new pieces’ and ‘‘installations’’ 
will impress with the artistry of form 
and finish throughout the range of 
units in both wood and steel. The 
showing in posture chairs will chal- 
lenge dealer interest as healthful 
seating is challenging public inter- 
est. That correct posture for seated 
workers promotes good health is 
generally accepted: its relation to 
efficiency is well understood by most 
persons. Healthful seating means a 
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DRAWING BY ERNST SPUEHLER 


Formed by Nature into grain patterns that are simila 
never identical, wood as a medium for 


n of art has long held a high place in 


in charm but 
the ¢ rpresst 
Inspired to 


the minds of designers and craftsmen. 


enhance natural beauty through subtleties of form 
and finish, artists through the ages have worked 
o achieve satisfaction for their creative 
urge. Until comparatively recent years the expression 
artistic genius was confined to furniture for 
Today the beauty of the well appointed 
om has been introduced in substantial meas- 
with wood furniture appropriately designed 
r the executive office and reception room. The 
choicest designs in the history of wood furni 
ture have been reproduced, sharing the 
market with modern creations of the 


present “streamlined” era 

































WOOD CUT BY ERNST 


SPUEFEHLER 


Steel, faithful servant of man, contributes te 


progress in every phase of life. From the delicate 


instruments of scientific research to the ponderous 


machines of industry, steel plays a vital part. So im 
portant is it in the present Defense effort that the 
right of prior use has been unconditionally granted 
to the 


In the 


irmy, Navy and other governmental units 
office furniture industry, steel has exerted 
since its 


1 tremendous influence. first appearance 


in the form of shelving in vaults and stock rooms 


steel has prot ed 


its functional value, its utility and 
tts susceptibility to artistry of design in virtually 
every kind of furniture for the office. Under the 
adept hands of engineers and designers, it has 
progressed from a limited usage to broad 


application in a variety of forms 





















CTT \ 
‘i 



























































‘lslH/ 





69 


better day’s work and more happi- 
ness to the worker. 

The selling articles in this section 
are stimulating to enterprise. They 
indicate the better sales technique 
by which much of the advance of 
the furniture department has been 
made a contributing influence to the 
advance and the cooperation between 
manufacturers and retailers. 

Frequent reference to the influence 
of office furniture upon the station- 
ery business is made in this journal. 
The influence has been great, not 
only in expanding the business but 
in advancing its prestige. The jour- 
nal having been first to advocate the 
idea with an interest that has never 
waned, the publishers feel a sense of 
satisfaction in what has resulted 
through the intervening years. This 
being the thirty-second annual spe- 
cial office furniture section shows 
the years to have been many, and 
reveals something of the industry’s 
achievements in the period. Grand 
achievements in which the pub- 
lishers are happy to have had a part. 
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Promoting and Selling Furniture 
Under Uefense Emergency Hestriction 


S THIS issue is put into dis- 
A tribution, steel comes fully 
under the jurisdiction of the Pri- 
orities Division of the Office of 
Production Management. Steel in 
various forms is used largely in 
the production of office furniture. 
Inevitably this means longer pe- 
riods of time between the date of 
placing an order for furniture of 
metal and the date of delivery. 

In the seller’s market of today, 
delivery delays, with the resultant 
inability to fill orders and collect 
accounts, seem particularly try- 
ing. With sales potentials increas- 
ing, demand outstripping supply, 
stocks being depleted, there might 
be an inclination to reduce effort, 
to cut down promotion activities, 
to assume that “nothing can be 
done about the situation, so why 
try?” 

Negative attitudes are always 
destructive. The delicate fabric of 
customer good will, developed over 
a period of years, can easily be 
broken by an expressed feeling of 
futility. If a customer is permitted 
to believe that the dealer is in- 
capable of doing something posi- 
tive to alleviate the situation, he 
loses confidence in the dealer. 
Lost confidence is difficult to re- 
cover. 

Priorities have not been imposed 
on all materials used in the manu- 
facture of office furniture. Wood is 
subject only to the law of supply 
and demand. Circumstances have 
greatly accelerated that demand, 
reducing normal supply. And re- 
sults are the same—scarcity of 
furniture for immediate delivery. 


Necessity for Priorities 
That priorities are necessary, 
and that they may be extended to 
other materials of basic impor- 
tance to the office equipment in- 
dustry, is unquestioned. A con- 
densed statement of the purpose 


Delivery Delays in a Sell- 
ers’ Market Create Difficul- 
ties But Do Not Remove 


Sales Opportunities — 


Positive Attitude Needed in 
What Appears to Be a 


Negative Situation 


Ms 


and function of the _ priorities 
System appears on page 18. The 
primary purpose is to reserve for 
Defense needs those materials re- 
quired to manufacture equipment 
for National Defense. The tremen- 
dous production capacity of Amer- 
ican industry will eventually re- 
duce the need for priorities re- 
straints, releasing sufficient mate- 
rials for normal, non-Defense 
manufactures. 

During the adjustment period, 
the office furniture dealer must 
assume the progressive, forward 
looking, positive attitude, selling 
those lines that he has in stock or 
can secure without a great elapse 
of time and building up a back- 
log of orders for delivery when 
the restrictions are eased. Sales of 
furniture to be used either directly 
or indirectly for Defense work, 
which means virtually every gov- 
ernmental office or agency, or any 
manufacturer engaged in Defense 
production, can be taken with the 
assurance of comparatively rapid 
delivery if accompanied by a pri- 
orities preference rating certifi- 
cate. Such certificates are readily 
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obtained with orders for merchan- 
dise from concerns or agencies to 
whom preference ratings have 
been granted. 


Public Knows of Restrictions 


A helpful factor is the public 
realization of the industrial dis- 
location that is taking place be- 
cause of the Defense emergency. 
In the daily press, over the radio, 
from the lecturer’s platform flow 
countless words anent the situa- 
tion. Attempts to shift from one 
retail source of office furniture to 
another for the purpose of get- 
ting more rapid delivery have in- 
dicated to customers the univer- 
sality of the shortage of readily 
available furniture. In conse- 
quence, no one dealer is advan- 
taged over another. The customer 
or prospect leans with favor 
toward the dealer who gives posi- 
tive service in the form of sug- 
gestions and ideas for temporary 
handling of furniture problems, 
filling the gap until deliveries can 
be made. For instance, cleaning, 
refinishing or repairing used fur- 
iture may be the immediate 
answer to a pressing need. And 
profit can be made on each such 
transaction besides saving the or- 
der for new furniture for delivery 
when available. 

Now is the time to cement re- 
lations with old and new cus- 
tomers, to establish contacts with 
prospects, to expand sales poten- 
tial by energetic promotional ac- 
tivity. Now is the time to help 
customers make the most efficient 
use of the furniture they possess. 
Now is the time to organize for 
defense of your business from at- 
tacks of shortages, delivery delays, 
etc. Service is your weapon. Serve 
with suggestions, serve with ideas, 
and your customers will give you 
a preference rating when nor- 
mality returns. 











FURNITURE ON VIEW IN THE ESTABLISHMENT OF THE SPRINGFIELD OFFICE SUPPLY COMPANY, SPRINGFIELD, 
MASS.—(Left) Office furniture display, second floor. (Inset) Portion of main floor showing display above sign inviting cus- 
tomers to visit furniture department. (Right) Another view of the furniture display floor. 


Methods of Attracting Customers 
Through Window and Store [isplays 


E OCCUPY a store on the 

main street in our city. The 
Store consists of a basement, main 
floor, and second floor. The base- 
ment is used for shipping, receiv- 
ing and storing of merchandise. 
The main floor is approximately 
18 feet wide, 95 feet deep, and is 
used for displaying and Selling 
commercial stationery. The second 
floor is approximately 36 feet wide, 
95 feet long, and is used for the 
display of desks, chairs, files and 
stencil duplicators. It also houses 
our printing and rubber stamp 
plant and the office. 

Due to the extreme narrowness 
of our ground floor, it is not pos- 
Sible to display furniture on our 
floor proper. In the rear of our 
store, we have arranged a shadow 
box which extends across the full 
width of our store and which is 
approximately 5 feet high and 3 
feet deep. In it, we can display a 
desk, two chairs, a file and a tele- 
phone table. It is well lighted and 
can be seen from any part of the 
store. We try to change the dis- 
play here about every sixty days. 


One Well Lighted Show Window 
Does Job 


Because our store is exception- 
ally narrow, we have only one dis- 
play window. It is approximately 
15 feet wide by 12 feet deep. We 
change this display in this window 
every two weeks and find it prof- 


By JAMES E. FEELEY, President. 


Springfield Office Supply Company 
Springfield, Mass. 
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itable to show a desk, chair and 
file each period. We trim the front 
of the window with small items 
such as fountain pens, desk sets, 
etc., and find that when these 
items are out of the window our 
sale falls off appreciably. 

All items in our windows are 
marked plainly. We find it pays 
to display popular-priced files, 
desks and chairs. We have many 
people come in off the streets and 
ask to purchase a desk, chair or 
file which they see in our window. 





MR. FEELEY 


It any item pulls real well, we 
manage to get it back in the win- 
dow for another two weeks. We 
keep our window lighted until 11 
P M. every evening and, being in 
the theater district, the attention 
of many people is caught. 

Many favorable comments on 
our window displays have come to 
us. Their success is due to our 
window trimmer, Charles Weitz- 
man, a young man who has been 
in our employ about five years. He 
took over the window displays 
about a year ago. He had no pre- 
vious experience, but has a natural 
talent for displaying merchandise 
to good advantage. He is improv- 
ing steadily and is preparing bet- 
ter looking windows all the time. 

The office furniture items are in 
stock on our second floor. If a 
person inquires about an item in 
our window, we try and get him 
upstairs and when he sees our dis- 
play we then have an opportunity 
of showing a better item. 

Often we succeed in selling the 
better merchandise. We show desks 
and chairs together and find it 
helpful in selling complete outfits. 


Newspaper Advertising Effective 

Springfield, being in an indus- 
trial area, is enjoying a good vol- 
ume in office furniture business. 
We advertise in the local news- 
papers three times a week, both 
morning and night editions, using 
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a two-inch ad telling people that 
we have a good stock of desks and 
chairs, both wood and metal. Also 
we run an advertisement on files, 
cupboards, and safes for immedi- 
ate delivery, as we carry a good 
stock for that purpose. 

We have three outside sales peo- 


ple selling our general lines and 
two stencil duplicator salesmen. 
We think that there is a great op- 
portunity now and in the months 
to come to sell new office equip- 
ment. Most of the small offices in 
our territory are in a deplorable 
condition and as they begin to see 
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an improvement in their lines, 
they are going to spend some of 
their money replacing their old 
worn-out equipment. We hope, as 
Charlie Garvin says, “by showing 
and telling them,” that we may 
enjoy our share of this additional 
office equipment business. 


Budget Selling of Uffice Furniture 


CAMPAIGN to build sales of 

office furniture and general 
appliances in which the most is 
made of the popular acceptance 
of budget buying is in progress for 
the Office Equipment Company of 
Dallas, one of the leading dealers 
of Texas and the Southwest, with 
results thus far indicating that it 
will prove one of the most effec- 
tive devices yet hit upon. 


Cost of the campaign, which 
includes trolley and bus adver- 
tising, along with radio “spot” 
announcements, will approximate 
$85 monthly, according to W. C. 
Davis, Sr., head of the company. 
The delivery trucks of the com- 
pany also have been pressed into 
service to aid in the drive, and 
carry placards calling attention to 
the “budget plan.” These are 
identical with the placards now in 
use on all of the trolleys and buses 
in local operation. 


There is little in the plan itself 
which could be considered new, 
beyond, perhaps that it points to 
the woman, be she professional 
worker personally interested in 
appliance purchases, or to the wife 


By JOHN D. MUELLER 


of the office man. Obviously, the 
budget plan angle might well 
enough be expected to possess an 
interest to the wife of the man 
whose office would benefit from 
modernization. Equally obviously, 
she likely is a frequent user of the 
trolley and the motorbus. 

The spot radio insertions, like- 
wise, are likely to find ear in the 
home as the housewife pursues her 
routine of work. In this sense and 
degree the plan is different from 
the ordinary budget plan drive. It 
is pointed no less to achieve re- 
sults by indirect as by direct ap- 
peal. 

To date, Mr. Davis says, no 
houses have been set afire by the 
results which could directly be at- 
tributed to the campaign. It is, 
however, producing a current of 
response which indicates. that 
highly excellent returns can be 
anticipated. 

Under the terms of the plan, of- 
fice equipment of all manner may 
be purchased on a basis of down 


payment of twenty per cent, with 
the balance spread over a period 
of twelve months. The plan fur- 
ther provides that used equipment 
may be turned in as down pay- 
ment. This arrangement seeming- 
ly has materially aided in achiev- 
ing considerable increases in the 
volume of sales made. The fact 
of its inclusiveness, Mr. Davis re- 
ports, has proven one of large 
importance in enhancing its gen- 
eral appeal. 


The drive is yet too young for 
any genuine measure of its suc- 
cess to be taken, Mr. Davis says. 
It is scheduled to continue for the 
next six months. Thus far, how- 
ever, response indicates that it has 
found appeal in a highly desirable 
cross section of the available mar- 
ket, and will prove highly worth 
while. 

Thus far there has been no sup- 
plementary direct advertisement 
campaign undertaken; and it is 
held by Mr. Davis unlikely that 
one shall. Likewise, there is little 
in the line of newspaper display 
advertising which is contemplated 

(Turn to page 81, please) 





FEATURING MACEY PRODUCTS.—This display was maintained by the Mead & Wheeler Company, Chicago, 


at the fiftieth anniversary of the Bankers’ Association. 


At extreme right is an antiquated suite of office furni- 


ture emblematic of the day of the quill pen and high-wheel bicycle. Contrasting this are several modern 
office pieces by The Macey Company, Grand Rapids, Mich. 
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That’s what every Business Office needs and expects. 
J 






The office equipment merchant is the source through 






which management can obtain seated comfort for workers 











i ...and the dealer who can supply GoodForm Adjustable 
ae Steel Chairs will be management’s choice. 

fe if - ie What the business office needs and expects is comfort 
bbe: ss i for workers ... for only through seated comfort can 
ae there be maximum mental alertness and most profitable 


| 
utilization of time. 





2 Personalized comfort .. . adjustability in each Good Form 
pect < Steel Chair to suit the physical characteristics of different 
bate workers . . . that’s the office equipment merchant’s valu- 


able service to customers. 









THE GENERAL FIREPROOFING COMPANY e youNGSTOWN, O# ” 











Products by GF: METAL DESKS - ALUMINUM CHAIRS - STEEL CHAIRS FILING 


CABINETS SAFES - STEEL SHELVING STORAGE CABINETS FILING SUPPLIES 








OFFICE APPLIANCES 





HERE’S YOUR PREVIEW OF 


19425 STARS 


*% TAKE a peep at next year’s “hit parade” of 
best-selling desks. Here are five of the hun- 
dreds of outstanding numbers that Imperial 
has created for 1942—the 
crowning achievement of thir- 
ty years of fine craftsmanship, 
fair dealing and honest values. 










*% No. 1161- 
RB—Full quar- 
tered Oak ex- 
terior. Recessed back. All 
corners full rounded. 
Handsome hardware. 








These 1942 desks are styled 
right — built right — priced 
right. More than ever before, 
Imperial’s new line helps you 
give your customers the most 
for their money. 







*% No. 1261- 
RB—Genuine 
Walnut top and 
panels. Re- 
cessed back. Beautiful 
turned legs. All corners 
rounded. 






Watch this space for further 
news of Imperial’s 1942 profit- 
builders! 

















*% No. 2061—Cenuine 
Walnut top and panels. 
Beautiful turned legs. 
Handsome—but mod- 
erate in price. 












GREETINGS, N. 8S. A.—The en- 
tire Imperial organization joins 
in extending cordial greetings to 
the National Stationers Associa- 
tion, assembled in convention at 
Chicago. 


* No. 261-M—Full 
quartered Oak = exter- 
ior, Attractive new 
rounded top edge. All 
corners full rounded. 








IMPERIAL’S great 1942 line will be available for dis- 
tribution in a few weeks. Get full details in the new 
Imperial catalog, which will be ready in October. Write 
today and reserve your copy of this profit-building 
catalog. 









* No. 161-M—Quar- 
tered Oak top. Attrac- 
tive new rounded top 
edge. Corners round- 


= er DESK COMPANY Evansville, indiana 
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BE PREPARED T0 MEET THE GROWING 
NEEDS OF YOUR CUSTOMERS FOR MANY 
DEPENDABLE G/W OFFICE ACCESSORIES 


Now is the time to check your stock and order the many 
useful office accessories needed by your customers. With 
business expanding rapidly, there is a growing demand for 
merchandise of all kinds. 















Be prepared to serve your customers with dependable and 
fast moving Globe-Wernicke products needed in almost 
every office. If you do not have our new catalog and price 
list, ask for a copy. 


‘“‘TUFTEAR'’ MANILA FOLDERS 


Furnished in three weights... 
medium, heavy and extra heavy, 
all of which are available in 
standard styles of tabbing with 
‘single or double tabs. 






















BOX FILES 

Meet most every 
filing require- 
ment. Available in 
fifteen different 
sizes with many 
styles of indexing. 
Often used for 
personal filing. 


INDEX GUIDES 


For letter, cap, bill and ¢ard index 


“ACCESSO” 
WOOD DESK 
TRAYS 


Wide hand open- 
ings on all four 
sides and bottom 
make it easy to 
handle papers. 


CLIP BOARDS 


Choice of striped 
wood or Masonite 
board. Clip has 
owerful spring 
or holding papers. 
Note, letter, cap, 
and waybill size. 


WOOD CARD 
INDEX TRAYS 
With or without 
hinged covers for 
3x5, 4x6 and 5x8 
cards. Wood filler 
in front prevents 
tabs of guides 
being mutilated. 

















files . . . made with angular cellu- 
loid, flat celluloid, 
metal, and angular metal tabs. 





plain, flat 


ANGULAR CELLULOID TAB GUIDES 


% ¢ 









THE NATURAL ¢ 


GLa 


cet’, 
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<> 


% INSERTS ARE 


REMOVABLE 


CHANGES & 
MADE EASILY 


NO STOOPING 
TO READ 


S(O) 4) '(010) OIR-¥ 6O) <7. e) aap 3 0H 2 —) INDEXING 


Inexpensive fibreboard case with 
meets all 


4-7 








ANGULAR TAB GUIDES 
LOOK YOU STRAIGHT IN THE EYE 


EASY TO READ 
EASY TO FIND 


Globe-Wernicke 


Olalerialar-lemmealie 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Stee! 
and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving 


steel reinforcement... 
ordinary transfer requirements. 















Service 










Executive 
Chair 
No. 882 


* 
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Reception Chair 
No. 817 
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A CHAIR FOR EVERY COMMERCIAL USE\ 


The line with more points of value nat- 
urally interests more types of business 
men. JASPER CHAIR CO. CHAIRS meas- 
ure up to this business axiom in every 
respect. There are important refinements 
discernible in the form and proportion 
of seats and back, and in the shaping of 
posts and arms. 


Genuine leathers in guaranteed colors 
add to the satisfaction in use; the variety 





Secretarial Chair 
No. 81 


REPRESENTATIVES 


E. W. Thomas, (Southwest) Geo. A. Litchfield, Sales Mgr. James S. Fowls, (Southern 


Box 3493 Peninsula Station 3414 Euclid Heights Blvd. 
Daytona Beach, Florida Cleveland, Ohio 

W.H. Brown(Chicago-Midwest) S.H. MacDonald, (West) R. J. Freeman, (Eastern) 
6708 Glenwood Ave., Chicago 405 Orpheum Bldg. 383 Madison Ave., 


Phone ROGers Park 3644) Seattle, Wash. New York, N. Y. 


JASPER 


JASPER. 
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JSE\ SPLENDID LINE TO BOOST DEALER SALES 


of colors available is a real aid in selling. 
Solid American walnut, handsomely 
shaped and finished is fitted and joined Jurist Chair 
by master craftsmen, so as to assure long 

lived, perfect service. 

Catalog with full details and illustrations 
of our leather upholstered line as well as 
a comprehensive and diversified line of 
all wood chairs, will be mailed to you on 
request. 
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Stenographer’s 
Chair 
No. 87 





Professional 
Man's Chair 
No. 862 





TCHAIR Co. 


INDIANA 
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Build Extra Live Profits For You! 


The smart styling and exclusive features of 
Steelcase Easyrest Executive and Posture 
type chairs make them preferred potential 
money makers in any competitive situation. 


Those who know quality and value are 
quick to appreciate the craftsmanship, effi- 
cient design and permanent comfort quali- 
ties of these outstanding chairs. 

In many instances, where complete equip- 
ment orders for chairs, desks, files and 
other Steelcase equipment are secured— 





the determining vote of “first choice” is 
credited to Easyrest Lifelong Chairs. 
Easyrest chairs, coupled with the abun- 
dance of sales making features of the com- 
plete Steelcase line of superior office equip- 
ment, make the Steelcase Franchise a most 
valuable business asset. 


If it’s sales you are after, Easyrest Lifelong 
Steel Chairs will help you get them—and 
at a substantial profit too. 











f Send for the Facts Today! 


The Steelcase vear after year suc- 
cess record is being enjoyed by a 
growing number of prosperous of- 
fice equipment dealers. Why not 
investigate the potentialities of the 
great Steelcase Line now? Write 
today for the complete literature 
and profit building details! 
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STEELCASE 


Business Lquipiternt., 








found where business succeeds 
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BUDGET SELLING OF OFFICE 
FURNITURE 
(Continued from page 73) 
seriously as complement to the 

basic campaign. 
“We simply believed that the 


general acceptance of so-called 
budget buying opened up oppor- 
tunity for us to make a general 
appeal which would bring us re- 
turns,” says Mr. Davis. “We de- 
parted from the accepted practice 
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of specifically directing our plan to 
a limited field, and sought to give 
it a popular appeal. We expect it 
to circle back to the field; and 
results thus far indicate that we 
have been correct in our logic.” 


stocking, Displaying and Pricing 
(iffice Furniture 


EEP in the jungles of Central 

America, Lowell Yerex sat at 
the controls of his airplane. He 
shouted “Contact.” The propeller 
was whirled, the motors took hold 
and soon the engines were warmed 
up and ready to go. Yerex taxied 
down the field, across a bridge, 
across another field and was soon 
in the air, skirting across the tops 
of tall trees and headed in the di- 
rection of a distant seaport. In 
that plane he had two massive 
mahogany logs taken from one of 
the many virgin forests of Central 
America. 

On reaching the seaport city the 
logs were unloaded, placed on a 
steamer bound for America, and a 
few days later were unloaded on 
the docks in the city of New Or- 
leans. The logs were shipped to 
an office furniture manufacturer 
to be converted into an office desk. 
Today, in the office of the presi- 
dent of a large corporation, the 
possession of its proud owner, is a 
beautifully matched, highly pol- 
ished mahogany desk, made from 
the same two mahogany logs that 
were flown out of Central America. 

No wonder the making, sale and 
care of office furniture is so fasci- 
nating. If we will stop for just a 
moment and consider the difficulty 
of securing the timber, the time 
and workmanship required in the 
making and the beauty and charm 
of the finished product, we will 
realize there is more to an Office 
desk than just the size, color and 
price. 

How then should office furniture 
be stored, displayed, handled and 
priced? 


Amount of Warehouse Space 


The size of your warehouse for 
storing your surplus furniture de- 
pends entirely on the volume of 
business which you do. You should 
have at least as much surplus 
stock in your warehouse as you 
have displayed on your floor. The 


By WILLIS LOWE 


E. L. White & Company, 
Fort Worth, Tex. 
¥ 

larger part of this should be in 
your more popular and quick mov- 
ing items. It is advisable to carry 
fewer numbers and more of the 
quick selling items than to try to 
have a few pieces of every number 
in the catalogue. 

The situation in which we find 
ourselves at present would justify 
our having a warehouse about 
twice the size of our store, pro- 
vided, of course, we could get some 
factory, just any factory, to ship 
us a few carloads of furniture. 
The present conditions are abnor- 
mal and warehousing facilities 
cannot be based on present condi- 
tions. 

Always store your fastest selling 
items so that they can be easily 
and quickly removed from your 
warehouse. Always try to put the 
heavy and bulky stock on the bot- 
tom and the lighter items on top. 
Be sure to mark every item so that 
the number, size and finish can be 
quickly ascertained. There is noth- 
ing quite so annoying as to try to 
look under the bottom of a desk 
on the bottom of a stack in an 
effort to learn what it is. A china 














MR. LOWE 


marking pencil is a very satisfac- 
tory means of marking the crating, 
cartons and other materials in 
which office furniture is packed. 


Store Chairs on Racks 


On one side of your warehouse 
build a skeleton rack about four 
feet high and about five feet deep. 
This is the most satisfactory way 
for storing chairs. The heavy 
numbers can be stored underneath 
the rack and the lighter numbers 
on top. They are both easily ac- 
cessible. 

The displaying of furniture is 
quite an art. The better numbers 
and more attractive pieces should 
be placed so that they will hit the 
prospective customer “full in the 
face” the moment he reaches the 
display floor. Desks should never 
be placed directly under a skylight. 
This makes them appear to be 
much lighter in finish than those 
around it. The customer imme- 
diately thinks that it is a poor job 
of finishing. When desks are 
placed near windows they should 
be so arranged that the light will 
be evenly distributed over their 
entire surface. 

The higher priced furniture 
should be displayed as a suite, with 
the desk, chairs, table, davenport, 
costumer, waste basket, telephone 
table, etc., so arranged as to make 
the customer desire the entire lay- 
cut. Never display your expensive 
furniture haphazardly. 

Every furniture display floor 
should have either individual 
rooms or portable partitions. With 
these available you can set up 
complete offices, the exact size 
your customer is going to occupy, 
and place the furniture in same 
just as your customer would desire 
or just as it should be, if he is will- 
ing to leave it up to your judg- 
ment. This makes selling much 
easier than it would be otherwise. 

Make it a point to see that your 

(Turn to page 84, please) 





A BATTERY OF BROWNE- 
MORSE GLIDER FILES.—This 
large installation of Glider, 
five-drawer files manufactured 
by the Browne-Morse Company 
was made recently in the of- 
fices of the Osborn Manufac- 
turing Company, Cleveland, 
Ohio. An unusual feature is 
the treatment of the counter in 
conjunction with the files. This 
counter section has a linoleum 
top and over it papers are requi- 
sitioned from the department 
or returned to it. The drawers 
of the files making the coun- 
ter are in exact alignment with 
drawers of the other files. 


RECENT 
INSTALLATIONS 


A SLOANE EXECUTIVE OF. 
FICE.—This beautiful execu- 
tive office was recently out- 
fitted with W. & J. Sloane fur- 
niture for the Charles Bruning 
Company, Chicago. As can be 
seen, the matched desk, chairs 
and telephone stand blend per- 
fectly with the light ceiling and 
walls with the fireplace and 
dark curtains furnishing just 
enough contrast to create a 
pleasing and attractive en- 
semble. 


DIGNITY PLUS! — That aptly 
described this recent installa- 
tion of W. & J. Sloane furniture 
in a large Pittsburgh, Pa., bank. 
An unusually attractive effect 
is obtained by duplicating the 
style and setting of the various 
pieces so that each ensemble 
on the right hand side of the 
broad aisle is perfectly matched 
by that on the left hand side. 
The beauty of the desks can be 
seen by a study of the two in 
the foreground. 
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RECENT 
INSTALLATIONS 


GENERAL  FIREPROOFING 
EQUIPMENT FOR GENERAL 
FIREPROOFING. — When The 
General Fireproofing Company 
recently re-outfitted its St. 
Louis branch after it moved 
into new quarters, it wasn’t 
much of a job to decide where 
the furniture was coming from 
—the warehouse at Youngs- 
town. Shown here is the pri- 
vate office of Branch Manager 
G. R. Gringle, which gives some 
idea of the beauty which can 
be obtained by a _ perfectly 
matched suite. 


G-F’S ST. LOUIS BRANCH 
SHOWS ITS GENERAL OFFICE. 
—lIn addition to handling all 
of the business of the branch in 
the most efficient way the fur- 
niture shown here is also tops 
for demonstrating General Fire- 
proofing equipment to prospec- 
tive purchasers, thereby com- 
bining utility with display. 


i es 
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EQUIPPED BY SIKES.—Shown 
here is the office of the First 
Federal Savings & Loan Asso- 
ciation, Jacksonville, Fla., after 
it was outfitted with products 
of The Sikes Company by the 
Wilkerson - Martin Company. 
The installation involved the 
use of a number of Sikes square 
back chairs and both the ex- 
ecutive and clerical posture 
chairs. The chairs matched 
perfectly with straight line 
metal desks and their finish 
harmonized well with the entire 
interior. Foam latex seats are 
used on the clerical chairs 
shown as well as on the execu- 
tive chairs in this installation. 
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STOCKING, DISPLAYING AND 
PRICING OFFICE FURNITURE 
(Continued from page 81) 


display floor and all the furniture 
on the floor are in good repair, 
clean and polished. A sale is much 
harder to make if the furniture is 
dusty, scarred or dingy looking. 
Make sure that all the drawers on 
all the desks and tables are work- 
ing smoothly and not so badly 
stuck that they cannot be opened. 
Also make sure the locks on all 
desks are working properly. 

After the furniture is sold, 
you are not through with your 
obligation and responsibility. It 
should be gone over very carefully 
to see that it is in good condition 
and working perfectly. It should 
be thoroughly cleaned and pol- 
ished before being delivered to 
the owner. Your delivery force 
should be carefully and thor- 
oughly trained in the handling of 
furniture. They should deliver 
every piece of every order with 
tender care, just as though it was 
their very own. 


Selling 


TIMULATING the sale of office 
furniture through interior dec- 
orating service is being recognized 
by many dealers as a very effective 
medium of making profitable sales. 
We have in our city, as perhaps 
most of you have, an interior deco- 
rating studio whose decorators will 
analyze the office layout of your 
prospect and will make miniature 
models of the office furniture and 
equipment carrying the _ color 
scheme to window shades, carpets, 
iraperies and radiator covers 
These small scale models will be 
constructed for the prospect’s ap- 
proval and suggestions for relocat- 
ing equipment can be shown with- 
out disruption of office routine. In 
many instances much space has 
been saved and more Satisfactory 
working conditions have been 
brought about by this simple 
method of “juggling,” whereas, if 
the entire office would have to be 
“turned upside-down,” the old ar- 
rangement would have been re- 
tained and a sale for a new piece 
of equipment would have been lost. 
For comfort, which ultimately 
leads to a healthy working en- 


Let’s suppose that for quite 
some time you had wanted to buy 
a new electric refrigerator. Then 
one day you found you had enough 
money to swing the deal. You go 
tc the store, buy the refrigerator 
and of course you want it delivered 
right now. They fail to get it out 
that afternoon so you stay home 
later than usual the next morning 
so as to be there when it is deliv- 
ered. About ten o’clock they come 
with your brand new electric ice- 
box. They bounce it off the truck 
as though it was a bale of hay, 
load it on the trucks, jerk it up the 
steps, race through the _ door, 
scraping the side against the door- 
facing, hurry into the kitchen, 
yank the trucks out from under it, 
and there you are. How would you 
like that? 

Always deliver furniture just as 
soon as possible after the sale is 
made. Be very careful in handling 
it so as not to create a state of dis- 
satisfaction and distrust with your 
customer 


. . ~ — 1; _ 
There is romance in Selling of- 
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fice furniture. The salesman with 
imagination and vision, with a 
thorough knowledge of all the 
workmanship, care and thought 
that goes into the making of a 
desk, will get a great satisfaction 
from selling a piece of good furni- 
ture at the right price. He will 
not have the pangs of remorse or 
the disconcerting thought of hav- 


ing sold a piece of good furniture 
at a cut-rate price just to keep 
his good friend down the Street 
from getting the order. Remem- 
ber the price is long forgotten be- 
fore the desk is discarded. The 
owner of the desk you Sell gets 
much more Satisfaction out of a 
good looking, well built, enduring 
desk on which you have made a 
fair profit than he does out of a 
poorly built, cheap looking desk 
which you might sell him at a cut- 
rate price. 

Be fair with yourself, your cus- 
tomer and your worthy competitor. 
Get the satisfaction, joy, respect 
and profit to which you are en- 
titled. 


ffice Furniture With 
Models in Miniature 


By W. H. PATTERSON 


Johnstown Office Supply Company. 
Johnstown, Penna. 


vironment, we stress the impor- 
tance of proper lighting and ven- 
tilating equipment. 

Equally important is the posture 
chair, for both office worker and 
executive 
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Light, both natural and artifi- 
ial, is a most important factor 
and here is where the miniature 

els work wonders showing 
proper location of desks placed 
where daylight comes over the 
Shoulders. If the office space is 
limited, as in many cases it is, and 
desks cannot be placed at the 
proper angle, the miniature layout 
offers unlimited advantage for 
studying proper shading of win- 
dows and the addition of the 
many types of fluorescent lamps. 

This idea is not new and has 
been used in large department 
stores and by larger office equip- 
ment dealers where space has been 
unlimited, but they have the ad- 


vantage over the smaller dealer by 
reason of their space. In the case 


of department stores, they have 
their own decorators and carry all 
the necessary equipment outside 
of the office furniture with which 
to carry on this work, so it is to th 
dealer whose space does not per- 
mit him to have a “layout room” 
that I direct this article and pass 
along the experiences we have had 
Turn to page 95, please) 
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''OK—IT’S A COLUMBIA!” 





is heard in business houses, large and small, 
everywhere for 


COLUMBIA FILING CABINETS 





which are in every way worthy of this pass- 
word of recommendation. 


Columbia Filing Cabinets are always OK... 
because of their superb construction, beautiful 
’ design and finish, wide variety, and unfailing 


service. 


No wonder business men 
say with enthusiasm... 


"“OK—IT’S A COLUMBIA!” 





Manufactured by 


COLUMBIA STEEL EQUIPMENT CO. 


LINCOLN-LIBERTY BUILDING 
PHILADELPHIA, PA. 
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JOHNSON CHAIR CO. 
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We Can Show But A Few of the Highlights of Our 
YOU CAN SEE ALL THEIR FEATURES 
You Are Invited To “OPEN 


JOHNSON CHAIR IS READY TO SHOW YOU... 


—the widest range in office chair designs ever created— 
—many embodying the new “PerfecTilT” and “SynchroTilT” Chair Irons— 


—as applied to JOHNSON PosChairs and Posture Chairs—providing you 
with easier, more profitable selling by supplying the right chairs for 
each specific requirement. ... Let us show them to you. 


Automobiles and a Company Representative 
to Bring You Out and Take You Back. 


The present extreme emergency has developed many prob- 
lems serious to both the manufacturer and distributor. 


JOHNSON CHAIR CO. 


Factory and Showroom 
4401-4531 West North Avenue — Chicago 


ee 





SEPTEMBER, 1941 87 








hed cs = . a Bec ‘ ; ‘s nee a 
' Was 2 Saas saps Ne 
CO DESK MFG. CO, 
ee e-gemes — emien 
Bre, | Aen tka mH es 


Sieh Se aes es 
a, a, ony “ 











Lines At the N.S. A. Convention—Booths W10-11-12 
AT OUR SIXTEEN ACRE PLANT 
HOUSE’'-—October 6th to 9th 


CLEMCO DESK IS READY TO SHOW YOU... 


—modern desk designs for every type of business office— 


—with dependably popular eye-appealing lines, patented and exclusive 
convenience features to speed the day’s work and construction features 
to provide enduring quality so essential to user satisfaction and to insure 
cordial customer-dealer relationship. . . . You can profit by handling 
CLEMCO as your major desk line. 


Get the New JOHNSON-CLEMCO Sales Story 
Which a Representative Has Ready. 


Talk these over with us and let us help you function as 
smoothly as possible under these present existing conditions. 


CLEMCO DESK MFG. CO. 


CORNER: Grand and North Avenues 
Phone: Spaulding 7400 
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HERE’S a deep feeling of satis- 

faction in the heart of every 
American when he knows he’s doing 
his bit. And we’re mighty glad to be 
playing our part in the National 
Defense Program. 





However, the urgency of the pro- 


John Knell 
President 


sometimes makes it impossible for us to give our custom- 


gram and its problems of Material 


ary service to our business friends—a fact that is partic 

ularly disturbing to us. Even though our production 

capacity was greatly increased during the latter part of 

1940, we are at this moment unable to completely meet 
the growing demand for A-S-E Products. 

A triumphant, all-out effort in this emergency cal!s 

for sacrifices by every loyal American. We at All-Stee'- 

Equip Company are driving ahead on production needs 

for the national program. The experience, knowledgs 
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and skill of our engineers and production staff are 
concentrated on this No. 1 job for America. 

The stringencies of the defense program sometimes 
do not permit us to fulfill dealers’ requirements. Yet we 
are always anxious to make new friends—to prove that 
it is to their advantage to do business with All-Steel- 
Equip Company. We have always appreciated the loyalty 
of our regular accounts and in the present circum- 
stances we still must endeavor to give them the best serv- 
ice we can maintain, 

The quality and high utility value on which many 
dealers have built profitable businesses will be retained. 
Operations will be kept flexible—with a view toward not 
only today’s emergency but to the time when we will 
again be able to extend that service which has always 
been symbolic of A-S-E. 
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President 


. ALL-STEEL-EQUIP 








609 JOHN STREET 
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A-S-E FILES 





A-S-E Aurora Files have “Balanced Design” 
—strictest attention is paid to every detail 
of design and construction. They are made 
of the highest quality materials. Strength, 
utility and attractiveness of appearance are 
built into A-S-E Aurora Files. They are made 
in 4 different grades . . . including a size, 
style and price for every need. One, two, 
three, four and five-drawer heights . . . with 
substitute drawers to fit most standard forms. 








A-S-E WARDROBE AND STORAGE 


ie 

A-S-E BLUEPRINT CABINET CABINETS A-S-E DS FILES 2 

A-S-E Cabinets are made in 2 complete s 

Meets the flat-sheet filing re- lines . . . storage, wardrobe and com- Permanent and inactive record filing © 

quirements of every engineer- bination . . . 57 models give wide selec- is safe, easy and economical with A-S-E © 

ing office. 5-drawer and 3- tion. They have reinforced doors, se- Dead Storage Files. Records are easily | 
drawer units, both made in 4- cure }3-point latch, disc-tumbler lock accessible. Provide important savings in 

sheet sizes. Smooth coasting- with 2 grooved keys. Bases are com- floor space. Can be stacked to ceiling. | 

drawer action. Units can be pletely enclosed. Shelves can be easily Cost is no greater than cardboard boxes 7 

stacked securely on closed base. adjusted by hand. and shelving. Sizes to fit any form. 4 





yy BOOT H_ G*+G° | Be Sure to See the AE Aurora Exhibit at 
SAT | the N.S.A. Convention 
Don't forget to drop in on the A-S-E Exhibit at the National 
Stationers Association, Palmer House, Chicago, Illinois, Oc- § 
tober 6 to 9 inclusive. Remember the Booth Number—G4 & 


and G5. 


COMPANY, INC. 


AURORA, ILLINOIS 
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No, 82-AS No. 81-AS 
JUNIOR EXECUTIVES 


DAVIS 


POSTURE CHAIRS 
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No. 80-S 


SECRETARY and TYPIST 





No. 350-S No. 351-S No. 352-S No. 353-S 


STOW and DAVIS FURNITURE CO. 
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Business Demands 


sm Handling Car 


eT 


Greater Efficiency 


d Records 
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Sell this new DIEBOLD Business Tool that Speeds 


Office Work * © ¢ Saves Space ° © « Cuts Costs 


Talk about selling features! The Cardineer 
offers your customers so many advantages 
that selling is usually only a matter of 
demonstrating. 


Each Cardineer INSTANTLY brings up to 
6000 records to the operator’s finger tips for 
speedier posting and reference work. Elimi- 
nates wasted office motions. Greatly reduces 
fatigue and eye-strain. Portable. Available for 


either manual or electrical operation. Readily 
adaptable to present and future records. 


Right now, when increased production re- 
quires rapid expansion of all records, you'll 
want to stock and sell this remarkable new 
DIEBOLD Business Tool. Newspaper mats, 
direct mail and a complete sales training 
program are available to help you sell the 
Cardineer. Write today for full details. 
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DIEBOLD SAFE & LOCK CO., CANTON, OHIO 


OTHER DIEBOLD BUSINESS TOOLS THAT ARE MAKING MONEY FOR DEALERS 


REVELDEX | piepold SECTIONAL 
For complete | DRAWER VISIBLE FILES 
ee | 34 reference rec- e COMPLETE LINE OF 
| FIRE-RESISTIVE SAFES © 
VERTICAL AND COUNTER 
CASHGARD CHESTS 
REVOLVING, SLIDING 
TRAY LEDGER SAFES * 
ELECTRIC REKORDESK SAFES 


ords. Two or 

g more records 

can be simul- 

taneously ex- 

posed. Speedy. 
Compact. 





®DIEBOLD 


REFERENCE PANELS 


For fast one gums 
or two-line’ 
indexing 
jobs. Cards 
in perfor- 
ated strips 
typed with- 
out special attachments. 





RECORD SYSTEMS EQUIP- 
MENT, SAFES, MONEY 
CHESTS, BANK VAULTS. 
EXPERT REPAIR SERVICE 
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OFFICE APPLIANCES 








This is a photograph of the 
crowd inspecting the Glider 
File which “stole” the shows 
at Philadelphia and many 


other exhibits. 


The sign on the side panel 


tells the story. 


Glider Files “steal” the show on 
the floors of every dealer repre- 


senting the line. 
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10 times a day-365 days a year 


The gruelling test a 


GLIDER FILE DRAWER 


loaded with 9] 
Subjected to on a POUNDS Was 


Result: No Meg 












INAND OUT ii 


100 Years 


testing machine 
Surable Wear 
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Browne-Morse 


Company 


Manufacturers of Steel Office Equipment and Filing Supplies for over 30 years 


Muskegon 





Michigan 





























ADVANCED STYLING « LUXURIOUS COMFORT +* RARE CRAFTSMANSHIP 


IN THE INCOMPARABLE Yee = TRADITION 


THE MILWAUKEE CHAIR CO. 
MILWAUKEE, WISCONSIN 
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COMPARE THIS EXCLUSIVE THREE-ROD 
FILE WITH ANY OTHER KIND AND YOU 
.. ——}| WILL LEARN WHY TRI-GUARD IS THE 
OUTSTANDING FILING DEVELOPMENT IN YEARS.... 


Here is a truly revolutionary improvement in filing. Guides slide on three rods and support as well as 


index contents of drawer without compression and frequent adjustment of the follower. Compare Tri-Guard 














{ 
| 











with any one rod file and see how it saves time, work and money. 
Tri-Guard serves your customers best, and this exclusive feature is available in steel and wood files at 
no extra cost. The patented 3-rod feature assures G/W dealers of all the supply business. Write for in- 


formation about our money-making franchise, and remember Globe-Wernicke sells through dealers instead 


of competing with them. 


NEW TRI-GUARD FILE OLD ONE ROD FILE 




















THE NEW TRI-GUARD WAY 


The Tri-Guard principle 
makes it easy to file or find. 
A “V" shaped file pocket is 
formed by a touch of the fin- 
gers ... ample working space. 


THE OLD WAY 


In an ordinary one rod file it 
is push and pull for the file 
clerk all day‘long. Guides 
and folders soon wear out. 


TRI-GUARD IS NEW 
DIFFERENT AND BETTER 


The Tri-Guard principle makes it 
easy to file or find, and helps pre- 
vent errors. Guides and folders last 
longer. There is more efficiency 
with less work and expense. 


Globe-Wernicke 


(Ol areilalat-}emmelalie) 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Service Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Specia! Steel 
oF and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 
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SELLING OFFICE FURNITURE 
WITH MODELS IN MINIATURE 
(Continued from page 84) 
in “clinching sales” that would 
never have been made if we had 
not used the miniature model plan. 
The era of “any old thing will 
do” in the office is over. Now, as 


never before, and particularly 
now with defense programs mak- 
ing full demands upon industry, 
large and small alike, there will 
be a demand upon offices to turn 
out maximum work with minimum 
hours. In order to do this, modern 
office equipment with comfortable 
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working environment is required. 
Now is the time for the small 
dealer to bend his efforts toward 
making replacements and selling 
additional equipment to offices 
with the least amount of time ex- 
pended to both the purchasing 
agents and himself. 


Techniques Required to Sell Office 
Furniture to the Movie Trade 


HE moving picture trade is not 

hard to Sell if you can deliver 
the goods, and desperately hard to 
sell if you can not deliver. That 
is the opinion of E. Navarrete, 
one of the proprietors of the 
United Desk Company in Los An- 
geles, a man who has built up a 
fine volume of business in the 
highest type merchandise with 
this industry. 

In selling the studios office 
equipment for use in their own 
offices the word never is “price,” 
Mr. Navarrete points out, but it is 
“individuality.” In this industry 
executives are accustomed to han- 
dling money in large sums and 
they think in large sums. That 
being the case there is no use in 
saying, “This is cheaper than 
that.” The thing to say is, “We 
shall make you something not du- 
plicated elsewhere even by our- 
selves and the quality will be un- 
surpassed. You may have your 
representatives watch it being 
made step by step if you wish!” 

Desks larger than the average, 
with more hand carving than the 
average, grain perfectly matched, 
extra large drawers; all of these 
are considerations in desks for the 
moving picture trade and it is not 
uncommon to put in a month and 
a half on a desk. It does not make 
any difference if it takes a work- 
man an extra day to provide some 
special feature desired. The point 
is the dealer must go all the way, 
not part of the way. 


Why Detail in Pictures? 


This writer asked this question 
when told about the chairs made 
for the United States Senate 
scenes in “Mr. Deeds Goes to 
Washington”—“‘Why make expen- 
sive chairs for a scene? Why not 
whack them out of cheap wood 
since they would probably photo- 


BY J. EDWARD TUFFT 


graph just as well anyway? A lot 
of things that look rich in pictures 
need not be rich in reality, need 
they?” 

The answer was, “Hundreds of 
thousands of dollars are spent on 
a picture which may yield a profit 
of a million dollars, so in the first 
place the extra money spent for 
exactly the right thing in a chair 
or a desk is very small propor- 
tionately even although it might 
look large to the individual when 
thought of all by itself. Then 
again the amount of detail in 
planning a desk or a chair, the 
coming and going, the designing 
and the carving, the transporting, 
etc., are all pretty much fixed 
costs. That being the case it is 
better after all to pile that cost 
into a chair that still has a value 
after the picture is made. The 
wood used then makes small dif- 
ference in total cost from a com- 
parative standpoint. 

“The chairs for the Senate scene 
were designed from pictures of 
such chairs and we are sure they 
satisfied the deepest instinct of 
the most careful critic seeing the 
picture. That final assurance even 
in office appliances for an imag- 
inary scene in a well-known set- 
ting is worth a lot.” 


Makes Office Set-Up in Shop 


This company has a number of 
sample or set-up rooms of its own 
where any kind of an elaborate 
office set-up can be shown in ad- 
vance, giving the prospective cus- 
tomer at least a fair idea of how 
his office will look. Draperies are 
changed for that purpose on the 
windows and other changes made 
in keeping with the proposed color 


scheme. When they talk about 
leather upholstered chairs instead 
of bringing in a small piece of 
leather Mr. Navarrete always 
brings in a complete hide. The 
effect is much better and it gives 
the subconscious impression of a 
shop that will not stint, a shop 
that has materials in abundance 
and is willing to go all the way. 
Of course, a room Set-up for a 
movie executive or any other ma- 
jor executive cannot be exact for 
the individual hand carving, etc., 
is not there, but it does give the 
general impression to which can 
be added the exclusiveness of in- 
dividual personal touches. 


Making Contacts 


Contacts originally were made 
quite largely through downtown 
professional men such as physi- 
cians and attorneys who had mov- 
ing picture clients. A great many 
such men themselves are demand- 
ing individually designed chairs, 
tables, and desks. By going all the 
way with them in detail, accom- 
modation, promptness, courtesy, 
etc., without stinting because of 
price, forgetting competition if 
any, this company made the nec- 
essary friends, Mr. Navarrete says, 
and then the drift into the moving 
picture industry came by way of 
recommendation. 

Only the most skilled workmen 
are employed, men who under 
European apprenticeship systems 
have learned their trades thor- 
oughly and have the patience to 
do their work painstakingly. The 
hurry of mass production is not 
permitted. 

Approximately one-third of the 
office furniture business of this 
firm is now special orders in the 
upper price brackets while the 
display of leather is one of the 
largest in the area. 





RECENT 
INSTALLATIONS 


A MODERN SETTING CRE- 
ATED BY STOW-DAVIS.— 
Shown here is the lobby of the 
Ford administration building, 
Dearborn, Mich., after it was 
outfitted with furniture and 
equipment of the Stow-Davis 
Furniture Company, Grand 
Rapids, Mich. This is a first- 
class example of what results 
can be obtained by careful 
planning to make the various 
factors match and merge into 
a pleasing whole. The deco- 
rative ceiling, modern style 
chairs and tables, indirect 
lighting and large glass doors 
all combine to form an attrac- 
tive picture. 


ANOTHER STOW-DAVIS IN- 
STALLATION.—Shown here is 
the private office of George L. 
McKeesson, president of the 
Haughton Elevator Company, 
Toledo, Ohio, after it was 
equipped with products of the 
Stow-Davis Furniture Company. 
This installation is unusual in 
that planning and careful 
choosing of individual pieces 
have tended to create a mod- 
ernistic setting without the 
slightest loss of beauty or dig- 
nity. It will be noted that the 
desk, chairs and file have been 
picked in a shade to blend per- 
fectly with the ceiling, walls 
and venetian blinds of the 
office. 
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FEATURING ARTILITY 
CHAIRS.—Solid comfort as 
well as attractive appearance 
are provided by this set of 
chairs manufactured by the 
Artility Metal Products, Inc., 
and recently installed in the 
offices of Oriole Cafeterias, 
Inc., Baltimore, Md. Modern in 
appearance and _ construction 
the chairs give a definite 
streamlining effect to the en- 
tire office. The installation was 
made by Modern Stationery & 
Printing Company, Baltimore. 





PLENTY OF WORKING SPACE. 
—This battery of desks manu- 
factured by the Michigan Desk 
Company was recently installed 
in the offices of William Iselin, 
Grand Rapids, after a similar 
installation was made in his 
New York City offices. Hand- 
some in appearance and sturdy 
of construction the desks are 
built to provide the maximum 
of working space without 
crowding. 


RECENT 
INSTALLATIONS 


GLOBE-WERNICKE ON PAR- 
ADE.— The Globe - Wernicke 
Co.'s “Streamliner” desks in a 
beautiful seal gray were used 
in the attractive new offices of 
the Illinois National Casualty 
Company, Springfield, ill. The 
installation was made by the 
Simmons Office Supply & 
Equipment Company, which re- 
ported a thoroughly satisfied 
customer when the furniture 
was in and the job completed. 





ANOTHER “STREAMLINER” 
INSTALLATION.—The Fort 
Worth, Tex., branch of the 
Container Corporation of Amer- 
ica is shown here after being 
equipped with ‘’Streamliner”’ 
office equipment made by The 
Globe-Wernicke Co., and in- 
stalled by the Hoera-Rosenthal 
Company of Fort Worth. This 
is another good example of the 
pleasing appearance which can 
be obtained by equipping an 
office with one type or style of 
furniture. 
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The Use of 
Photographs 
Builds Office 


Furniture 
Oales 


By A. J. LARSON 


FFICE equipment houses which 
[] follow the national trend and 
use those sales tools that business 
men are conscious of may cash-in 
by building sales of desks and 
office equipment at the present 
time, is the belief of officials of 
the D. C. Wax Company, Port- 
land, Ore. That national trend is 
the use of photographs for pros- 
pects to inspect. 

During the past two years, with 
the rapid growth of pictorial mag- 
azines which have made the 
United States photograph or pic- 
ture conscious, this firm has used 
photographs with good success in 
showing prospects just what other 
offices they have furnished look 
like as to desks, chairs, tables, fil- 
ing cabinets, safes, typewriters, 
adding machines and desk acces- 
sories. 

These photographs are available 
for salesmen of the company to 
use in showing prospects or may 
be used in newspapers with other 
photographs, especially when some 
business hduse or plant remodels 
or erects a new building 








Furniture in the Offices of the Portland Bottling Works, Portland, Ore., Installed 
by the D. C. Wax Company. This is one of the pictures used by members of the 
Wax sales staff when calling on prospects. 


An instance of this was when 
the Portland Bottling Works re- 
cently opened a new $250,000 
plant. Through a special section 
in one of the papers this plant in- 
vited the general public to a night 
of tours, refreshments and special 
programs. Naturally, pictures of 
the plant were used copiously. 
Tying in with this section the 
D. C. Wax Company had a photo- 
graph included which showed the 
desks, office equipment, and chairs 
which they had installed in the 
general office 

This naturally created a gen- 
eral impression on the public and 
other business men that this firm 
had the latest and most modern 
equipment for office use 

Such a build-up makes it an 
-asier job selling when one of the 
D. C. Wax Company’s representa- 
tives calls on prospects. 

It may be that an office man- 
ager would say to one of the Wax 
salesmen: “I need a new desk, 
something different that would 


serve me and help make my work 
more efficient. What have you?” 

Out comes a photograph from 
the brief case, or the prospect 
may be taken to the firm’s place 
of business and he sees a photo- 
graph with this explanation: 

“Here is a picture of the gen- 
eral office of the new Portland 
Bottling Works. There is the desk 
of the office manager and head 
bookkeeper. He chose this one be- 
cause it was just what he needed 
for his work. Your work is sim- 
ilar. Over here is a model of the 
desk on display. Just step over 
here and see how it’s made.” 

The idea works equally well in 
demonstrating desks or office 
equipment to shipping clerks, sales 
managers, advertising managers, 
inventory clerks, cashiers or what 
have you. 

Letting a prospect see a picture 
of what someone else has pur- 
chasea in the way of modern 
office equipment is a sure fire way 
to build sales. 





AUTOMATIC FILE & INDEX INSTALLATION.—The Automatic File & Index Company, Green Bay, Wis., manu- 
factured this unusual posting tray installation consisting of fifteen special cabinets to house forty-five special 


size Automatic expanding and compressing posting trays. 


Each tray sits on a shelf mountéd on ball-bearing 


progressive suspension slides and below each top shelf is a sliding reference shelf. The installation was made 
by Koke-Chapman Company, Eugene, Ore., in the Lane County tax assessor's office. 























“We can’t fire her—she’s the only one 
who understands our filing system” 


Don’t Let HER 


Seare You 
Get a ifs 





Ready-to-Use 
Cleardex 


Anybody Can Install It 
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: Anybody Can Run It 














Page one of a new eight 
page Pf Cleardex cir- 


cular No.25 for our dealers 














Read Next Three Pages 


























Tw Some New 


Dollars at a Profit 


Within close range of most #2 dealers are many a 


correspondence file that is bunglesome and _ inefficient, 


but which could be easily revamped and 


rearranged 


with a #2 Cleardex that would bring joy to any 


ottice, and at a cost of the materials only. 


If you 


want to turn some new dollars at a profit, start digging 


up those old, out-moded files and equip them with a 


Sf Cleardex. 


MONROE 
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WHOLESALE DISTRIBUTORS 





New York 3oston 
The Weis Manufacturing Co., Inc. Adams, Cushing & Foster 
54 - 56 Franklin St. Incorporated 


Omaha 
Carpenter Paper Company 


So simple anybody 


can run it. 


MICHIGAN 


Chicago 
Associated Stationers 
Supply Company 


Oklahoma City 
Carpenter Paper Company 














Wits 
LEARDEX 


no. CAZSA 


Consists of set 25 A-Z Metal Tabbed Press- 
board Indexes, set of 25 A-Z Red Mis- 
cellaneous Folders and 100 DM8023 Medium 
Weight Duo Top Manila Correspondence 
Folders. All packed ready to be installed 
in customer’s file. 


Wie 
CLEARDE 


no. CAZOR 



















Consists of set 25 A-Z Plain Tab Press- 
board Indexes, set of 25 A-Z Red Mis- 
cellaneous Folders and 100 DM8023 Medium 
Weight Duo Top Manila Correspondence 








Folders. All packed—ready to be installed 






in customer’s file. 
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Anybody ean install it 


Anybody ean run it 


Read Preceding Three Pages 
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An Inside Story _ 
Worth Knowing 






No. 1414 
Modern Executive Type—66°x36" 


Style No. 2913% 
STYLE and QUALITY PRUS 





INDIANA DESK COMPANY 


INDIANA 


JASPER 





It’s pretty difficult to look at a 
watermelon and tell how good it’s 
going to be. That’s why it’s help- 
ful if the grocer plugs the melon 


and reveals the “INSIDE STORY.” 


Like the watermelon, most desks 
seem desirable at first glance. How- 
ever, their true merit is another 
“INSIDE STORY” that successful 
dealers want to hear about. 

That’s why it is important to do 
business with INDIANA DESK CO. 
—an old, established manufacturer 
whose reputation for integrity and 
good workmanship leave nothing 
to the imagination. 


Indiana Desks measure up to the 
most rigid examination. Every com- 
ponent part of our product re- 
ceives the same painstaking atten- 
tion. This is the quality that makes 
our “INSIDE STORY” interesting 
to the trade. 

Dealers can buy Indiana Desks 
with confidence and sell them with 
pride to their most discriminating 
customers. 


Write for YOUR copy of our 
CATALOG. 
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Quick adjustment for Simple adjustment for Quick back rest depth 
seat height. back rest height. control. 


One Tua Three 


..and this Posture Chair FITS! 


EES AEE IRR AR 
SELFIT is the name= 
Entirely Self-fitting! 


@ One of the most outstanding features of 
Harter’s new Selfit Chair, for office use, is the 
ease and simplicity with which adjustments can 
be made to an individual’s requirements for 


good posture. 


Only three simple adjustments are necessary. 
With quick-acting hand controls, anyone can 
make these adjustments — one, two, three — in- 
stantly, easily! The need for individual fitting 
services, for special fitting tools, is entirely 
eliminated. Anyone can use this chair and be 


assured of good, comfortable posture. 


Here’s a chance for concentrated chair selling, 
an easier way to posture profits. Learn more 
about it. Write today for complete information 
on Selfit, as well as the many other Harter Steel 
Chairs —all of them ‘Leaders in the Steel Chair 
Field.”’ 


THE HARTER CORPORATION, STURGIS, MICH. 


New York, 354 Fourth Avenue. Chicago, 14 East Jackson Bivd. 
Export Dept.: 1120 Chester Ave., Cleveland, Ohio 


| | See the complete HARTER LINE 


Stationers Convention Palmer House 


Chicago, Oct. 6-9 oe O O 7 H A- 6 
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STRAIGHT CUT Folders 
(not printed) 5 weights, 4 
grades. 





1/2 CUT NAME AND 
NUMBER Folders 5 weights, 
4 grades. 





FILING POCKET, Stocked 
in a variety of tabs and width 
of gussets. 





You are facing the greatest Transfer Season in history—but, will 
you be prepared for it? 


Millions of guides, folders, labels, cards, etc., will be required for 
the transfer of National Defense Records. Your share in this great 
buying surge will depend upon the completeness of your line and 
your ability to fill orders from stock. 


*Y and E,” with its extensive line of transfer supplies, offers you 
one complete source of supply for thousands of stock items. Trans- 
fer supplies made of superior quality to meet the severe needs of 
business operating under a war economy. 


The completeness of the “Y and E” line, the tremendous 
inventory of stock items, and the quality of the products, make the 
“Y and E” franchise more desirable now than ever before. Write 
today, and let us tell you how this valuable franchise may be 
secured. 


YAWMAN AND ERBE MFG. CO. 


1099 JAY STREET, ROCHESTER, N. Y. 
“FOREMOST FOR MORE THAN SIXTY YEARS” 
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MILLIONS FOR DEFENSE 








1/3 CUT (not printed) 
Folders 3 weights, 3 grades. 





“Y and E’ DIRECT NAME 
Folders, plain o¢ reinforced 
tabs. 





“Y and E” PERIOD Folders, 
Stocked in sets of 2, 4, 6, 12. 
For all Filing Systems. 
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MOSLER SAFE EQUIPMENT IN 
USE.— The Inter-State Na- 
tional Bank, Kansas City, Mo., 
recently went Mosler by this 
installation which consists of 
two Mosler Safe Company’s 
three-drawer insulated record 
containers in which substitute 
drawers have been placed in- 
stead of the normal three legal 
cap files which are standard in- 
terior arrangement. 


ANOTHER MOSLER INSTALL- 
ATION.—In the offices of the 
Paul J. Quetscke Company is a 
Mosler “A” insulated record 
container on either side of a 
four-hour Underwriters Labora- 
tories labeled safe. The record 
containers provide the con- 
venience of a file with the pro- 
tection of a safe. A recessed 
door permits installation in cor- 
ners or other limited areas and 
conserves floor space. 


RECENT 
INSTALLATIONS 


A BATTERY OF MURPHY 
RESTAURANT CHAIRS IN 
SERVICE.—The executives’ 
dining room of The National 
Cash Register Company, Day- 
ton, Ohio, photographed after 
a large installation of chairs of 
the Murphy Chair Company, 
Owensboro, Ky., was made. 
Built for an attractive appear- 
ance as well as solid comfort, 
the chairs are made of solid 
walnut and are upholstered in 
top grain leather. 
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An “All-Uut’ Installation of Office 


Furniture and Accessories 


HEN the _ Rollins-Burdick- 

Hunter Company, Chicago, 
one of the largest general insur- 
ance brokerage firms in the 
United States, began feeling the 
need for larger and more efficient 
quarters, A. J. Hedman, manager 
of the furniture planning division 
of Horder’s, Inc., heard about it. 
He makes it his business to hear 
about such things. With charac- 
teristic vigor, he got busy, con- 
sulted Ralph Stockton, office man- 
ager of Rollins-Burdick-Hunter, 
and then began making layouts, 
designs and written recommenda- 
tions in cooperation with C. H. 
Carlson, Horder’s Chicago sales 
manager. The result was the big 
installation pictured in part on 
the opposite page. 

Upon Mr. Hedman’s recom- 
mendation, the building owners 
lined the ceilings with acoustic 
tile and equipped the windows 
with Venetian blinds. His plans 
took into consideration the two 
primary factors of operating effi- 
ciency and appearance value. That 
the goals were reached is indi- 
cated by the fact that the insur- 
ance company’s business has in- 
creased substantially since moving 
into the new offices. 


Walnut Furniture Chosen 


In the seven private offices, the 
reception room and the general 
office, walnut furniture was in- 
stalled throughout. Partitions, 


cabinets and special furniture 
were finished in walnut to match. 

Efficiency in work flow was as- 
sured by a layout that placed 





Horder's, Inc., Chicago, 
Completely Equip New 
Uffices of the Hollins- 
Burdick-Hunter Com- 
pany, Large Insurance 
Brokerage House in 


Chicago 


closely related departments in 
close proximity. All brokers are 
located along one wall in parti- 
tioned offices, all furnished alike. 
Just across the aisle are the policy 
writers. Throughout the general 
area counterheight equipment was 
avoided. Instead, desk height files 
were put into service for housing 
temporary filing of all current let- 
ters and documents. 

Located at the center of one 
side of the general office area is 
a glass enclosed switchboard. The 
operator on duty is able to see 
every desk except those in the 
private offices. Thus a phone call 
for a broker who may be tem- 
porarily away from his desk but 












































somewhere in the office can be 
switched to him without delay. 
Of special interest is the cash- 
ier’s office, which is equipped with 
built-in fireproof and burglarproof 
files and safes, made by The Vic- 
tor Safe & Equipment Company. 
This installation made it unneces- 
sary to have a vault in the office. 


Private Files for Officers 


No files are located in the ex- 
ecutive offices. Secretaries to ex- 
ecutives are positioned just out- 
side the private offices, where files 
are sunk into the walls so that the 
drawer fronts are flush with the 
walls when the files are closed. 

All furniture throughout the 
offices is of wood, except the filing 
cabinets. The 150 steel files in- 
volved, both two and four drawer 
sizes, were made by the Columbia 
Steel Equipment Company. 

The wood desks in the general 
and executive offices, totaling 115, 
were produced by The Leopold 
Company. 

About 200 wood chairs were in- 
cluded in the installation, all of 
them coming: from the factory of 
the Johnson Chair Company. The 
posture type was provided for all 
stenographic and clerical em- 
ployees. 

The reception room and all the 
executive offices are richly car- 
peted. All other floors are covered 
with rubber tile. 

As a final bit of evidence that 
this installation job was complete. 
Horder’s men furnished the sup- 
ply room, the ladies’ lounge and 
the men’s rest room. 

































































Greatly Reduced Floor Plan Showing Various Kinds of Furniture in Place in the Offices of the Rollins-Burdick-Hunter Com- 
pany, Chicago. This plan and all the details attendant upon its preparation, were worked out by A. J. Hedman of the 
office furniture department of Horder’s, Inc. An idea as to the size of this installation job can be had by just a casual 


study of the floor plan. 
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ROLLINS-BURDICK-HUNTER COMPANY, CHICAGO, “OR- 
DERED FROM HORDER.’’—These new offices of the Rollins- 
Burdick-Hunter Company, insurance brokers, were entirely 
equipped by the office furniture department of Horder’s, Inc., 
Chicago. 1. Office of the president, richly carpeted and fur- 
nished with comfortable leather upholstered chairs and daven- 
port. 2. A view of the general office, where partitions, filing 
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cabinets and railings are all low, providing an unobstructed 
perspective and offering no barriers to free circulation of air. 
3. General filing department. 4. Reception room. 5. Private 
office of Herbert Lorber, vice-president and general manager. 
6. Cashier’s cage equipped wtih built-in fireproof and burglar- 
proof cabinets and safes, eliminating necessity for a vault. 
Beauty and utility were nicely combined in this installation. 
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OFFICE APPLIANCES 





USE and 
OCCUPATION 
advantages 
build a vigor- 
ous, growing 


demand for 


JACKSON 
DESKS 





Modernize 
Your Office 


for EFFICIENCY 
CONVENIENCE 
APPEARANCE 


Additional facts of mate- 
rial, dimension and sizes 
are given in our current 
catalog. See our repre- 
sentative when he calls 
or at the stationers con- 
vention in Chicago Oct. 
6-9 for latest details of 
prices and deliveries. 


Jasper 


Representatives: 


James H. Davison, Hotel Figueroa, Los Angeles, Cal. 






No. F760S 


Every desirable feature available to desk management is 
incorporated in this good furniture: Fine styling, quality 
materials and finish — smooth, noiseless operation, positive 
action locking device — all quickly responsive to the user's 
touch. And the layout of filing and storage space is so 
adaptable that your prospect can visualize minutes of time 
saved every day all over his job with the use of one of 


these excellent desks. Sales wait only upon your display 


and demonstration. 


No. F3066 





ice Furniture Co. 


J A S p E R S. R. Evans, 421 Hampton Court, Athens, Ga. 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio 


Marion V. Follin, 220 Fairbanks Road, Riverside, Ill. 
George B. Wray, 130 W. 42d St., Room 819, New York | N D IANA Charles L. Pettibone, Bedford, Ohio 





L. H. McDaniel, 2718 Cockrell Ave., Ft. Worth, Tex. 
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Announcing 


NEW STREAMLINE BASE 


.. With SHIELDED CASTERS * 


(PATENTS PENDING) 





No. 2425 
STURGIS SIDE ARM CHAIR 


(No. 2825 Same Except Has 
Solid Back) 





SWIVEL CHAIR 


(No. 2450 Same Except Has 
Open Back) 











= 
/ Ny | NOTE »> 
Caster swivels 
within the base 
| 
U 
No. 2475 No. 2800 
cidade latte Taaphatgie STURGIS ARM SWIVEL CHAIR 
(No. 2875 Same Except Has No. 2680 
Solid Back) (No. 2400 SAME EXCEPT HAS OPEN BACK) Spring Back—Adjustable 


% This new, patented idea of "Shielded Casters" is the most sensational im- 
provement in chair design and construction during the past decade. 


The casters revolve within the base itself—out of the way—unseen. An 
idea that is new, different and certain to make a hit! 


The streamlined base is of steel construction with all joints neatly welded. 


SOLD EXCLUSIVELY THROUGH DEALERS 


STURGIS POSTURE CHAIR COMPANY 


STURGIS, MICHIGAN 
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HOOSIER DESK COMPANY RECOMMENDS THIS BRILLIANT DESK LINE! 


me CHIEFTAIN sue * 














STREAMLINED BEAUTY! SUPERIOR SELLING 
FEATURES! DESTINED FOR SALES LEADER- 
SHIP. PRICED TO GIVE YOU REAL PROFITS i 
AND EASY SALES. 





% You're looking at a desk whose beauty is more than skin deep. 


> 
Look at These Special Features! oo seg ts 
Back of its eye-appealing streamlined design is Hoosier’s famous 
© General Deccription—Ail genuine walnut exterior. Streamlined rounded quality construction. Like every Hoosier Desk, the Chieftain is 
edges throughout Recessed base is heavy stock, strongly reinforced and - 5 
Grooved for protective heavy rubber band. Top is S ply, 13%” thick BUILT TRUE CLEAR THRU. The Chieftain is a complete 


Panels are S ply, 1 thick; edges banded with solid wainut rims 
: , : ' : «= 
suite of matching pieces. Here is today’s finest example of the 


© Drawers—Solid wainut fronts Sides and back are solid oak with 3 ply 


oak bottoms. Center drawer has pin tray. All drawers equipped with rich, warm beauty in modern office furniture made of wood. 
adjustable loose partitions operating in drawer sides for utmost con - 

venience Hoosier prides itself on being able to keep its products well abreast 
@ Hardware—Correctly designed cast bar drawer pulls. Handsome dul! of the times. New refinements, new units and new suites are con- 
chromium finish with black lines and black catalin on ends of pull Knee 

drawer has heavy paracentric key type lock. Exclusive metal locking stantly added to accomplish this end. Many different designs are 


device prevents drawers sticking, assures easy operation always 


offered in the various Hoosier Series. We will be glad 


@ Finish—Soft brown walnut color finished with 3 coats of Duco lacquer 
dull rubbed. All drawers are finished inside to send you catalog with full particulars upon request. | 


HOOSIER DESKS 








We are making every effort to maintain our regular Steel Age service 
during this period of national emergency. In the event that the needs of 


the defense program temporarily influence this service. we know we can 


depend on the cooperation and understanding of every Steel Age dealer 


T 
7 


in order that the national security may have first consideration. This is 


another way we can serve...for the duration.” 


CORRY- JAMESTOWN MANUFACTURING CORP e Corry, PENNSYLVANIA 
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The NEW ANZAC 


leather 


ANZAC Added value at no increase in cost ....durable,... 
GRANADA economical .... hand-antiqued .... pliable... . stylish 
GUILDHALL . 
WESTMINSTER .... Smooth in appearance .... modern. 
DOWN—CUSHION . 
CANTERBURY Here is the practical all purpose upholstery leather de- 
COLONIAL signed especially for office and lobby furniture. ‘The 
OTTAWA pula s : 2s 
DIXIE ANZAC is supplied in the durable linseed oil finish — and 
cities equally adapted for tight, spring, down or rubber cush- 
Eagle Ottawa Leathers ioned units. 


We invite you to visit our sales offices and see the com- 


plete line of colors including popular pastel shades. 





New York...............2 Park Avenue 

Chicago, Ill.........720 N. Michigan Ave. 

High Point, N. C.............300 S. Main 

i DL Backs a occa ok 1602 Locust St. 

Los Angeles, Calif.....1035 S. Grand Ave. 

San Francisco, Calif.......615 Howard St. 

Portland, Ore.......1238 N. W. Glisan St. 

| srg Grand Haven, Mich.. . ..9 Beech St. 
: 

| the Stow and Bevis Farsi See 





ture Co. is covered with 
Eagle-Ottawa leather. 






bi GRAND HAVEN, MICHIGAN 
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.. Modern Chair-Action for 
Executive Posture Chairs.. 


Here’s a Chair Iron that adds powerful SALES 
APPEAL to the finest Executive Posture Chairs and 
typists chairs. It's SYNCRO-TILT, engineered for new 
comfort, new convenience, new “'sitting’” satisfaction, 


freedom from fatigue. 


With a SYNCRO-TILT Chair Iron on the chairs 
YOU sell, you can really do some boasting—and 
expect to be BELIEVED—about “Rocking chair com- 
fort,"" body-bracing, muscle-resting, form fitting ad- 
justment, greater working efficiency through perfect Uvy P 5 : : 
working comfort, and many other advantages. CY NERO] ll. Principle pei ie ae 

Lean back in a SYNCRO-TILT equipped chair! The tilt 
is easy, smooth, uniform, “soft” in its response to your 


How is this possible? 


SYNCRO.-TILT is a marvel of “comfort-engineering,”’ 
combining steel, springs, (or Rubber Cushions), gears 
and hand wheels, in a compact, sturdy, efficient unit 
that is little short of sensational in its operation. 
It has EVERY adjustment needed to fit your chair to 
its occupant . . . Spring back action, up-and-down, 
forward or backward, back adjustment, back angle- 
adjustment, tilt-tension adjustment—all adjustable by 
simple easy-operating finger wheels, actuating springs 


weight, yet definitely firm and solid. Gives you a feeling 
of security and perfect relaxation. There’s no up-and- 
down “rub” of the back pad to wrinkle and shine your 
coat back or bump your shoulder blades . .. and no 
uncomfortable restriction of blood circulation at your 
knees when you lean back, as in other chairs. All move- 
ment is SYNCHRONIZED for perfect tilting comfort, or 
firm, comfortable support in the chair’s working position. 

SYNCRO-TILT appeals to Office Buyers and Office 
Managers who know that perfect comfort pays rich divi- 
dends in greater working efficiency. Put ONE SYNCRO- 


TILT-equipped Chair in every office and watch it DO 
THE SELLING FOR YOU! 


* BOLENS NERC Mf Chair Irons... For all types and sizes of Chairs 


a 


et 
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fl 


j . Style GRL High Fulcrum : “0m 
No. 378 Posture Chair Iron Style VR Low Fulcrum RUB RUBBER CUSHION Tilting ot he Spring Back, Sin No. 3750 Stenographers 
for Executive's Chairs BER CUSHION Chair Iron 4nq Revolving Chair Iron. 9!@ Spring Stenographers Chair Iron for lighter chairs 
and fine Typists Chairs. for finest tilting and revolv- Style GL High Fulcrum Chair Iron with Double post with single post back. 
Spring Action. ing office chairs. Double Spring Tilting and back. 
Revolving Chair Iron. 


@ Bolens Posture Chair Irons. Available with single or double 
post, rigid or adjustable back plate. 


IMPORTANT SALES FEATURES on Modern . : 
Office Chairs. Write for latest Catalog on () ’ ] VV 
BOLENS CHAIR IRONS. 1 yt 


Wisconsin 


directly or through gear and screw mechanism. 
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“What Period Uo You Belong To!" 


Note.—In the June, 1922, issue 
of Orrice APPLIANCES, substantial 
portions of the text and several of 
the illustrations of the original 
treatise were presented with the 
permission of The Office Specialty 
Manufacturing Company, Ltd. Ap- 
pearance of the new copy this 
year, with much identical material 
plus illustrated comment about the 
changes in the office scene since 
1913, suggested the appropriate- 
ness of giving our present readers 
the opportunity to become ac- 
quainted with the valuable in- 
formation between the covers of 
the brochure. Once again we 
sought and secured permission to 
reproduce many of the sketches 
and portions of the text. 


HE investigations of archaeolo- 
T piste in all parts of the world 
fail to prove satisfactorily that 
prehistoric man had any fixed or 
premeditated idea of establishing 
or preserving records, nor did he 
care to communicate with persons 
at a distance. He lived in the dawn 
of reason and progress and his 
life must have been a constant 
struggle to obtain food and avoid 
being killed —veritably to eat or 
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2. Egyptian papyrus rec- 
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(Reduced reproductions of illustrations used in the June, 1922, issue of Office Appliances through the courtesy of the Office Specialty Manufac- 
turing Company, Ltd., of Canada. 


ords filed in chests with 
sliding covers. 3. The 
making and filing of pub- 
lic records in Babylon. 
4. Ancient Greeks dis- 
played laws, treaties, de- 
crees, etc., on the walls 
of temples. 5. Greek rec- 
ords written on parch- 
ment scrolls and stored 
in cylinders. 6. The tab- 
allae provided the Greeks 
and Romans with a con- 
venient method of re- 
cording current affairs. 
7. The making and keep- 
ing of books and records 
during the Dark Ages. 
8. Early English system 
of tally sticks devised for 
keeping records, when 
few people could read or 
write. 9. Recording de- 
vices of an early English 





Excerpts from the 1941 Re-Issue 
of a Brochure Originally Pub- 
lished by The Office Specialty 
Manufacturing Company, Ltd., 
Newmarket, Ont., Canada, in 1913. 


be eaten. He shared the possession 
of the earth with the mammoth, 
the cave-bear and the woolly 
rhinoceros. He was a nimble ex- 
ponent of the law of self-pres- 
ervation. 

He made articles of a strictly 
utilitarian nature, weapons of 
offense and defense, and crude 
utensils for cooking and house- 
hold use, and his only attempt at 
record-making seems to have been 
the carving of crude images and 
symbols of a rudimentary nature 
on the bones and horns of animals 
and on his cave walls... . 

Through the Ages of Stone, 
Bronze and Iron, when Man was 
emerging from primeval chaos 
and becoming conscious of the 
first glimmering of order, he 
apparently took no thought of 
preserving a record of his achieve- 
ments and possessions, or ac- 
cumulating knowledge, beyond the 

































trader. 





drawing and carving of crude and 
grotesque outlines of the things 
around which his world revolved. 
Therefore, it is only on his estab- 
lished ability to draw and carve, 
perhaps for pastime, perhaps for 
a more serious purpose, that he 
is entitled to a place in the 
chronology of Record-Keeping. 


Ancient Egyptian 


The Egyptians employed a 
method of writing which we call 
Hieroglyphics, in effect a series of 
pictures, and most of the existing 
records of their doings are de- 
rived from inscriptions in this 
form on temples, tombs and pub- 
lic buildings. ... 

It is safe to assume that the 
Egyptians had clearly defined 
methods of keeping records, for 
they were industrious engineers 
and traders. The Egyptian mer- 
chant marked his records on tab- 
lets, filed them on a rod for future 
reference. These tablets were of 
various materials—ivory, slate or 
ebony, but usually of clay, on 
which figures were inscribed with 
a pointed metal instrument or 
BHICK.. 0s 

(Turn to page 121, please) 





10. Iron bound 











“safes” during turbulent 
times of English history. 
11. North American In- 
dians making picture 
writing records. 12. 
Chinese methods of ac- 
counting and recording 
used until recently. 13. 
Envelopes, boxes and 
chests used for filing 
during the colonial pe- 
riod of American history. 
14. The period immedi- 
ately preceding the gen- 
eral adoption of modern 
filing and record keeping 
equipment. 15. Record 
files in an insurance of- 
fice. 16. Valuable rec- 
ords in use during the 
day are kept in steel 
vaults at night. 17. Fil- 
ing equipment in a 
“modern” office in about 




























Picture No. 1 is not shown here.) 
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Sources of Profit 


ges only on an exclusive basis. 
The exclusive Shaw-Walker dealer leads 

the field with products available from no other 

source. Exclusive items that buyers want. 


You can’t sell a Shaw-Walker file, a New 
Low Desk, a Fire-File—wn/less you are an 
exclusive Shaw-Walker dealer. . 


Each of Shaw-Walker’s 8000 items is 
designed to conserve and direct human energy 
for most productive office work. These items 
bring results to Shaw-Walker users. 


Shaw-Walker users can point to substantial 
increases in office production, space savings, 
time savings—all vitally important for the all- 
out production required today. 


You can sell these results which your cus- 
tomers want when you sell Shaw- Walker exclu- 
sively. Investigate the seven profit-features of 
the Shaw-Walker 8000-Item franchise. Write 





SHAW-WALKER 


MUSKEGON, MICHIGAN 








Prorit Features or SW 8000-ITEM FRANCHISE 
* Best Known Trademark °A Single Source of Supply 


¢ 8000 Items °¢* Extra Profits °* Simplified Selling 
¢ A Flow of Sales Helps * The New Low Desk 





‘§ 


ESIC be + 


FRR RRB na MN 





Se Be tk Ay Baka ET 








118 


OFFICE APPLIANCES 








QUALITY-BUILT upHotsrereD CHAIRS 
PRICED To EXPAND YOUR 
Pee NITURE SALES 













HERE’S WHY! 





We use Du Pont CAVA- 
LON, finest simulated 
leather obtainable. CAVA- 
LON is washable—water- 
proof and provides utmost 
beauty and lasting wear- 
ing qualities. 


The perfect chair 
for the customer 
who demands 
smart appearance, 
sturdy construction 
and durability at 
a moderate price. 


STENOGRAPHERS 
POSTURE No. 44LR 












Put these chairs on 
your sales floor—see 
for yourself how easi- 
ly they meet with cus- 
tomer approval. 








Write for 
Catalog 
showing com- 

plete line 





No. 875 
EXECUTIVE 









Jasper Seating Company 


JASPER, INDIANA 











Offer your customers 
operator-comfort with 
this finest of portable, 
adjustable office ma- 
chine stands. Incorpo- 
rated in this sturdy unit 
are all the features that 

help produce efficiency. 4 





Model No. ‘\ 
Think of the ease with which you can demon- 
strate (to a person of any height) that perfect 
eye level between work and chair is impor- 
tant and worth attaining as much as is good 
posture. Just turn a ball-bearing finger tip 
adjustment for proper height and lock in 
place with thumb wheel. 


Sell Quality — 


Yes, every inch of a KARLO Stand is made 
to withstand long and hard usage. Solid 
rubber wheel casters give easy portability. 
Firm base (three legs) produces a firm, sturdy 
stand that has proper distribution of weight 
to eliminate vibration. Will even sit firm on 
uneven floor. 


KARLO Stands are available in a choice 
of baked enamel colors. All metal construc- 
tion except top which is selected plywood, 
expertly finished in oak, mahogany or walnut. 
Available with elevated check table and slid- 
ing baseboard. 





; Get the facts today! 
Prices, dealers dis- 


; 2 counts and dealer 
me = helps sent on request. 
‘ 


b) 
KARL Manufacturing Co. 


641 Front Ave., N. W. 
GRAND RAPIDS, MICH. 


Model No. 1DS 
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MOSLER 


INSULATED 
RECORD 
CONTAINERS 


PATENT APPLIED FOR 


FILE CONVENIENCE 
SAFE PROTECTION 





Four Drawer Letter File with Security Compartment in place of Top 
Drawer. This Compartment has a Combination Lock and Underwriters’ 
Laboratories Labeled Relocking Device. It affords protection and 





privacy for personal and confidential papers and other documents, and | 


the Contents are subject to 10% discount in burglary insurance. 


ATTENTION, DEALERS! 


THIS ITEM REALLY SELLS ITSELF, BECAUSE: 


1. It is the only item of its kind on the market. This takes it 
out of competition. Think what that means to you. 


i] 


It is not only a File—it’s also a Safe. 


3. It has Measured Protection built into it, not only with respect 
to FIRE, but also with respect to FALL during a FIRE. 


4. It is the only Insulated Record Container or File bearing 
BOTH the Underwriters’ Laboratories and Safe Manufacturers 


National Association Labels for BOTH ONE-HOUR FIRE PRO.- | 


TECTION AND 30-FOOT DROP immediately after having been 
heated to 2,000 degrees F. 


5. It has a Receding Door, thereby saving space. 

6. It has Interchangeable Insert Drawers, taking care of every 
filing need. 

7. It can be provided with a Combination Lock in addition to its 
Key Lock, thereby giving Dual Control. 

8. It can have Linoleum-Covered Top, creating a counter or desk, 
and can, if required, have Swivel Wheels, so that it may be 
easily moved. 

9. Its finish, while normally wrinkle 


green, can be flat green, mahogany 
grained or walnut grained. 


10. Even more important—it provides 
ONE-HOUR FIRE PROTECTION at 
point of use. —_ 





DEALERS attending the 
N.S.A. Convention in Chi- 
cago, October 6 to 9, are 
cordially invited to visit 
our exhibit at our sales- 
rooms, 214 West Jackson 
Boulevard. 














THE MOSLER SAFE CO. 


The Largest Buliders of Safes and Vaults in the World 


320 FIFTH AVE.., FACTORIES: 
NEW YORK CITY HAMILTON, OHIO 
BOSTON CHICAGO PITTSBURGH 
84 Sudbury St. 214 W. Jackson Blvd 395 Union Trust Bldg. 


Cincinnati, Cleveland, Covington, Ky., Detroit, Dallas, Kansas City, 
Los Angeles, Portland, Ore., Washington, D. C., and 
Other Principal Cities in the United States. 
Colombia, S. A Havana — Hawaii— Manilla — Panama— Puerto Rico 
Shanghai—-Tokyo— Venezuela, S. A. 
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“WHAT PERIOD DO YOU BE- 
LONG TO?” 


(Continued from page 116) 


The Egyptian gained tremen- 
dous facility in the making and 
keeping of records by the dis- 
covery and use of papyrus and the 
pen or brush, as against the 
earlier method of carving on 
stone, ivory and clay. So long as 
the Egyptian had to laboriously 
carve his characters, he confined 
himself to the recording of im- 
portant events. When he learned 
to draw and paint his characters 
on papyrus and parchment, his 
operations broadened consider- 
Se 

Recent translations of ancient 
Babylonian and Assyrian records 
reveal the interesting fact that 
many of them relate to business 
transactions and disputes. 

The Babylonians developed a 
banking system, in which they de- 
posited and issued “brick” cheques 
and bills of exchange. About 
1000 B. C. there existed in Babylon 
a firm of bankers and money- 
lenders operating under the name 
of “The Sons of Egibi.” This firm 
attained such wealth and influ- 
ence that one writer describes 
them as “the Rothschilds of the 
ancient world.” The operations of 
this firm were noted down on clay 
tablets, and filed in stone jars 
bearing the name of contracting 
parties and witnesses. A general 
practice in those days of record- 
ing real estate and other finan- 
cial transactions was to inscribe 
the conditions on tablets in dupli- 
cate. The first copy was inscribed 
and baked. A cover of soft clay 
would then be made and a copy 
of the original document written 
upon it. This document would be 
filed in the record office and could 
be seen at any time upon pay- 
ment of a fee. In case of dispute, 
and upon payment of an extra 
fee, the outer cover would be 
broken and the original con- 
sulted, after which it would be 
again encased in an envelope of 
clay and re-filed.... 

The operation of signing docu- 
ments with a seal cut into a roller 
was also a common practice. This 
is the antecedent of our present- 
day rubber stamp. 


Ancient Grecian 


The mountains of Greece 
afforded the people of that time 
an inexhaustible supply of fine 
marble and thus it is that Greek 
tablets exist today in great num- 
bers. The Romans, by contrast, 
used bronze tables to a great ex- 


tent, many of which were de- 
stroyed by recurring conflagra- 
tions or were melted into coins 
or vessels by the Romans them- 
selves or successful invading 
armies. Some Greek inscriptions 
on bronze tablets still remain and 
a number of short inscriptions 
worked on lead, in rolled-up form; 
but it is because the Greeks 
habitually inscribed on enduring 
marble that we are able to know 
so much of their laws and 
customs. ... 


Ancient Greek and Roman 


The ancient Greeks and Romans 
made a step forward in facility 
when they adopted, in addition to 
the carving of bronze, marble and 
stone tablets, the use of parch- 
ment and papyrus rolls. Later on, 
these rolls were superseded by the 
parchment book and the “Codex.” 
The scribe of those days was able 
to purchase separate sheets of 
parchment, or a roll complete in 
one piece, the latter being joined 
so smoothly that it offered no 
objection to his writing opera- 
tions. The writing was placed 
lengthwise on the roll and on one 
side only, and if the work was 
of great length, it was divided into 
volumes in order to facilitate ref- 
erence to it. The heading was 
sometimes placed at the end of 
the article so that this would be 
visible when the parchment was 
Slightly unrolled... . 

To meet the demand for a 
medium of quick and convenient 
writing and record-keeping, the 
ancient Greeks and Romans 
evolved an article styled in the 
Latin tongue a “taballae.” The 
ordinary taballae was a small ob- 
long slab of wood, sometimes made 
of beech or fir but more particu- 
larly of boxwood. Into one, or 
sometimes both surfaces of the 
slab, a panel was sunk, leaving a 
narrow margin of wood on the 
edges, which panel was coated 
with wax, usually black in color, 
thus providing a writing surface 
very similar to the modern school 
slate in appearance and effect. 
This wax offered a surface upon 
which records were readily in- 
scribed with a stylus or graphium 
pencil. A great advantage attach- 
ing to these tablets was that the 
characters could be readily ob- 
literated and a fresh, smooth 
surface provided for further 
records. .. . 

A very important part of the 
duties of the monks of the dark 
ages was the reproduction of cur- 
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rent and existing literary works, 
the translation and duplication of 
Latin manuscripts, and, in fact, 
these monks are generally credited 
with the preservation of the Latin 
tongue. In about the sixth cen- 
tury the monks commenced to put 
into practice the methods carried 
out to perfection by our modern 
reference and lending libraries. 
About this time St. Benedict 
ordered the monks in his charge 
to “borrow a book and read it 
through,” and this being done, it 
was found that the books became 
too numerous to be kept in the 
church and they were stored in 
the cloister in specially-made 
chests. The observances of the 
Augustinian monks contained 
rules for the binding, repairing 
and cataloguing of books by the 
appointed librarian... . 


England—Twelfth Century 


The English Exchequer evolved 
in the twelfth century a system 
of “tallies” which enabled them 
to bring the recording of receipts 
and payments down to the com- 
prehension of the people who 
could neither read or write—in 
those days the great majority. 


The English Exchequer at this 
time was composed of great offi- 
cers of state and constables and 
marshals, who were’ respon- 
sible for vouchers produced by 
accountants. The treasurer dic- 
tated from the “pipe roll” par- 
ticulars of fixed charges for taxes 
and privileges. The state of each 


“account was exhibited on the 


table by means of counters so that 
they would be clear to the illit- 
erate members of the assembly. 
A scribe wrote out the writs and 
summonses and kept a duplicate 
copy of the great roll. But be- 
tween the sheriff and those re- 
quired to make payments there 
existed a system of “tallies.” These 
“tallies” consisted of sticks of 
wood into which were cut notches 
of varying length, shape and 
width. After the tally was notched 
it was placed in a vise and split 
into two parts with half the notch 
showing on each side. One side 
remained in the possession of the 
sheriff and the duplicate was 
handed to the payer as his re- 
ceipt. When further payments 
were made the two pieces were 
put together and a suitable notch 
made. The sheriff would write the 
name of the payer on one end of 
the stick, nail a piece of leather 
to the other end, and hang it 
among his records. In case of dis- 
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The Office of Today Gives an Impression of Prestige, Reflected by Suitable Appointments. 





OFFICE APPLIANCES 








Leaders in all 


walks of life are realizing the importance of environment and the true value of color in its influence on creative 
endeavor, its power to soothe the eye and mind, and so appointments of the office that give pleasure and satis- 
faction are assets reflected in finer judgment and better results. 


pute both sides of the tally were 
produced and decision given ac- 
cording to whether the notches 
corresponded or not.... 


England—Sixteenth Century 


It was during the sixteenth cen- 
tury that England laid the foun- 
dations of the gigantic export and 
import trade that made her the 
first commercial nation in the 
world. 

The artist, Holbein, has given 
us in one of his pictures an almost 
photographic record of how the 
London merchant of the period 
conducted his correspondence and 
made and kept his records. On 
the wall are shelves for holding 
letters and invoices; on the rack 
are strips of paper for sealing let- 
ters and documents, and _ sus- 
pended from the shelf is a twine 
container—an article which still 
exists in some parts of Canada. 
On the table before him is a com- 
bined cash-box and inkwell—quill 
pen, seal, tape measure, scissors 
and sand-shaker with which he 
would sprinkle sand over his let- 
ters for the purpose of blotting 
them. A set of scales is shown 
hanging from the shelf directly 
behind him. Correspondence and 


documents were written in the 
peculiar ornamental script of the 
time with quill pens, and for the 
purpose of preservation were kept 
in leather cases secured by straps 
and buckles. ... 


The Elizabethan Period 


In times of good Queen Bess, 
Raleigh and Drake, land wars, 
sea fights and internal strife were 
rife in England, and there was no 
highly developed scheme of keep- 
ing either private or governmental 
records. The methods of making 
records were much as described in 
the preceding paragraphs. The 
element of safety was of much 
more consideration than that of 
facility, and we find the docu- 
ments of state, the records of 
finance, private and public docu- 
ments written on parchment with 
a quill pen, rolled, tied with string 
or leather thong, and packed in 
sturdy oak chests, studded with 
nails and bound with iron 
strips. 


Chinese Recording Methods 


The prehistoric Chinese, in com- 
mon with his benighted brother 
in other parts of the early world, 
scratched his primitive symbols 


on bone and stone and etched his 
first records on slips of bamboo 
with a special knife. But the 
Chinese was perhaps the first to 
graduate to a more convenient 
method. When he first began to 
write in a literary sense, he traced 
his characters on tablets of wood 
with ink and a frayed bamboo 
stick. About 200 B. C. he devised 
a brush of hair or silk for this 
purpose and the discovery of 
paper making by Ts’ai Lun some 
hundred years later gave a great 
impetus to writing. 

The long unbroken record of 
Chinese writing and record-mak- 
ing includes practically every 
method by which man has ar- 
rived at the art of writing 
carving on stone, cutting of 
wooden blocks from which im- 
pressions were made on paper. 
Movable types of baked clay were 
used as far back as 1000 A. D., also 
type blocks of copper and lead. 
These methods contained the 
germs of the present art of print- 
ing. The Chinese printed an en- 
cyclopedia in about 1000 A. D. 
from characters cut in wood... . 

There was never a more pro- 
lific field for the melodramatic 

(Turn to page 129, please) 
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No. 30—60x32” 
List Price $49.50 


MICHIGAN 
HEALERs 


IN the United States and foreign coun- 
tries are finding the Number 30 Series 
ideal for the present demand. 


This series available in Oakolor, Wal- 
nut or Mahogany finish. Construction 
is improved and a pedestal typewriter 
desk to meet the present urgent need 
can now be had. Equipped with wood 
extension drawer runs—steel cross file 
trays available. 


Several sizes in flat tops and type- 
writer desks with stationery writing 
bed. 


Investigate! Price list and Folder with 
full details will be mailed on request. 


Michigan Desk Co. 


GRAND RAPIDS, MICHIGAN 


OFFICE APPLIANCES 


IF ITS DARNELL 
ITS EASY TO SELL! 


The Darnell line of floor protection 
products offer maximum profits. Their 
high quality and durable service 
guarantee customer satisfaction. 
Write for special dealer proposition. 























Darnell Corp., Ltd. 


LONG BEACH, CALIFORNIA 
36 N. CLINTON ST., CHICAGO 
60 WALKER ST., NEW YORK CITY 
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Better Protection 


EILIN 






SAFES 


The Dealer's Complete Line 





All Practical sizes of Underwriters ‘A’ and "'B" labeled 
safes, one hour safes, Security Chests and other protec- 
tive containers are available in the Meilink line. 

Any Meilink Safe can be equipped with interior filing 
equipment of corresponding size in any desired combina- 
tion of shelves, partitions and drawers including blueprint 
and plan file space and all other standard sizes. 

Structural strength of Meilink Safes is especially im- 
portant now when impact and explosion so seriously 
threaten security of business records. 


Meilink cooperates —does not compete. 


—helps work out individual fire protection 


Better problems. 

Features ‘aii er 
—offers interior planning and engineering 

Help the service. 

Dealer 


—aids with direct mail campaign material 
Sell! and a catalog designed for quick refer- 
ence and definite answers to most record 
safe problems. 


Write for full information and catalog. 


MEILINK STEEL SAFE CO. 


TOLEDO, OHIO 
CHICAGO NEW YORK 
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Dealers! 
Profits 


will surely be 
yours 






if you get in 
now while the 
opportunity is 
open to you. 

The Govern- 
ment Defense 
Activities af- 
fect every part 
of this country. 


No. 626 


The plants that are making war material 
are engaging thousands of additional drafts- 
men and each draftsman must have a stool. 


Many dealers are sending in sizeable or- 
ders for— 


UHL sTee 


High Desk Stools 


and they report that there is no difficulty 
making sales. 








If there is any war material be- 
ing made in your vicinity you will 
surely get some orders if you go 
after them. 


Ask for 
Catalog 
THE 
TOLEDO 
METAL 
FURNITURE 
COMPANY 


1726 Hastings St., 
TOLEDO, OHIO 
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BALANCED ACTION 
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A COMPLETE LINE 


OFFICE—STOOL AND TYPEWRITER IRONS. 
EQUIPPED WITH RUBBER CUSHIONS OR STEEL 
SPRINGS, C-K PRODUCTS ARE OF HIGHEST 
QUALITY, SERVICEABLE AND WELL BUILT 
CATALOG ON REQUEST 


OVER TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 


COLLIER-KEYWORTH COMPANY 


GARDNER, BPA SSAC WH USE TTS, os Ss A. 
EE AL ee 














Meet 






Competition 
Where 


Competition 








Begins... 


















e 
Write for fully 
illustrated 
catalog 











Competition doesn't begin at the 
dealer's . . . it begins at the factory 

. it begins with the designer .. . 

the craftsmen .. . the merchandising man 
. » « Only with "COMPETITION PROOF" 
built in QUALITY LEATHER FURNITURE 
such as EHRLICH'S can you be sure you 
are meeting the requirements of a hard 
competitor market. Ehrlich furniture is 
styled with all the sales factors BUILT IN." 










EHRLICH Upholstery WORKS 


520 West 43rd St., New York, N. Y. 
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So today we 
start on our second million 
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FFICE APPLIANCE DEALERS, the nation over, 
na ORES ete BEEN oe will join us in congratulating Mr. Peirce of the 
. me staion eines Pacific Desk Company, Los Angeles, for the splendid 
ores a cent merchandising job described in his recent letter which 
we are pleased to reproduce. 


ne @4**. 


Since 1876, it has been our pleasure to serve Amer- 
ican Industry by building the best desks and office 
furniture that we know how to build. The fine feeling 
of cooperation among our many dealer friends, ex- 
pressed so nicely by Mr. Peirce, is greatly appreciated. 


Leopold DESKS 


id 
and OFFICE Yi] ) FURNITURE 
ay « 

















A Request: 


In accordance with DEFENSE demands, we are forced to submit 
to our suppliers priority numbers when ordering supplies. 

Our dealers can cooperate in maintaining normal deliveries by 
submitting to us... with their orders . . . the name of the final 
purchaser and his priority number. 

Non-Defense orders will be filled as quickly as possible .. . 
but, in all cases, we require the final purchaser's name. 

We would suggest that the dealer concentrate his efforts in 
securing contracts from those companies engaged directly in De- 


fense work. 


Peerless Steel Equipment Company 


UNRUH AND HASBROOK STs. PHILADELPHIA, PA. 
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A revised Junior Cata- 
logue and Price List 
ace now available. 
Write for your copy. 





-H. GUNLOCKE CHAIR COMPANY 


WAYLAND, N. Y. 
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“WHAT PERIOD DO YOU BE- 
LONG TO?” 


(Continued from page 122) 


playwright than that supplied by 
the “missing papers” and “lost 
or stolen” wills. . . . Disorder was 
the order of the day, and although 
it must have been distracting and 
laborious to work among such 
conditions, there is a certain 
Johnsonian picturesqueness in the 
scene. 


In those days one of the chief 
duties of the lawyer’s clerk was 
the writing and duplication of 
wills, deeds, contracts and similar 
documents. These were written 
on parchment or paper with a 
goose quill—tapered and split— 
and ink; and very good ink it 
was, as is attested by its degree 
of legibility today. On every desk 
was a seal and sealing-wax and 
a candle for melting same, with 
which the documents were at- 
tested genuine. If, when the 
papers were signed and witnessed, 
they were of sufficient importance, 
they were tied with tape and filed 
in tin boxes, which were labeled 
with client’s name and further 
secured by cumbersome padlocks 
which any chance marauder could 
open with ease. Less important 
papers were stored in cupboards 
and on shelves to be covered with 
dust, eaten by mice and to suffer 
slow, but sure, disintegration... . 


Late Nineteenth Century 


Correspondence and other rec- 
ords were stored in rather a de- 
sultory way usually in upright 
boxes having a lid with a hinged 
drop front, and stacked like books 
on shelves. This was the day 
when high desks and stools were 
in vogue and gas was the illu- 
minating agent in the larger cities. 
This was before the day of type- 
writers, fountain pens, adding and 
billing machines, telephones or 
electricity, smooth-top desks, fil- 
ing cabinets or the letter copying 
machine which had its day in the 
early part of the twentieth cen- 
tury. 

Letters were handwritten and 
copies made in tissue books by a 


portant paper always commenced 
with misgivings and often ended 
in failure... 


Early Twentieth Century 


The earlier years of this century 
saw the beginning of vertical fil- 
ing of letters, invoices and other 
business records similar in prin- 
ciple to those of today. The 
drawer type filing cabinets were 
then made of wood, and compared 
to the modern steel filing cabi- 
net with drawers operating on 
smoothly gliding suspension slides, 
they were, in the main, cumber- 
some and bulky contrivances. 
Some of these out-moded files are 
still to be found lurking in old 
vaults and offices where the value 
of time, greater convenience and 
neatness are apparently of neg- 
ligible consequence. 

This period saw the advent of 
the flat-top desk, gradually re- 
placing the “roll-top,” “pigeon- 
hole” and “high-stool” desks, 
which are now practically extinct 
in present-day offices. Electric 
lighting began to illuminate 
hitherto dismal gas and kerosene- 
lit offices; the telephone replaced 
the messenger boy and became 
with the telegraph more exten- 
sively used as these services be- 
came more and more available in 
towns and cities across the con- 
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tinent. In the production of let- 
ter duplicates, a device known as 
the “Rapid Roller Copier” super- 
seded the “cider-press,” and, while 
having many advantages, its 
efficacy depended in a large de- 
gree on the ability of the office 
boy. 

Typewriters, calculating, posting 
and duplicating machines, with 
the greater expansion of business, 
gradually replaced tedious and 
unreliable manual operations. 
Gone were the ponderous and 
laborious ways of the office den- 
izens of the nineteenth century. 


Dawn of Modern Methods 


Filing of papers flat in drawers 
was practiced extensively for 
many types of records during the 
first decade of this century, and 
while it is true that unusually 
large and unfoldable papers or 
documents had, and still have, to 
be filed in this manner, the 
method whereby papers are placed 
on edge vertically in drawers, be- 
came recognized for its superior- 
ity not only because of its sim- 
plicity of classification and index- 
ing, but because of its space-sav- 
ing advantage, one very much re- 
spected in the high-rental offices 
of today. 

The Shannon filing system, a 
deviation of flat filing, which was 
devised about the year 1880, was 
well established in many business 
houses for filing all types of rec- 
ords. This method still has dis- 
tinct advantages under certain 
conditions, especially where papers 
in groups are required to be 
carried from the files. The fea- 
ture of this method is its safety 
against lost papers. Papers are 
“anchored” on a_ two-pronged 
arch, by means of which they can 
be referred to without removing 
them from their filed sequence.... 


The Office of Today 


The practice of keeping records 
is, though not always, consciously 
appreciated, perhaps the most im- 
portant function of any business 
or institution. Without records of 
previous transactions, plans and 
data of processing, outstanding 
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wet pad and pressure applied accounts, etc., any enterprise 
through the medium of a “cider- pomore INTRODUCES THE CONVOY.— would be soon defunct. Thus it is 
press” by an irresponsible office The DoMore Chair Company has recently that discerning business men rec- 
boy, who sooner or later omitted _ introduced as the latest number of its line ognize the need of filing facilities 
to use the protecting “oil sheets,” = -—“¥ — “y pe hs ogee that will properly house and pro- 
: ere. offers a ° e omor w - 
thereby reducing all previous rec- 1... postural features including the ex- tect their records, that will stand 
ords to an illegible and soggy 


erciser back. Seat height is adjustable the use and abuse of continual 
pulp. Every member of the staff from 17 to 20 inches and the seat is 19% service, and that will afford the 
was his own file clerk. Letters a es eg tar inches ep ultimate degree of speed and 
cushioned wi no sag’ springs and rub- 
and records would mysteriously ber. Beck rest is 18 inches wide by 14 accuracy in tabulating, in filing 
disappear and search for an im- inches high. and locating desired informaticn. 





RECENT 
INSTALLATIONS 


GUNLOCKE CHAIRS IN AN 
EDUCATIONAL SETTING. — 
This is a large reception room 
of an educational institution at 
Rochester, N. Y., after the 
W. H. Gunlocke Chair Com- 
pany, Wayland, N. Y., fur- 
nished it with the seating 
shown. Pleasing lines and 
deep, substantial upholstery 
were the features of these 
chairs and couches. The instal- 
lation was made by Mr. Sigl of 
the Yawman and Erbe Manu- 
facturing Company who re- 
ceived much praise from the 
school heads for the complete 
harmony of the upholstered 
pieces as well as the simplicity 
and practicability of the ar- 
rangement. 


YAWMAN AND ERBE EQUIP- 
MENT INSTALLED. — One of 
the general work offices of the 
Fidelity & Deposit Company of 
Maryland, in New York City, 
after being outfitted with 
equipment of the Yawman and 
Erbe Manufacturing Company, 
Rochester, N. Y. All desks 
shown are Styled Associate fin- 
ished in Neutra- Tone gray. 
Careful inspection of the pic- 
ture will show the inter-mem- 
bering in the same office of 
secretarial desks (with type- 
writer in pedestal) with drop- 
head typewriter desks without 
upsetting the general uniform- 
ity of the office. 


ANOTHER Y AND E JOB.— 
Yawman and Erbe created a 
first-class office for the Illinois 
Bell Telephone Company, Chi- 
cago. Of considerable interest 
is the modern counter in the 
left foreground. This counter 
and the Styled Associate desks 
are finished in Neutra - Tone 
gray. The counter has all 
rounded corners and counter- 
sunk panels. The top is on two 
levels and recessed for greater 
convenience. The cove type 
base is also recessed and is of 
blue linoleum. 
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STANDARDIZED ON THE 
SHAW-WALKER LOW DESK. 
—The Los Angeles branch of 
the General Insurance Com- 
pany of America recently 
equipped with fifty-eight low 
desks in the island base model 
as manufactured by The Shaw- 
Walker Company. The instalia- 
tion was made by the Grimes- 
Stassforth Company of Los An- 
geles, whose salesmen sold the 
insurance firm on the desk’s 
rolled edges, Shaw - Walker 
drawer organization features 
and other prominent factors. 
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SHAW-WALKER PRODUCTS 
PREDOMINATE. — The Louis- 
ville branch of the Home In- 
surance Company was recently 
100 per cent equipped with 
Shaw-Walker products by the 
Office Equipment Company, 
Louisville. In addition to eleven 
new low desks this office uses 
sixteen Shaw-Walker Free- 
Cousting five-drawer files and 
S-W chairs. 
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AN OFFICE TO BE PROUD OF. 
—An executive office of the 
Keystone Steel & Wire Com- 
pany, Peoria, Ill., after it was 
equipped with a wood desk of 
the Clemco Manufacturing 
Company, and chairs manufac- 
tured by the Johnson Chair 
Company, Chicago. It is te be 
noted how the beautifully- 
grained wood of the desk lends 
a finishing touch to the ensem- 
ble which is dignified and at- 
tractive and yet completely 
modern. 
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Letters That Pulled (ffice 


Furniture Business 


STEADY flow of letters to 

prospective purchasers does 
two things. It keeps those people 
from forgetting you are in the 
office furniture business within 
their reach and it suggests, or 
should suggest, items of interest 
to them, particularly new items. 

Steel office furniture, for exam- 
ple, is not a thing business men 
buy every day, as they may buy 
pencils, paper clips and carbon 
paper. They may not buy a nev 
file, a chair, a table, a desk, more 
than once a year. In the interim 
they may forget the dealer who 
has supplied them. They may 
feel no interest in going back a 
year from now to the same dealer 
they patronize today. It takes 
some form of contact to keep them 
reminded. Letters are the sim- 
plest and least expensive of 
methods. 

I have always been able to start 
business with a flight of form let- 
ters. Shown below are a few of 
the letters I have used and, almost 
without exception, such a mailing, 
accompanied by attractive adver- 
tising literature has resulted in 
inquiries and sales. 

I mail out a flight of letters and 
within a week I hear from re- 
cipients. I may get a mail inquiry 
or I may get a personal contact. 
Usually there is a purchase and 
always I get a prospect. And, 
taken as a whole, the letter system 
is responsible’ for calls from peo- 
ple who, when they do want some- 
thing, remember I am in the busi- 
ness. 


“Some Perhapses” Letter Is 
Effective 


This “Some Perhapses” letter 
was used successfully at the open- 
ing of 1940: 

Dear Sir: 

Perhaps No. 1. Perhaps you 
need something additional in 
office equipment to start the 
new year. 

Perhaps No. 2. Perhaps the 
old files are filled and you need 
more filing space. 

Perhaps No. 3. Perhaps you 
need another desk, office chair, 
storage cabinet, bookshelves, 
table—well, read the list on the 
left and see what you do want. 


By FRANK FARRINGTON 


Perhaps No. 4. Perhaps you 
need transfer files in which to 
store papers taken from the ac- 
tive files. Transfer files, steel, 
made to build up together, do 
not cost much. They make 
pretty good active files, too. 

Perhaps No. 5. Perhaps you 
need a safe. Some of the old 
iron safes are no longer fire- 
proof. The modern steel safe, 
though much lighter, does not 
lose its protective value with 
age as the old iron safes do. 

Perhaps No. 6. Perhaps you 
would like a small filing and 
storage unit for use at home. 

Perhaps No. 7. Perhaps your 
typewriter stand is wobbly, or 
your typewriting chair uncom- 
fortable. 

I could go on perhapsing for 
perhaps a dozen pages, but fig- 
ure it out for yourself. You 
know what you would like to 
have. Ask me for information. 

Cordially yours, 
Frank Farrington. 

No Perhaps About This: The 
county offices, the town clerk’s 
office, the bank, the state school, 
the Central high school, the 
hospital, all our physicians and 
dentists, most of our lawyers, 
insurance men, garages, lum- 
ber yards, and plenty more, use 
metal equipment and like it. 
FF. 


Another Good Letter Idea 


This “Every now and then” let- 
ter had names filled in and was 
used on the letterhead bearing the 
list of items on the margin: 

Every now and then. 

You want to add to your office 
equipment. 

You improve it by buying a 
new file, a new desk or chair or 
something else that makes for 
convenience. 

When you make it easier to 
do your work, you lower operat- 
ing costs. You and your assist- 
ants do the work quicker and 
easier. 

This means more time and 
energy for the work that counts. 


It means more profit at the end 

of the year. 

And the addition of new steel 
equipment increases your tangi- 
ble assets. Your office furniture, 
if modern steel, will always 
bring more money, will inven- 
tory higher, will depreciate less. 

Until you have used one of 
our aluminum office chairs, you 
haven’t known real permanent 
comfort. Swivel chairs, arm 
chairs, reception room chairs, 
correct posture chairs, all in 
great variety and of lifetime 
durability. 

Check over the list on the side 
of this letter and drop me a 
card, asking about any item in 
which you are interested. Let 
me call and give you full in- 
formation at your convenience. 
You will not be urged to buy. 
I will take no more of your time 
than you want to spare. 

The ... .. line is complete 
and none is better, none priced 
more to your advantage. 

Among users of this line are 
most of Delaware county’s 
banks, all of the county offices, 
a majority of the leading busi- 
ness and professional men on 
the county. There is something 
in this line that you could use 
to advantage. 

The “P. O. Latham” letter was 
one of a number I sent to the 
banks in my territory and it 
helped to keep them lined up for 
occasional needs: 

Dear Mr. P. O. Latham: 

Complete as your bank equip- 
ment is, there are times when 
you find it necessary to add fur- 
ther to your facilities. 

It may be additional filing 
cabinets, card indexes or card 
guides, a desk, a storage cabinet, 
a steel safe or a new note case 
like the one shown in the en- 
closed folder. Whatever you 
want in bank or vault equip- 
ment, I can supply it in the best 
of quality with the reputation 
of the .... Company behind it. 

Drop the enclosed postal card 
in the mail and I will see you 
and give you information and 
prices on anything that inter- 
ests you. In inviting me to call, 


(Turn to page 136, please) 

















ALL STYLES...and Versatility, too! 














Drawer Cabinet 
Model 8 


e Actually, there are two major reasons why Postindex 
is the ideal Visible Index File for you to handle. First, 
Postindex offers your customers exactly what they need 
—a record system that gives the life history of each item, 
signals the desired action, and can be kept up to date 
economically and with a minimum of effort. Second, sel- 
ling Postindex is not a complex operation. You need hire 
no high-price, specialized salesmen. Your present force 
can easily qualify with the aid of the well-organized 


sales training material we offer. 


Postindex Dealers are in a position to offer their custom- 


ers the most modern filing system (in a variety of styles 








Superior 
adaptability puts 
Postindex visible 
index files far ahead of 
the field..makes sales 


easy for you! 





Rotary Stand 
Model 12 





and sizes) available—at a time when accurate control, with 
a minimum of lost motion, is more important than ever. 


There’s more to this great sales story, though! Postindex 
Dealers can offer a visible record file which is unequal- 
led for adaptability to the consumer's need. The Trun- 
nion Wire form holder... the pocket-type holders for 
single cards... four-page forms ... hinge clips... and 
a combination of pocket form and cards on hinge 
clips are all sales advantages that can’t be matched. 


Perhaps your territory is still open. Write today for 
information to: POSTINDEX DIVISION, ART METAL 
CONSTRUCTION COMPANY, JAMESTOWN, N. Y. 


Sostindex Visthle files 


A DIVISION OF 
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OFFICE APPLIANCES 


Luxury = py ee ee 


FOR 


YOUR QUALITY BUYERS 


Men who own lovely homes, drive sleek looking motor cars and belong to 
smart country clubs, are prospects for NIEMANN Custom-Built leather furniture. 
These successful executives will appreciate the beauty and comfort of NIEMANN 
tailored furniture in their own business offices. 

NIEMANN identity in the fine furniture field dates back almost One 
Hundred Years. Our wealth of experience in quality furniture insures your 
profitable relationship with the Niemann Company. 


DISTINCTIVE NIEMANN FEATURES THAT CLINCH SALES 


*% Frames—-Specially designed and constructed 

% Interiors—Individually tied springs; all hair filled; Paratex pad tc 
platform and seating qualities 

% Leathers--From recognized best sources 

% Workmanship—By men highly skilled in upholstering leather furniture 

% Service—-Speedy—none of the usual wait for custom-built furniture. Geared 
fill dealer orders quickly. 


> improve the 


to 


Don’t miss the sales opportunity that Niemann representation affords in your 
community. INVESTIGATE. Write for Sales Brochure. 

















NEW MODERN SOFA—No. 231 








ENGLISH 
LOUNGE 
CHAIR— 
No. 211 


WING BACK 
CHAIR— 
No. 230 
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Dollars in Refinishing Ideas 


HERE are dollars in desk and 

chair refinishing ideas that will 
give unusual character to the ar- 
ticles. So says James McCormick, 
president of Parke-James & Com- 
pany, recently established San 
Francisco firm. Unusual ideas also 
serve as an opening wedge into 
home offices where styling with 
individual character goes well, it 
has been found. 

During these days when there is 
some uncertainty as to sources of 
supply, the refinishing of desks 
and chairs to give unusual effects 
will also help to fill in certain 
“holes” in stock, if these exist. 
From every viewpoint, therefore, 
it is profitable for the firm to look 
at the used desk taken in trade 
with an eye to possibilities of do- 
ing a remodeling job that will lift 
it out of the ordinary category and 
place it in the premium class. 

Here follow some examples of 
the type of work being done in 
that direction by Parke-James & 
Company. 


Rawhide Covering 


Recently an island-type desk of 
solid materials and good lines but 
somewhat battered in appearance 
came into possession of the firm. 
This was completely covered with 
rawhide, stretched and laid on 
while wet. Rawhide in its natural 
color was used, the result being a 


By ALLEN R. CARTER 


most unusual desk suitable for 
many types of offices where mod- 
ern, light-toned furnishings are 
wanted. 

Rawhide is not only very mascu- 
line in appearance but is a most 
durable material and can be ex- 
pected to give practically lifetime 
wear to the buyer, taking plenty 
of abuse as long as it is not cut 
with a knife. 

Use of rattan furniture is an- 
other angle being developed by 
Parke-James & Company to fill 
up many “holes.” This has been 
found very suitable for reception 
rooms, waiting rooms, etc., and 
when used with coarse fabric car- 
peting fits in well into many of- 
fices. Rattan is reported as being 
most durable and will take the 
kind of wear office furniture is 
given in those locations where it 
is used by numerous visitors. 

Refinishing in solid colors is an- 
other interesting angle that has 
been developed by this firm. A 
used desk, Mr. McCormick points 
out, is generally purchased on a 
fairly standardized basis and this 
opens up the door to four or five 
different prices from as many 
houses in a competitive area, de- 
pending on the valuation which 


they may place on the used article. 
But when a desk is individually 
refinished, it takes on a different 
character. 

Solid browns and metal tones 
such as gun metal, battleship gray, 
etc., are used in this refinishing 
work. This type of work is “farmed 
out” to a shop specializing in re- 
finishing, the colors and designs 
being first selected and instruc- 
tions given as to what is wanted. 


Cellophane Covers for Desks 


Another interesting feature seen 
at this firm’s display rooms is the 
use of Cellophane over the tops of 
desks. Wide sheets are used, com- 
pletely covering the desk tops and 
held down with transparent 
gummed tape a few inches down 
the sides of the desk. This pro- 
tects the finish so that there is 
seldom need for touch-up work be- 
fore the desk goes out to the cus- 
tomer. 

Finally, a follow-up program is 
used by Parke-James. When a desk 
is sold the firm undertakes to keep 
it in good shape for the buyer, 
sending over a man every month 
to go over the furniture and wax 
and polish it. This holds the con- 
tact, Mr. McCormick concludes, 
and assures that Parke-James will 
be in on the ground floor for any 
new items that may be purchased 
for the office. 


Portable Partitions for Model Hooms 


LTHOUGH the Western Of- 

fice Furniture Co., Los An- 
geles, Calif., isn’t equipped with 
permanent model rooms, it has 
worked out a method of providing 
a proper setting for a complete 
layout of office furniture through 
use of portable partitions. 

This store’s main showroom is 
on the first floor, and, like those 
of a good many other dealers, it 
is somewhat crowded, but there is 
a balcony formerly used for gen- 
eral showroom, which, with aid of 
the portable partitions, has been 
converted into a series of effective 
model offices. 

Using specially-designed wood 
partitions mounted on a pair of 
legs (one at either end) the com- 


pany has been able to create some 
ten rooms each measuring approx- 
imately twelve by fifteen feet. 
Since the partitions are easily 
movable, any two spaces can read- 
ily be thrown together to simulate 
a large office or an inside office 
and an anteroom. 

The partitions are only about 
four and one-half feet high—high 
enough to create an effective 
background for display of mer- 
chandise when a customer is seat- 
ed and yet not high enough to ob- 
struct a general view of the floor 
or to create serious rearrangement 
problems. Stained a dark mahog- 
any shade, the portable partitions 
harmonize nicely with any set of 
furniture. 


In the ten model rooms thus 
created, the company carries a 
representative assortment of com- 
plete office outfits. If an individ- 
ual customer wants to see a com- 
bination that’s different from any- 
thing currently on display in one 
of the rooms, it’s a simple matter 
to move that merchandise into 
place for him. 

When meeting customers at the 
store by appointment, the outside 
men plan to have any needed spe- 
cial arrangement set up in ad- 
vance. Asking the prospect to be 
seated at the desk in the specially 
set up room, the salesman gives 
him a feeling of importance, helps 
stimulate desire for ownership.— 
Bart. 
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LETTERS THAT PULLED OFFICE 
FURNITURE BUSINESS 


(Continued from page 132) 
you incur not the least obliga- 
tion to buy. 

I appreciate the attention you 
have given the various pieces of 
advertising I have sent you and 
I hope I may be of service. 


The Harmar letter shows how a 
specific proposition is presented in 
a way to make it understandable, 
right down to the last allspice: 

Dear Mr. Harmar: 

In order that you may know 
just what the proposal is for 
the contemplated purchase of a 
safe for the high school office 
records, here it is in dollars and 
cent ;. 

Tie safe is large enough to 
take care of all present and 
provable future needs. Inside 
diriensions, 62 inches high, 351, 
inches wide, 19% inches deep. 
Construction of the best grade 
and approved by the State 
Board of Education. 

The price of the safe is $423. 
Suitable interior filing equip- 
ment, optional, $150.75. Total, 
$573.65. 

On a basis of the full amount, 
$573.65, the cost to the tax- 
payers of your district would 


amount to about 3% cents on 
each $100 assessed valuation. 

I hope your board of educa- 
tion will see the importance of 
this very essential protection 
against possible loss by fire of 
valuable records that could not 
be replaced. 

Anything you may do to ad- 
vance the consideration of this 
safe proposal will be appre- 
ciated. 


An Appeal to Buy Fire 
Protection 


Here is another letter to a school 
board member, giving convincing 
figures on fires. (Incidentally, the 
National Fire Protection Associa- 
tion, Boston, Mass., can supply up- 
to-date information on the fre- 
quency, type, location and causes 
of fires.): 

Dear Mr. Blackstone: 

Every day of the year, 114 
fires. Three schoolhouse fires 
each two average days. 

You who are members of the 
Board of Education have done 
and are doing all you can to 
render the school children safe 
from fires. 

What about the _ school 
records? 

Records cannot be_ insured. 
Many of them cannot be re- 





OFFICE APPLIANCES 


placed. Once lost by fire, 
whether by a fire that destroys 
the building or by one that 
merely burns part of the com- 
bustible contents of the prin- 
cipal’s office, they are gone for- 
ever. Documents important to 
the history of the school and 
necessary as sources of refer- 
ence for present and past stu- 
dents should be adequately pro- 
tected from large and small 
fires. 

Three schoolhouse fires every 
two days in the United States 
and Canada! Of course, we 
think it will be some other 
school that will have the fire, 
but that is what they thought 
in those schools that burned. 
Cther schools, more carefully 
guarded even than yours have 
gone up in smoke. 

The better way is to install a 
modern steel fireproof safe and 
avoid being sorry later. I would 
be glad to submit a complete 
proposal for such a safe as you 
would require. I can give you 
blue prints and all details 
and so enable you to judge 
accurately as to what to do. I 
would be very glad to be instru- 
mental in providing your school 
with proper fire protection for 
its records. 


Making the Most of Store Traftic for 


Office Furniture Sales 


the office furniture depart- 
ment manager has on his hands 
is realizing a fair share of cus- 
tomer contacts from the station- 
ery store’s regular traffic. In the 
usual stationery store, office furni- 
ture is located on an upper floor, 
or at some similarly inconvenient 
point, which means that unless 
the visitor actually is interested 
in office furniture and equipment, 
he is likely to leave the store with- 
out a thought of it. One customer 
out of ten visits the office furni- 
ture department, it has been 
pointed out in many stores. Ac- 
cordingly, the problem resolves it- 
self into the question, “How can 
we get more business men to visit 
our office furniture sales floor?” 
Dameron-Pierson Company, Ltd.. 
New Orleans, La., which maintains 
one of the largest office furniture 


fy: OF the more difficult jobs 


Suggestions from the Experience of 
The Dameron-Pierson Company, Ltd., 
New Orleans, La. 


exhibition floors in the South, be- 
lieves the answer resides in a con- 
stant program in force among all 
employees of the store who come 
in contact with the public, and 
an “outside display” theme which 
creates consistent interest to every 
visitor 

Like other stationery firms with 
a complete line of office supplies 
and supplementary items, Dam- 
eron-Pierson’s chief stocks are in 
three departments on the first 
floor, all in charge of a separate 
manager, and maintained inde- 
pendently. Sales personnel in each 
department is trained for han- 
dling only the line featured. Yet, 


in line with a suggestive selling 
plan originated by Clarence F. 
Escher, manager of the office 
furniture and office equipment de- 
partments, each of the first floor 
salespeople are actually “furni- 
ture salesmen” in that they carry 
a strong responsibility in provid- 
ing prospects. 

Here’s how the plan operates. 
First, it is considered essential to 
the furniture section that it be 
mentioned to every customer that 
the department is in existence. 
Second, every customer should be 
contacted on the idea of at least 
looking over the stock. Finally, 
there should be some definite 
point at which it is possible to 
ascertain whether or not there is 
any opportunity of urging the cus- 
tomer upstairs. 

The plan revolves around a dis- 

(Turn to page 141, please) 














Meet Dany Sons Se 


B. L. MARBLE BUSINESS CHAIRS 


¥ ) 12342AF 


POSTURE CHAIRS? 


Yes ...@ most complete line for ex- 
ecutives, stenographers and all office 
workers. Upholstered and all-wood chairs 
in a variety of designs for use with wood 
or metal desks. Write for details. 











e No matter what the requirements may be, you'll find the 
answer to your selling problems in the extensive B. L. Marble 
line, unequaled for its flexibility and diversity of design. 
Furthermore, the prestige of the B. L. Marble name will 
help you build profitable sales volume! It's the best known, 
most dependable office chair line on the market. 


Most important of all, B. L. Marble continues to maintain 
a traditional reputation for exceptionally prompt shipments, 
even in these trying times when national defense is making 
such urgent demands on the nation’s resources. 


It will pay you to concentrate on B. L. Marble Business 
Chairs . . . the most complete line available from one source 
of supply. For the dealer, it means standardized and simplified 
selling .. . lower inventories. . . increased 
profits through quick turnover! Full par- 
ticulars of the B. L. Marble franchise will 
be sent promptly on request. 








THE B.-L. MARBLE CHAIMECOMPANY 


FOREMOST MANUFACTURERS OF WOOD OFFICE CHAIRS 


Bedford, Ohio, U.S.A. 





set taper Ny irbanhe nt Mec 414 amram 


minnpem teh steered HES 


pone 


panne mtespte = 

















QUICK 
PROFIT 
ITEMS 


FAIR 

















HUE a> A Glance at 


their prices and 
a comparison of quality will convince you that 
here’s America’s leading costumer line. Lac- 
quered-finished; hand-rubbed; tastefully de- 
signed in 6 modern styles. 








CHAIR CUSHIONS » » 


FAIR’S Sponge 
Rubber Chair 
Cushions combine comfort, quality and work- 
manship at a genuinely low price. Built of 
brand-new solid sponge rubber in 3 popular 
sizes. Neatly covered with velours, corduroys 
and combination reversible fibres. 








TYPEWRITER TABLES 


Another 
example of how 
concentration, specialization and mass produc- 
tion make it easy to clear greater profits. 

A staple number that equals your higher-priced 
lines in quality, workmanship and construction. 


In the face of material shortages, Fair promptly 
delivers the goods at exceptionally low prices. 


Fait Furniture Ca 


U.S.A. 











NEWARK, N. J. 
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FEATURES | 
| Movable form- 

fitting back. = iii ais 
lleavy, oval- OO... MOVABLE BACK 
shaped tubular) TUBULAR STEEL FRAME 


fhe Pestctandline folding chair ever 





‘sigue steel offered to the public seating market. 

leg i A movable back conforms with every 
body movement, assuring comfort _ 

White ‘en and correct posture. Untippable—eas- 

mar-proof feet. ily folded. Write for complete details. _ 


Tl: NORCOR 7 ha 


NORCOR MANUFACTURING CO. . GREEN BAY . WISCONSIN 


BENTSON 600 


STEEL FILING CABINET 


A Lifetime Value 
a wan 


SERVICE AND ECONOMY 
are always in demand! 
TALK ABOUT THESE FEATURES 
% Available in Every Size and 

Drawer Combination. 


Ten Roller, Cradle-Type Sus- 
pension. 


* 
% 28% Inch Cabinet Depth. 
% 263% Inches Clear Filing Space 
in each drawer. 
You'll Find High-Priced 
Features in the “600” Low 
Price Range. 


Write For Full Particulars. New 
catalog of complete line now avail- 
able. Write us if you have not 
received it. 


THE BENTSON 
MFG.COMPANY 


AURORA, ILLINOIS 
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Convenience and Comfort 


are essential to today’s program for maximum pro- 
duction. Both are amply provided in 


Facility 
POSTURE 
SEATING 


Designed = scientifi- 
cally, Facility 
chairs meet per- 
fectly the require- 
ments of modern 
business. By fur- 
nishing restful 
posture to the 
worker they help 
produce a_ better 
day’s output than 
is possible through 
the use of old 


style seating equip- 






ee ee 


ment. Important 
Facility features to 
consider are quali- 
ty of construction, 
correct designs 
that are attractive 
and adjustments 
that are simple and 
positive. 


Complete information to 


established dealers upon 
request 


FRITZ-CROSS COMPANY 


304 E. 4th Street St. Paul 
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TRADE MARK REG'D. 


with the two-purpose ‘‘turret-top’’! 


Cash in on the growing demand for 
haw office equipment by selling this fin 
g- est of new portable office tables. 


Outstanding and exclusive features 


Li ro 4 embodied in this table make it the 
e-* y ¥ best buy on the market—and easy 
FE ANY = \, to sell, too! 


‘Turret-Top’’ provides a 
protecting cover for Type 
"aed Mae d writers, Calculators, Duplica 

Ai tors, etc. When lowered 
the cover acts as an ex- 
tension to the ta 
ble top-—-making a 
working surface 
17”x38 26” high. 
This is an EXCLU 
SIVE VENUS FEA- 
TURE 

The ’Turret-Top” 
fits snugly against 
ends of the table 
top and “locks” 
into position—-cannot drop 
or fall. Easy to operate 
a single movement low- 
ers or raises each half. 

All parts are “formed” 
with soft, rounded edges 

not ‘angle iron construc- 
tion Built to the highest 
standard of quality 

Start today, send for a 
sample (list $12, less reg- 
ular dealer discount) and 
demonstrate the newest 
development in tables to 
your customers and pros- 


pects 











Literature om request. 


6633-39 SO. STATE. ST. 
CHICAGO, ILL. 





Arts Craftsmen 


Metal 


WE OFFICE MACHINE TABLE 
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IT’S WHAT'S IN 
HERE THAT COUNTS 





..».WHEN BUYERS DEMAND THE 
EXTRA MILEAGE— THE GREATER 
STAMINA — NEEDED IN TODAY'S 
EMERGENCY. 


Today’s fast tempo won’t tolerate unnecessary break- 
downs or delays in office routine. The more insistant a 
buyer becomes about “long life” and “dependable serv- 
ice” in the casters he buys — the easier it is to demon- 
strate Faultless wobble-proof, swivel construction. Be- 
cause there’s no substitute for TWO FULL ROWS of 
ball bearings, rolling around two uninterrupted race- 
ways, for sweet running, easier swiveling office chair 
casters. For full particulars ask for your copy of our 
LF Catalog. No obligation. 


FAULTLESS CASTER CORPORATION 
Dept. OA-9 


Branches in Principal Cities. 


FAULTLESS 


Evansville, Indiana 
Canadian factory, Stratford, Ontario 


DOUBLE BALL BEARING 


CASTERS 
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sent, but a proven fact. 


Thousands of Murphy Chairs are now in 


cal use in every tyPe of office and 
plant throughout the 


heir inbuilt quality—sen- 
ful design, placed them 


Not an idle staten 


practi 
manufacturing 
United States. T 
sible and health 


there. 
There’s no one device in bu 
move than a swivel chair. 


is more on the 
It is dragged, shoved, lifted, turned, wig- 
gled and swayed, and to meet all this 
mass-in-motion, Murphy has designed of- 
fice chairs to give comfort and to save the 
energy of people who think and work in a 
sitting position. 
Murphy office ¢ 
adjusted, body conf 
They actually produce mor 


siness that 


hairs are noiseless, easily 


lections. Be sure you have a copy: 
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orming and relaxing. 
e efficient em- 


. 69 contains other se- 


Posture Chair 
No. 249-AC 





Posture Chair 
No. 237 
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MAKING THE MOST OF STORE 
TRAFFIC FOR FURNITURE 
SALES 
(Continued from page 136) 
play of a typical custom-made 
walnut desk and handmade 
leather office chair set in a prom- 
inent location on the first floor, 
duplicating the appeal of a dis- 
play window directly in front of 
it. Although the first floor, like 
many stationery houses, is 
crammed to the limit with mer- 
chandise, Dameron - Pierson’s 
furniture department has earned 
the right to a space sufficiently 
large to show office furniture, 
simply because this has been 
proven a good source of prospects. 
Accordingly, there are _ periodic 
displays of furniture close at hand 
whenever a customer comes into 
the store to buy any type of office 

supplies. 

Salespeople on the first floor 
have been told that their efforts 
are just as important to the furni- 
ture department as those of the 
regular eight-man outside sales 
force, and to watch for every 
opportunity to suggest that their 
customers take a look at the office 
furniture model rooms one floor 
above. Eye-appealing and hand- 
some, the first floor furniture dis- 
play performs this function; so 
that the customer entering the 


store sees the office furniture in 
the window, and again on the 
sales floor. When the customer is 
seen to be looking at the display, 
it provides the cue for the sales- 
person to say, “Beautiful furni- 
ture, isn’t it? Would you care to 
see a dozen styles of that type 
of walnut furniture upstairs? I’d 
be glad to take you up myself.” 
Or some such approach. 


Prospect Escorted to Furniture 
Sales Floor 


Usually after a short conversa- 
tion, the salesperson can see 
whether the man is actually inter- 
ested. If he shows response, he is 
taken to the elevator, and per- 
sonally escorted to the furniture 
floor. The clerk takes “time out” 
for this activity with full sanction 
of the first floor management. It 
is important to escort him up- 
stairs, Mr. Escher explained, in 
that the man’s interest is kept up 
with conversation, and he does 
not feel lost when delivered to the 
furniture section. 


Entering the furniture depart- 
ment, the first floor salesperson 
does not relinquish the visitor 
until the latter has been cordially 
introduced to a furniture sales- 
man. He is then “turned over” to 
the furniture man, who will han- 
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dle him thereafter. 


“We feel that it is absolutely 
necessary that the visitor be 
courteously steered upstairs in 
this way,” it was explained, “with 
the thought that his friendship 
is thus bolstered.” After the pros- 
pect has been taken to the office 
furniture floor, it is the respon- 
sibility of the man on call to 
show him the six units of furni- 
ture on display, the chair mez- 
zanine which illustrates scores of 
chairs for all uses and to uncover 
what future selling opportunity 
may exist in this man’s business. 

Unless time-pressed, the aver- 
age visitor to the department will 
spend from fifteen minutes to 
half an hour asking questions and 
looking over the stock on view. 
When he leaves, his name and 
address is taken for addition to 
the office furniture mailing list. 
Thus the efforts of stationery 
sales people as well as the reg- 
ular force are added to office 
furniture promotion, and the 
Dameron-Pierson store has been 
able to show its furniture wares 
to approximately forty per cent 
of the total floor traffic in the 
store each month. Results have 
been that the prospect list has 
been greatly increased, and sales 
with it. 


Filing Equipment in the Furniture 
Merchandising Scheme 


HAT sales of filing equipment 
and systems can be profitably 
expanded, we are convinced. 

The following comments present 
an outline of what we have dis- 
covered to be very effective in 
producing a sharp increase in 
sales. It may be that we devote 
more time and effort to this par- 
ticular field than most firms, but 
the results have been so satisfac- 
tory that we feel the time has 
been well spent. 

We take special care in picking 
sales personnel for this field. If 
possible, we choose a man of our 
own who has a liking for detail 
and order, a mental curiosity, a 
sense of humor, patience and the 
ability to work with others. A final 
characteristic for which we search 
is an inbred sense of giving service 
on whatever job he may be work- 
ing. 


By DAN TOQUERO 


Sales Manager, 


Smith Brothers, Inc., 


Oakland, Calif. 








MR. TOQUERO 


After we have chosen the man, 
a thorough study of filing systems 
and their application is required 
of him. We keep a good library of 
text books covering all phases of 
this field. The study consists 
mainly of the rules of alphabet- 
izing, transfer and disposition of 
records, duplex and decimal sub- 
ject files, equipment and supplies, 
and analysis of files and incentive 
plans. This study is for the pur- 
pose of convincing the prospective 
salesman of the value of good 
filing systems and equipment. 

The main idea is a complete 
breakaway from the seemingly set 
rule of selling equipment on its 
mechanical features. We expect 
the man to know them, of course, 
but to mention them in the sales 
talk is strictly taboo. As a last 
resort, he might refer to them in 

(Turn to page 150, please) 
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RECENT 
INSTALLATIONS 


MILWAUKEE CHAIRS IN A 
DIGNIFIED SETTING.—Quiet 
yet attractive dignity marks the 
directors’ room of the Farm- 
ers’ and Bankers’ Life Insur- 
ance Company, Wichita, Kans. 
The beautiful paneling of 
the walls and the massive 
table called for something 
special in the way of chairs to 
match and the job was com- 
pleted with the installation of 
the chairs shown which are 
products of the Milwaukee 
Chair Company. It will be 
noted that the chairs lining the 
room around the wall are iden- 
tical with those at the direc- 
tors’ table. The _ installation 
was made by the Cast Office 
Supply Company, Wichita, Kans. 


ANOTHER MILWAUKEE 
CHAIR JOB.—Shown here is 
one of the large offices of the 
Victor Adding Machine Com- 
pany, Chicago, which was re- 
cently equipped with chairs of 
the Milwaukee Chair Company. 
An unusual feature of this job 
is the fact that it is a wood- 
steel combination, the wood 
chairs being finished to match 
perfectly with the steel desks 
shown in the picture. The Gen- 
eral Office Equipment Com- 
pany, Pittsburgh, Penna., was 
the dealer involved in this 
transaction. 


ecagonovoav 


DOMINATING PIECE IS AN 
IMPERIAL DESK. —A nation- 
ally-known steel company chose 
this desk of the Imperial Desk 
Company, Evansville, Ind., when 
it decided to refurnish several 
executive offices. The picture 
clearly demonstrates how well 
the beautiful desk is matched 
by the furnishings and furniture 
around it, the result of careful 
planning. 
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Inventory of Posture Chair 


VERY office equipment sales- 

man or sales manager has his 
own methods for selling posture 
chairs. The ideas and methods 
outlined in this article are based 
on actual experience through use 
by our organization. The various 
plans are evaluated in the light of 
our experience, and it should be 
borne in mind that what works 
well in one locality doesn’t always 
do so in another. 

There are two basic facts to re- 
member. First, you must be com- 
pletely convinced of the value of 
your product and of the very defi- 
nite help it will be to the man who 
buys it. If you’re not convinced, 
get an adjustable chair and give 
yourself a demonstration by trying 
it for a full week. This will con- 
vince you. It will also bring home 
the second basic point, which is 
that posture chairs, to be sold suc- 
cessfully, must be demonstrated to 
and used by the prospective cus- 
tomer. 


You can draw a floor plan to 
show a man how you can save 
floor space by replacing his four- 
drawer files with five-drawer ones, 
thereby giving him some apparent 
saving. You can show him how 
new duplicating equipment will 
save him time and therefore be 
worth while; but, even in this en- 
lightened age, it’s pretty hard to 
make him see how an adjustable 
chair represents a saving in time 
and expense for his office, unless 
you can get him to use it and find 
out for himself. Demonstration in 
the customer’s offices is the real 
source of sales. In fact, we find 
that the percentage of sales from 
actual demonstrations is between 
sixty per cent and seventy per 
cent, while sales made from verbal 
presentations are very, very small. 


Verbal Selling Ineffective 


Our first plan for promotion of 
posture chairs was based on verbal 
selling, with the idea that a man 
might be allowed to try a chair for 
a day or two. This was used, part- 
ly, because we did not realize the 
need for actual use by the cus- 
tomer and partly through the nat- 
ural fear that chairs would become 
damaged and unsalable if left on 
trial any length of time. 


Sales Ideas 


Demonstration of Utility in Cus- 
tomers’ Offices Only Method That 
Is Genuinely Effective in Selling 
the Intangible Value of Correci 


Posture for Sedentary Workers 


By C. R. KENDRICK 


The Kendrick-Bellamy Company, 


Denver, Colo. 
¥ 


The results were poor. True, we 
had a well-prepared lecture, with 
pictures and diagrams, telling how 
posture chairs would make the 
user sit up, thus giving plenty of 
room for lung expansion and nor- 
mal position of the vital organs; 
but it just didn’t click. Money was 
tight, the chairs were expensive, 
and buyers just wouldn’t believe 
the story. 

We began to try to place the 
chairs for demonstration osten- 
sibly to get buyers’ opinions. Of 
course, we explained the theory of 
better health and increased effi- 
ciency, but we asked the customer 
to try the chair, or have his secre- 
tary try it, and give us his honest, 
considered opinion. 

The results surprised us. Sales 
in proportion to demonstrations 
rose almost at once to the sixty 
per cent and seventy per cent 
mentioned above. This was proof 
of the way to sell posture chairs! 
Then we found that the demon- 
Sstrations could be much more ef- 
fective if we dropped the idea of 
trying to sell posture and concen- 
trated on comfort. It proved to be 
much easier to tell a man that we 
could give him a real working tool, 
which, in its different models, is 
adaptable to any job and adjust- 
able to any person who uses it, and 
that comfort promotes efficiency. 


The chief remaining problem 


was that of keeping salesmen after 
new prospects. The problem wasn’t 
so bad in the furniture depart- 
ment, but keeping general line 
men interested was a harder job. 
When the chairs were first pre- 
sented to the salesmen, their re- 
action was that they would not 
sell except in a few isolated cases. 
“The price is too high.” “It will 
take so long to sell one that it 
won’t be worth while.” This was 
the. general attitude to be over- 
come. 

We have tried the following plans 
to encourage salesmen on this par- 
ticular promotion: sales contests 
over a long period; personal dem- 
onstrators; demonstration quotas: 
demonstration bonuses. 


Of these, the last has been most 
successful! over a long period. 


How Sales Contests Function 


Sales contests work well for a 
limited time. We used a four- 
months period with a minimum 
quantity quota which must be 
made by at least one man before 
any prizes could be paid. In one 
of these contests, the prizes were 
desirable articles of furniture for 
home use; in the other, the prizes 
were cash. In each of the contests 
all but one man sold more than 
the minimum, but results were ap- 
preciably better when the prizes 
were tangible articles rather than 
cash. 

Results of the contests were very 
satisfactory. The contest idea is 
old and very good but on large or 
relatively high priced units it has 
disadvantages. First, salesmen are 
prone to forget other merchandise: 
second, effort is built up to a high 
pitch which cannot normally be 
retained and the salesman is liable 
to feel that he has made practi- 
cally all the sales he can on that 
item. Often this leads to slacking 
of effort and, consequently, of 
sales. 

In connection with the contests, 
and afterward, we gave each man 
a “personal demonstrator,” a chair 
which was his and his alone to use 
for demonstrations. A quota of 
one demonstration a week was set 
up, and each man was required to 
report each demonstration, giving 
the date on which the chair was 
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placed, the person who used it, and 
the date of sale or termination of 
the demonstration. This works 
well during a contest, but after- 
ward, if the salesman’s interest 
lags, he is liable to forget his 
aemonstrator entirely. 

Later, salesmen’s demonstrators 
were placed on the sales floor in a 
conspicuous place, each with a 
large tag bearing a man’s name. 
The idea behind this is to keep up 
a continual rivalry to see who can 
keep his chair out of the sales- 
room for the longest period of 
time. This idea has worked well 
for many firms, but was not satis- 
factory here. The salesmen re- 
sented publicity and there grew up 
a tendency to give very long trials 





just to keep the chairs off the 
Sales floor. 

The last method tried, and the 
one we are using at present, is 
that of bonuses for demonstra- 
tions. We give a cash bonus for 
every bona fide demonstration of 
an adjustable chair. The sales- 
man is required to make a regular 
report on each trial, showing 
length of demonstration, custom- 
er’s name and result of trial. He 
collects his bonus for the com- 
pleted demonstration, whether or 
not a sale is made. In addition, 
the only limit to the number of 
demonstrations a salesman may 
make is the amount of stock on 
hand. If he has ten chairs out at 
one time, more power to him! The 


TYPICAL POSTURE CHAIRS AVAILABLE FOR DEALER 
DISTRIBUTION.—Counter clockwise around the circle, 
starting at the top just left of the center: Goodform 
Posture Chair, The General Fireproofing Co., Youngs- 
town, Ohio; Uh! Steel Furniture Posture Chair, The 
Toledo Metal Furniture Co., Toledo, Ohio; Posture 
Chair, New Indiana Chair Co., Jasper, Ind. (outside); 


Posture Chair, Royal Metal Mfg. Co., Chicago, Ill. (in- 
side); Burns Office Chair, American Automatic Elec- 
tric Sales Co., Chicago, Ill. (outside); Posture Chair, 


Stow & Davis Furniture Co., Grand Rapids, Mich. (in- 
side); Air Duct Secretarial Chair, Domore Chair Co., 
Elkhart, Ind.; Posture Chair No. 65'2, The B. L. 
Marble Chair Co., Bedford, Ohio; Posture Chair, John- 
son Chair Co., Chicago, Ill.; Posture Chair, Milwaukee 
Chair Co., Milwaukee, Wisc.; Posture Chair, Sturgis 
Posture Chair Co., Sturgis, Mich.; Posture Chair, 
Jasper Seating Co., Jasper, Ind.; Posture Chair No. 
217-3-25, The Harter Corp., Sturgis, Mich.; Posture 
Chair, The Sikes Co., Inc., Buffalo, N. Y. (outside); 
Posture Chair, The Shaw-Walker Co., Muskegon, Mich. 
(inside); Posture Chair, Jasper Chair Co., Jasper, Ind. 
(outside); Air-Flow All Steel Posture Chair, Cramer 
Sate and Office Equipment Co., Kansas City, Mo. (in- 
side); Posture Chair, High Point Bending & Chair Co., 
Siler City, N. C.; Posture Chair, Murphy Chair Co., 
Owensboro, Ky.; Posture Chair, Bright Chair Co., Inc., 
New York, N. Y.; “Eff & C” Facility Posture Chair, 
The Fritz-Cross Co., St. Paul, Minn. All of the above 
posture chairs are available for dealer distribution 
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odds are that he will sell six or 
seven of them, and the price of 
the article is high enough to carry 
the bonus payments. 

This has been the most satisfac- 
tory plan so far. It keeps constant 
a high level of interest every day 
and helps to hold a good, steady 
turnover of the chairs. 

We're just hoping now that we 
can Still find a better idea, because 
it is easier to sell posture chairs 
today than it ever was. Deliveries 
are slow, but the salesman who 
keeps on making demonstrations 
now will build up a nice backlog of 
orders for the time when mer- 
chandise will be more plentiful 
and probably a good deal harder 
to sell. 












































OVE RE ee LIE Os Peo. 


i whee envern Sea 




















146 





BRIGHT 


SOFA NO. 7800S 


LEATHER 
OFFICE FURNITURE 
Our stylists, designers and craftsmen have the knack of fashion- 


ing beautiful leathers and woods into rich, luxurious comfortable 
and durable furniture—furniture which enables an executive 
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In the Bright catalog you ‘ : : : 
will find « variety of to give his business quarters that final touch expressive of his For the buyer who just must 
styles and designs to suit own individuality. With it all, Bright numbers are kept within have something entirely dif- 


mast of your trade. The ihe reach of the buyer's purse. They have the eye appeal that 


prices will attract you as 
well as your customers. gets the sale. 


ferent our designers and 
stylists are at your service— 
and we mean real service. 











SAVE SPACE SAFELY 
WITH IDEAL STANDS 


Ideal Stands provide compact, correct and safe support 
for calculators, adding machines and typewriters, with 
safe portability instantly available. Naturally leading 
dealers profitably push and stock Ideal Stands. They sell 
on sight and repeat exceptionally well. Ideal users 
always come’ back for more. 





Ideal Stands improve 
machine performance. 
They do the job right 
and save space safely. 
23-A (illustrated) is 
best-selling Ideal 
Stand. Once used, it 
becomes standard 








Note the distinctive 
ideal raising and low- 
ering device. 








Many other types 
available. Write to- 
day for Price List 6, 
catalog 840 and deal- 
er discounts. 





through 
dealers 
only 





SHERMAN-MANSON MFG. CO. 


625 South Kolmar Ave., Chicago 


Pacific Coast Representative: C. J. Schubert, Jr., 339 E. Third St., Los Angeles 








Come to Headquarters 
FOR BETTER BUILT 
SCHOOL CHAIRS 


Strongly 

Built for 

Extra Years 
of School 


usefulness 












New Indiana Chair Co., Jasper Indiana 


Tablet 
Chair 


k. als We also manufacture execu 





retarial and gen 
rdy cor eral office chairs, all wood 
ind genuine leather up 

Istered. Illustrations and 

general details are given 
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§ imple one hand operation. 
I, + has Automatic Expansion. 
Mooney making features. 


Priced right. 


up by construction. 


It rresistible sales appeal. 
te ompression. 


ping. 


Y our sales opportunity. 


629 W. WASHINGTON BLVD. DEPT. A-83 


SIMPLICITY 


IL argest capacity—least amount of space taken 


I + has Brushed Aluminum Bed prevents sheet slip- 


TT wo Lines—Single depth, Double depth. 


AUTOMATIC FILE & INDEX CO. 





CHICAGO, ILL. 

















“KEILTAR’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


| (U. S. Patent 1,782,622, Canadiat Patent 324,059. Other patents pending.) 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


1728-1736 Burnet Avenue Syracuse, New York 









































The best 
hit of the 





SUNRUCO CHAMPION 


Perfect “at bat’ and “‘in the field." The Sunruco Champion 
chair cushion consists of 2 inches of fluffy, foamed latex, 
molded in one piece, upholstered in boxed-edge style with 
fine quality brown or green Chevron cloth. 


Write for Catalog and Price List 





THE SUN RUBBER COMPANY 


BARBERTON OHIO U.S.A 
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DOMORE CHAIRS AT WORK. 
—An installation of the Do- 
More Chair Company's Air- 
Duct chairs was recently made 
in the offices of the Ben Hur 
Life Insurance Company, Craw- 
fordsville, Ind. This installa- 
tion, made by Decker’s, Inc., 
Lafayette, Ind., also included 
several DoMore executive mod- 
el chairs. 


A BATTERY OF DOMORE 
CHAIRS. — DoMore Air - Duct 
chairs were standardized re- 
cently in the offices of the 
Cedar Rapids Gazette, Cedar 
Rapids, lowa, when this battery 
was installed by the Holden- 
Kahler Company of that city. 


RECENT 
INSTALLATIONS 


STEEL DESKS.—The wide cor- 
ridor between offices in the 
Libby-Owens-Ford building in 
Toledo, Ohio, is taken up by 
this battery of steel desks at 
which secretaries work. Blue 
filing cabinets blend with the 
cadet blue Gladstone support- 
ing columns and walls. Nat- 
ural light filters into the area 
through the Satinol Flutex par- 
titions of the office. The desks 
were made by Security Steel 
Equipment Corp., and the files 
by Columbia Steel Equipment 
Co. The installation was made 
by the Lewis Business Furniture 
Co., Toledo. 








RECENT 
INSTALLATIONS 


JASPER CHAIRS MEET COURT 
REQUIREMENTS.—When plans 
were made recently to furnish 
the Nassau County courthouse, 
Garden City, N. Y., chairs made 
by the Jasper Chair Company, 
Jasper, Ind., were chosen as 
standard equipment, with the 
result that more than 700 were 
ordered and installed. Of these 
some 400 were upholstered to 
rigid specifications. The install- 
ation was completed by the 
Long Island Institutional Equip- 
ment Company, Mineola, N. Y. 


MODERN DESKS BY HOOSIER. 
—This installation of beautiful 
desks, manufactured by the 
Hoosier Desk Company, Jasper, 
Ind., was recently made in the 
offices of the Northwest Fed- 
eral Savings & Loan Company, 
Minneapolis. The desks are of 
the Chieftain suite and feature 
attractively grained wood, 
island bases and super-modern 
lines. Installation made by the 
Farnham Printing & Stationery 
Company, also of Minneapolis. 


HOOSIER DESK IN EXECU- 
TIVE SETTING.—Shown here 
is the private office of Charles 
E. Hanst, manager of the Dal- 
las (Tex.) airport at Love Field. 
It is to be noted how the shade 
of the Hoosier Chieftain model 
desk harmonizes with the bal- 
ance of the room, floor, walls, 
blinds, etc., by virtue of its 
island bases and modernistic 
lines. The installation was 
made by the Vance K. Miller 
Company, Dallas. 
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FILING EQUIPMENT IN THE 
FURNITURE MERCHANDISING 
SCHEME 
(Continued from page 141) 
his closing sentence, but if he 
hasn’t sold the prospect by his 
preceding talk he has failed com- 
pletely in what he originally set 
out to do. We don’t want him to 
say whether the equipment is con- 
structed with bailing wire or tool 
steel, slides on sand paper or 
roller bearings. He is there but 
for one purpose—to sell the easiest 
possible method of filing and find- 


ing, and when he has done that, 
the equipment becomes merely the 
tools with which this becomes 
possible. 

We put no emphasis on the 
grade, size, construction or color 
of the equipment. Our idea is to 
leave that all in the background. 
It is easier to sell the most effi- 
cient method of filing and finding 
them than to sell arm suspension, 
full depths and the best steel con- 
struction. In other words, when 
our man enters an office he is in- 
tent only on providing a simple 
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and efficient method of filing. To 
obtain this, the office manager is 
more than ready to buy the me- 
chanical equipment. 

All this sounds very fine on pa- 
per, but actually to accomplish it 
means a thorough study and an 
honest desire to serve. 

Through the work we have done, 
our firm has become a focal point 
for information regarding files 
and equipment, and we believe the 
continuation of this policy will 
make sales inevitable. 


ee Years on the Uffice Furniture beam 


T WAS a thrill to have the 
| editorial department of OFFICE 
APPLIANCES, my number one 
monthly business textbook, ask 
me for a few words on office fur- 
niture experience. 

January 1, 1919, after a few 
months in the United States Naval 
Reserve, I returned to Shaw & 
Borden Company in Spokane, 
Wash., and became actively inter- 
ested in this business of office 
outfitting. 

For two years I enjoyed pre- 
requisite and necessary inside 
sales training and then in 1922 my 
opportunity came to specialize in 
and to be responsible for the 
office furniture sales service of my 
firm. 

A year later, in 1923, it was my 
pleasure to profit by a summer 
training period, first at the Chi- 
cago School of Filing and Index- 
ing, and later at The Globe-Wer- 
nicke Co. plant in Cincinnati. 

On a second trip to furniture 
factories and to Globe-Wernicke 
in particular two years later, in 
June, 1925, I experienced a real 
educational treat that I shall al- 
ways appreciate. At this well or- 
ganized sales school I met fellow 
students from all points in the 
United States. Together we worked 
with the most practical of in- 
structors and real business tech- 
nicians; together we worked in 
and around the factory operations 
alternating these observations 
with class room sessions. 

In the intervening years from 
this initial training down to date, 
I've kept a fairly complete file at 
my home on office furniture and 
office equipping sales facts. Look- 
ing through these files, I’ve se- 
lected a few notes that will serve 
to round out this little article and 


By RALPH B. ORTEL 


Treasurer, 
Shaw & Borden Company, 
Spokane, Wash. 
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perhaps a thought or two will 
spark some idea for you. 

Let me briefly recount one of 
the most interesting desk deals 
I’ve experienced. A few years ago 
a United States senator came to 
our office furniture department 
and asked me where he could get 
a special desk made like the 
sketch he tossed on my desk. This 
was a most interesting sketch he 
had brought back from a trip to 
Europe. The desk later proved to 
be an exact copy of Napoleon’s 
desk and the unusual point about 
this particuluar design was that 
the customer was going to use this 
desk in work routine just like it 
was originally used. Briefly, the 
desk looked like a Chinese pagoda 
for it had two desk heights. First, 
it was a double flat desk, the cen- 
ter of which was full desk height 
and to left and right were the 
lesser height tops. In work routine 
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the user would pass to left all 
work to be filed, to right all work 
to be completed and dispatched 
by his secretary. One side of the 
desk was the user’s for drawer ar- 
rangement; the other side of the 
double flat the secretary’s, and be- 
cause of this direct workable plan 
she needed to be in the office only 
at times of dictation. This United 
States senator was also a lawyer 
and author and, like Napoleon, 
liked to be alone when he was 
planning and producing his cre- 
ative work. 


Subject—Random Comments on 
Office Furniture 


(1) The first of these from my 
file I'll present is one that is a 
statement that Mr. Stringe, Sr., 
of the Commercial Furniture Com- 
pany, once made to me when dis- 
cussing office furniture design: 
“Remember Nature never made a 
straight line’ —and this factual 
truth was made several years be- 
fore streamlining in its fullest 
sense came in for acceptance. 

(2) A sales manager in a talk 
once said this and I promptly 
jotted it down and have used the 
thought effectively: “KEEP ALL 
SALE PRESENTATIONS SIMPLE 
AND DIRECT.” 

In conclusion, perhaps I had 
better make this presentation 
“simple and direct” and sign off 
with this statement of fact: 

I look on office furniture and 
relating equipment selling as a 
privilege as well as an opportunity 
to render real business service. 
Years ago our firm originated the 
well-defined slogan, “Our business 
is to help your business.’ It has 
been my good fortune to have in 
the terms of aviation, stayed right 
on this office furniture beam. 
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No One Has Discovered 


How to Walk on the Ceiling... 













BUT WE MADE A 
SPRING WORK BACKWARD! 
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greatest force exerted at the proper time. 











BUSINESS CHAIR 





Instead of flabby back support, all Sikes Posture 
Chairs fit snugly against you . . . the spring's 





When you lean back, the spring’s tension lessens 
instead of increasing . . . so t you sink back 
easily and restfully without pushing. 


tHE SEK ES company, inc. 


The Sikes Reverse Spring 
Action is a major contri- 
bution to posture chair 
efficiency and comfort 
.... for now all Sikes Pos- 
ture Chairs give firm sup- 
port to the back whereas 
ordinary back-actions 
give little or no support 
in the upright position. 
This extraordinary improvement is built into the Sikes 
Fixed-Floating Seat and is standard on all Sikes Posture 
Chairs. It has removed the common fault of posture chairs 
...a Coil spring that provides no back support in the work- 
ing position and too much support when trying to lean back. 
See how a demonstration sells this revolutionary im- 
provement ... the spring that works backward. Support 
when you need it; yielding relaxation without pushing and 


straining. 


Send for sample chairs and outline 
of selling helps. You can easily in- 
crease your posture chair sales! 


MANUFACTURERS, BUFFALO, N. 
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ST. LOUIS HARDWARE MFG. CO. 


1500 North 18th St. 

















FEATURE 
that 


DESKS 


The few E-Z LIFT Secretarial Desk attachment with patented 
fold-down carriage operates on easy fingertip control without 
typist leaving seat. Saves effort... saves time... increases 
efficiency. Gives smaller sized desks, big-desk drawer space 
Permits wider carriage typewriters. Minimum vibration. Safe 
action. Patented safety catch positively prevents damage to 
typewriter by making it impossible to lift or return type- 
writer until a correct position. Can be installed in wood or 






* metal desks. 


Manufacturers and Dealers write for literature. 


Established 1902 








SELLS 


SECRETARIAL 


ST. LOUIS, MO. 








The Argument 


“Just as good as a 


Respirator Cushion’ 


is a greater endorsement for the principles incorporated in 
Respirator Cushions than complimentary to the cushion 
referred to. 

If ventilation is an advantage then no other cushion can 
be compared with Respirator Cushions, and of what ad- 
vantage is such a comparison when Respirator Cushions 
are available? 

Respirator Cushions do not depend upon the microscopic 
air cell structure for ventilation as ventilation is produced 
by a mechanical process by compression of cups which 
actually pump air out of and into cushion through lateral 
tubes. Under compression capillary interconnecting air cell 
ventilation is destroyed whereas under compression the 
Respirator ventilating system remains effective. 





Respirator Cushions are covered by Patent No. 2,025,712 


L. M. BICKETT COMPANY 


WATERTOWN, WISCONSIN, U. S. A. 
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PRACTICAL — PROFITABLE 


(FOR YOUR CUSTOMER) (FOR YOU) 
SLIDING No. 550 
LEAF 


+645 
LIST PRICE 


SUPER- 





STAND TOP SIZE, 
14x17%/2. 
SHIPPED 
SET-UP ALSO MADE 
FULLY IN 16x20 
aiverse 5 No. 2550 
TOGETHER. | 
RIGIDITY | ‘3 
GUARANTEED ; +e | 
* WE LIST PRICE 
THE LEAF EJECTS FROM EITHER FINISHED IN OAK, GREEN, WALNUT 
SIDE BY MERELY PUSHING TO THE OR MAHOGANY. LARGE SWIVEL 
DESIRED SIDE. TOPS AND LEAF CASTERS ASSURE UTMOST PORTA- 
MADE OF FIVE PLY WOOD. BILITY. IMMEDIATE DELIVERIES. 


METALSTAND CO. 1615 MELON ST. 


STOOLS and STANDS PHILADELPHIA, PA. 


CRAVVIER 


The Complete Line of 
Posture seating 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 

















Dut A SENTRY 
SAFE on Duty 


and you'll be providing dependable, 
new-safe protection at a used safe price 


INSIDE DIMENSIONS: 15” x 12” x 12%” 
WEIGHT: 245 Lbs. 1-Hour Protection 


onby ° 
(37.50 DEALERS: You can make quick profits on this lower 


L/ST priced safe. Many exclusive territories open. Write 


BRUSH PUNNETT wwe 


545 WEST AVE. + ROCHESTER, N. Y. 
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The Complete Line of Office Equipment in Steel. 


ART STEEL CO., INC. 


NEW YORK, U. S. A. 
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SAMSON TABLES have Samson Features— 
the qualities that busi- 


ness men find im iv . . : 
ol rete ar weer e Painstaking construction 

be pointed to and inter- @ Practical styling. 

preted in the light of . z 

essential office require- ® Wide variety woods— 

ments. That's why deal- finishes 

ers find SAMSON a prof- 

itable line to handle. @ Full range standard sizes 

Why Not Join This Large 

Group? Write for Catalog—Full Details. 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 





“A , U tf of St - 
STEEL FILES 


Typewriter Tables . . . Map Cases... 
Storage Cabinets . . . Wardrobe Cabinets 
and allied steel products. 


YOUR INQUIRIES ARE INVITED 
ON SPECIAL STEEL ITEMS. 


ANDERSON-HICKEY COMPANY, INC. 
GENEVA, ILLINOIS 





DESIGNED FOR SALES 


With an eye for volume and rapid turnover the 
St. Johns Table Co. has developed its line of 
office tables until today it is one of the fastest 
moving lines in the country. Excellent construc- 
tion —efficient styling—smart finishes—selected 
woods and popular sizes are the outstanding fea- 
tures of this line 

The No. 28 table pictured below is a St. Johns “best 
seller”. It is made of especially selected Plain Oak 
in Office Golden and School Brown finishes. Its 
companion table No. 29 is made of Solid Northern 
Michigan Hard Maple in Walnut or Mahogany 
finishes 

Write now for the new St. Johns catalog showing 
this and the many other distinctive tables in the 
St. Johns line. 






Description. 
Plank edge top, 1'/ inches thick 
with extra frame underneath to pre- 
vent warping. Legs are 2% inches 
6 foot length tables have 3/4 inch 
legs. Drawers are dovetailed front 
and back with framed in 3 ply bot 
toms. 3 foot and 4 foot lengths 
have one drawer only 










Sizes 
iches 32 x 60 inches 
inches 34 x 72 inches 
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ROLLING STORE LADDERS 


For use on Filing Cab- 
inets and Shelving, in 
Offices, Vaults and Store- 
rooms. 


LIBRARY 
LADDERS 


Equipped with rubber 
tired wheels and Auto- 
matic Safety Brakes. Made 
in a variety of heights 
and forms. 
DEALERS—Don't overlook 
sales opportunities in Roll- 
ing and Library Ladders. 
Write for literature and 
prices. 

Manufactured by 


I. D. COTTERMAN 


155 N. Union Ave., Chicago 











ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 


Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 









Your Customers 
are 
Posture-Conscious 


and here's a 
chair that 
makes PROFITABLE 


SALES 


Here’s a posture chair for most any requirement. 
It’s solidly constructed for comfort and durability. 
In addition to slat back style shown here, it is also 
available with upholstered seat and slat back, with 
saddle seat and upholstered panel back or full up- 
holstered back. Write for details and prices today! 


High Point Bending & Chair 
Company 


Siler City North Carolina 



































OFFICE APPLIANCES 


PROTECTION EQUIPMENT 
( 











DIAMOND-ARROW CASTERS 





RUBBER 
DESK SHOES 





ATLASITE CUPS 






RUBBER 
CUSHION GLIDES 


NOMAR FURNITURE RESTS 


T A SALESMAN 
RVICE MAN: 
ROMPTLY 


TODAY I'M NO 
BUT AM JUST THE SE 
TO SHIP YOUR ORDERS P 
LL DO EVERYTHING | CAN! 


~— 
INE 

















The popularity of Bassick products and increased 
volume of business under present abnormal con- 
ditions make some delays unavoidable and prevent 
our accepting any orders from new accounts. 

We regret the existence of this situation, which 
is beyond our control, and we will continue to do 
everything possible to fill orders from established 


customers as promptly as possible. 





THE BASSICK COMPANY .- Bridgeport, Connecticut 


Division of the Stewart-Warner Corp., Chicago, Ill. 
Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, lLtd., Belleville, Ontario 
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Simplified Model Office Presentation 


NDOUBTEDLY, the most effec- 

tive means of encouraging the 
office furniture prospect to buy a 
complete suite of furniture with 
files, accessories, tables and all 
related items is to present exactly 
what he needs in the form of a 
model office—but often, according 
to the C. F. Hoeckel Blank Book 
& Lithographing Company, sta- 
tionery and furniture house of 
Denver, Colo., the heavy expense 
and work involved prevents the 
store from doing so. Almost every 
stationery store handling office 
furniture is fully aware of the 
value of complete model offices 
set up in their showrooms, but 
cannot reasonably remake the 
appearance of the model suite to 
fit the specific needs of every cus- 
tomer, or for that matter, for 
more than a very few. 

This situation was typical for 
many years for the Hoeckel com- 
pany, which specializes in fine 
office furniture on a large scale; 
amounting to numerous complete 
factory installations, insurance 
offices, and other costly major 
furniture sales. The Hoeckel furni- 
ture showroom, located on the 
second floor of the store, displays 
desks, tables, chairs and all sup- 
porting items in separate depart- 
ments, using three model offices 
formed by simply partitioning off 
ten by twelve foot spaces near the 
front of the building to centralize 
all furniture departments. 

“Formerly, we had each office 
set up to represent a typical office 


TWO NEW MURPHY 
CHAIRS.—The Murphy 
Chair Company, Owens- 
boro, Ky., has recently 
added two new num- 
bers to its long line of 
office chairs. One is an 
executive posture chair 
and the other a model 
made principally for 
use with kneehole 
desks. (Left) The ex- 
ecutive chair is listed 
as the No. 249AC and 
is of pecan wood with a 
walnut finish and up- 
holstered arms. Dimen- 
sions are: height of 
back adjustable from 
18 to 20 inches; seat, 
212 by 18 inches (six- 
spring Murph-Ease); 
arm, 2 by 1% inches; 





By BERT MERRILL 


for specific businesses, further 
dividing them into materials,” 
James Hoeckel of the company 
stated. “Wood furniture, usually 
walnut, was displayed in the first 
section, metal in the second, and 
another type in the third, in vary- 
ing price ranges, and arranged as 
nearly as possible to stimulate 
actual office conditions in the 
businesses of our customers. A 
principal drawback, however, 
was that only an occasional office 
prospect would find the model 
office that he wanted. One pros- 
pect after another would state 
that he did not wish furniture on 
so large a scale, didn’t like a metal 
desk, was more sold on a table 
than a desk for working, etc.— 
and consequently, a good deal of 
the effect of the model offices was 
lost.” 


The “Streamlined” Model Office 


Hoeckel’s naturally could not 
afford to spend the time and man- 
power necessary to rearrange 
every office to suit the tastes of 
the furniture prospect; and photo- 
graphs proved to be likewise too 
widely spread in style to concen- 
trate appeal. Accordingly, what 
this Denver firm has done is to 
“streamline” model office pres- 
entation in such a way that the 
prospect can find exactly the type 
of furniture he wants to buy, set 





up as he will use it—and at ex- 
tremely low cost. 

First, all formerly permanent 
features of the model offices, such 
as carpets, pictures, heavy tables, 
etc., were removed, leaving simply 
the partitioned-off space repre- 
senting the approximate size of 
most offices in Denver business 
buildings. The three rooms are 
now used to display successively 
oak, walnut and metal office furni- 
ture, in easy price steps, and with 
a minimum of furniture in each, 
mounted on easy rolling casters 
which permit them to be moved 
by one man. Now, whenever any 
of the five regular salesmen of the 
office furniture and stationery de- 
partments uncovers a prospect, he 
first spends an extra half hour or 
so with him in ascertaining ex- 
actly the price and type of furni- 
ture desired—with such small fea- 
tures as waste baskets, desk files, 
etc., brought out clearly. When 
the salesman is reasonably certain 
that he knows these points, he 
telephones the store and lists each 
piece of furniture to go into a 
model office quickly set up for the 
prospect to be brought in at an 
appointed time. 

Because only desk, chair, table, 
lamp, waste basket and other 
furniture are concerned, it is now 
simple for Hoeckel’s to replace 
any model office suite with an- 
other in a few minutes, without 
too greatly interfering with stand- 
ard displays or business on the 
sales floor. 


arm stump, 2 by 1% 
inches, weight, 65 
pounds cartoned. 
(Right) No. 345, a re- 
volving chair for knee- 
hole desks, pianos or 
telephone desks. It is 
of pecan wood with 
walnut or mahogany 
finish and adjusts from 
16% to 22 inches but 
does not tilt. Dimen- 
sions: height of back, 
16 inches; seat, 16% 
by 14% inches, slip; 
top slat, 2% by % 
inches; bannister, 6% 
by % inches; middle 
slat, 1% by % inches; 
back post, 2 by 1 inch- 
es; weight, 24 pounds 
cartoned. 




















































RECENT 
INSTALLATIONS 


A BATTERY OF A-S-E FILES.— 
This row of eighteen All-Steel- 
Equip Company’s Aurora letter- 
size files in five-drawer height, 
mahogany finished, was in- 
stalled in the advertising de- 
partment of the Iron Age divi- 
sion of the Chilton Company, 
New York City. The files have 
added about twenty-five per 
cent more filing capacity after 
replacing four-drawer units pre- 
viously used by the company. 


ANOTHER DIVISION OF THE 
SAME INSTALLATION.— 
Shown here A-S-E Master Line 
cabinets in the circulation de- 
partment. It is one of several 
groups in the installation and 
the unit is made counter height 
with a mahogany finish. Dimen- 
sions are thirty-six inches in 
width, eighteen inches in depth 
and forty-two inches in height. 


NEW LEATHER FURNITURE BY NIEMANN.—These two pieces have been introduced to the 
trade by Niemann, Inc., 330 East Ohio street, Chicago. The heavily-upholstered couch is equipped 
with individually tied springs and is hair filled. The leather upholstery is of the finest quality. 
Its dimensions are: Overall height, 33 inches; height inside back, 19 inches; overall width, 83 
inches; width of seat, 67 inches, and depth of seat, 23 inches. The chair is known as the Wing 
Back model and embodies all the fine qualities of Niemann furniture. Listed as the No. 230, 
its dimensions are: Overall height, 39 inches; height inside back, 23 inches; overall width, 29 
inches; width of seat, 19 inches; depth of seat, 21 inches. The couch is listed as the No. 231. 
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RECENT 
INSTALLATIONS 
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B. L. MARBLE’S EXECUTIVE 
CHAIRS.—Shown here is the 
private office of the Freuhauf 
Trailer Company, Detroit, 
Mich., after it was completely 
refurnished with up-to-date 
equipment. One of the features 
of this attractive room was the 
set of chairs made by The B. L. 
Marble Chair Company, Bed- 
ford, Ohio, and installed by 
Walter J. Duncan, Inc., Detroit. 


ANOTHER B. L. MARBLE JOB. 
—This is the board room of the 
Aid Association for Lutherans, 
Appleton, Wis., equipped 
throughout with B. L. Marble 
Company’s conference room 
chairs. Noteworthy features of 
these chairs are their wide and 
substantial backs and seats 
and the deep upholstery. 





TWO MODERN SERIES ADDED TO IMPERIAL DESK LINE.— 
Two new desk series recently announced by the Imperial Desk 
Company, Evansville, Ind., which are to be known as the No. 
1100 and No. 1200. Above is shown one of the No. 1200 
models which is of combination walnut, with genuine walnut 
top and panels. There are five flat top desks, one pedestal 
typewriter desk, two drophead typewriter desks, two tables, a 















































costumer and a telephone stand. (Above) A model of the No. 

1100 series. It is of genuine walnut or full quartered oak 

exteriors and the group includes four flat top, one pedestal 

typewriter and two drophead typewriter desks, two tables, a 

costumer and a telephone stand. Recessed backs are optional 

on the 60-inch flat top desks and pedestal typewriter desks 
of both series 
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SY mportant A nnouncement 


PLANS FOR OFFICE FURNITURE WEEh 
MAY BE CHANGED 


HE newly arising problems related to priorities and shortages in 

certain raw materials have necessitated reconsideration of plans for 
promotion of National Office Furniture Week by the manufacturers who 
had indicated intention of sponsoring the second annual observance of 
the Week, October 20 to 25. As originally planned, the participating 
manufacturers would provide their dealers with posters and other adver- 
tising matter for local sales campaigns during National Office Furniture 
Week. 

Owing to the changing conditions which have been manifested in the 
past month, however, suggestions have been made that in the interest 
of national defense the character of the Week be changed—if it is held 
at all. As a result, OrricE APPLIANCES, which has served as the coordi- 
nating point and handled the promotional arrangements, communicated 
with each of the participating manufacturers in a study of the situation. 


At the time this issue went to press the extent to which each manufac- 
turer was prepared to carry on was not known. Hence, further announce- 
ment will be made in the next issue. 


There is strong support of the opinion that if the Week is observed, 
dealers should concentrate upon service to companies engaged in 
national defense work, and publicize the importance of office equipment 
to the national defense effort. As indicated on page 11 of this number, 
office furniture and the related office equipment are essential to the 
administrative and operation offices of every business enterprise engaged 
in any form of defense activities, either directly or indirectly. Likewise, 
every governmental agency is dependent upon the tools of management 
for operation. Without them there could be no codrdination and control 
of the many necessary functions on our present large-scale basis of the 
“American Way” of accomplishment. In order to meet the need, both 
industry and government offices are compelled to expand—with a con- 
sequent requirement for the necessary desks, chairs, record-keeping 
equipment and other utilities which the manufacturers and dealers of 
the office furniture industry are providing. 

This industry is meeting the challenge of the emergency with these 
essentials and is enhancing the value of its contribution through the 
services of its office planning experts in great numbers of cases where 
improvement in systems and work flow will result in increased efficiency 
and productiveness. 

Dealers of the industry are asked to “stand by” for further announce- 
ment on the 1941 National Office Furniture Week. 





Here Endeth the Thirty-Second Annual Special Office Furmiture 
Section, Made Possible by Cooperation of 
Dealers and Manufacturers. 
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THAT OTHERS -ACAY PRODUCE 


Four motors opened brazen throats, four “props” screamed into 
the morning breeze. The “world’s largest bomber” lifted her tons of 
men and metal and bulleted over the cheers of thousands who stood 
watching their handiwork. They had built her. 

Who had built her? She had been built, tried and tested, designed 
and re-designed—on paper—long before the first mechanic touched her. 
Pencils and Paper, Slide Rules, T-Squares, Angles and Curves, these were 
the tools that built her. Engineers, designers and draftsmen—these were 
the men that created her, planned her, made her “building” possible. 

To these men, the creators of Industry, whose minds and pencils 
hold the key to “Building’”’, Frederick Post brings a broad choice of 
products refined through research and specifically adapted to the 
quickened tempo of today’s designing engineer. 

These new Post products—each supplying an unlimited service to 
the men who plan that others may produce — are worth your serious 
investigation. By ’phone in more than 50 cities — by mail to The 
Frederick Post Co., Box 803, Chicago. Send for Bulletin 1ooo. 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


UGUST is on the ups both for typewriters and 

adding machines. The slightly plaintive note 
heard in July was conspicuous by its absence in the 
latter part of August. Reasons a-plenty were given 
both for the calm period in July and for the revivified 
atmosphere in August. That three-day holiday early 
in July was bad, bad indeed for the month’s totals. 
Then there were a few hot days and Californians 
are sensitive to weather. Then there was the general 


“what-next” feeling in the air. There are some vaca- | 


tion periods in August of course but no holiday periods. 
Even Californians get accustomed to weather after 
a few weeks and the grim phases of the world situa- 
tion to most people are becoming phases classed with 
the inevitable. We accustom ourselves to face tough 
futures after worrying about them for a time—that 


sounds logical, doesn’t it? There is a big worry, how- | 
ever, about getting enough merchandise after a bit. | 
Those in the steel office furniture business are defi- | 


nitely uneasy while deliveries on wood are not as 


prompt as they once were. Sales forces are not being | 


expanded very much because dealers are a bit alarmed 
about keeping up with the orders they are getting. 
However, when all is said and done, business is good 
—it’s mighty good. It seldom has been better. August 
is on the ups. 

a * a 

Carlisle Improving Store.—Sam V. Carlisle, president 
and general manager of the Carlisle Stationery of 
Santa Monica, Inc., one of the leading stationery and 
office appliance stores in that city, is in the process of 
enlarging his store to take care of increased business. 
The space occupied is being extended back to the alley 
which means an addition of 1000 square feet. More 
storage space as well as selling space is needed. A new 
balcony floor is also being added for certain depart- 
ments. Mr. Carlisle has sold his printing plant and is 
adding a new engineering equipment department. 
This last has been brought into the picture because 
of the growth of airplane factories and other defense 
enterprises in this locality. Mr. Carlisle is well-known 
throughout southern California not only in the sta- 
tionery and office appliance fields but in musical 
circles as well. He was formerly a professional singer 
and today is much in demand as a community song 
leader. Believe me, he puts it over! 

* * * 

Lockard Recovering.—Blake Lockard, secretary of 
the Stationers Association of Southern California, is 
recovering from a lame back condition that put him 
in bed for several days. Mr. Lockard injured his back 
forty years ago when a soldier in the Philippine 
Islands and every once in a while he gets a kink when 
he twists things the wrong way. Miss Genevieve 
Roberts, for some years secretary in Mr. Lockard’s 
office, is now Mrs. Donald Wheeler, her marriage hav- 
ing taken place in Pasadena, August 16. Her place 
has been taken in the office by Miss Georgia Arcu- 
larius. 

Bishop on Long Trip.—David Bishop, president of 
the Angelus Typewriter Company, 528 South Spring 
street, spent a large part of August on a buying and 
pleasure trip which took him to New York, Washing- 
ton, Toronto, Chicago, and other large eastern Cities. 
He was accompanied by his family. 


* * » 


Paul Markum With Angelus.—Paul Markum, well- 
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ALL-PURPOSE BINDERS 


The Very Best Modern Way 





to Present, ree 
Protect and 
Preserve 
Photographs, 
Papers, etc. 


Sales Presentations Specifications 

Reports and Records Estimates 

Committee Meeting Bulletins 
Minutes 

Loose Leaf Catalogs Samples 

Clippings Testimonials 


Collections of Photographs, Letters, Stamps, etc. 


AMFILE Binders show contents to best advan- 
tage, because they stay flat when open. Easy 
to fill or change pages. 


GLORIFY SALES STORIES, 
EXHIBITS and PRESENTATIONS 


Add life and luster to even the most common- 
place page. Transparent acetate mount covers 
give protection against dirt, dust, moisture and 
finger prints and are durable to stand the gaff - 
of constant use. 


Made of serviceable latex impregnated mate- 
rial, neatly embossed. Choice of red, blue, 
- green, brown or black. 


Each binder comes with 
12 black. 12 white mounts 
and 12 acetate covers. 


No. 1000 
Size 934,x1134x1”..... $3.25 


No. P1000 
Size 1534x1134x1” __ $5.00 





Our Advertising Featuring the AMFILE All- 
Purpose Binder Directs Buyers to Stores. 


If you do not now handle this profitable line, 
let us submit a binder for your inspection. 


AMBERG FILE & INDEX CO. 


Quality Products Since 1868 
1610 Duane Blvd. Kankakee, Ill. 
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NOW -- 
Plastic TABS 


ARE PLENTIFUL! 


Barkley has been a real boon to 
Uncle Sam by using Plastic in- 
stead of metal for tabs .. . 
therefore freeing quantities of 
steel for defense. 


WE’RE DOING OUR PART- - 
How about you Mr. Dealer ?? 





Now is your opportunity to 
show and sell these newest of 
Real ad- 


vancement has been made by 


filing innovations! 
saving valuable inches in each 
filing drawer (Barkley Plastic 
Tabs have the entire body of 
the tab above guide card). 





There are no cuts, scratches or 


broken finger nails on the 
smooth contour of these tabs. 
Each one has full range visibil- 
ity so that it is easily seen for 
quick and convenient refer- 
ence or filing. 

And, best of all, they ARE 
MAGNIFIED. Actually 
tab stands out like a beacon 


light in the file and is readily 





each 


distinguishable at any angle. 
We know you will want to 

examine these tabs in your 

own hands—just send for sam- 


ples, they come in a variety of 





sizes and colors for all filing 


requirements. 


Write today. 





See us at Booth No. A7 
N. S. A., Chicago, 
Oct. 6-9 





















C. L. BARKLEY & CO. 


} 
—MAn ’ | ; TEaletii... 
“ nufacture? “ii IU plies 


CHICAGO, ILL. 


517 S 


JEFFERSON STREET 
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known Los Angeles typewriter mechanic, for some 
years with the Typewriter Inspection Company, is now 
with the Angelus Typewriter Company. 

7 * - 

Bonino No Longer Bachelor.—Louie Bonino, who has 
been in charge of the Oxford filing system department 
for the Stationers Corporation for many years, and 
who has been until now thought of as a confirmed 
bachelor, has taken unto himself a wife. He was mar- 
ried August 16, in Yuma, Ariz., to Miss Minni Vercelli. 
The couple took a couple of weeks’ honeymoon trip to 
points of interest in southern California. 

* * * 

Faber in Southern California.—Eberhard Faber, of 
the Eberhard Faber Pencil Company, spent a few days 
in Los Angeles in August with Tom McElroy, local 
representative of his company, and others. Mr. Faber 
went from here to San Francisco and planned to go 
from there east after resting a short time. In spite of 
his years Mr. Faber apparently has most of the vigor 
of youth and keen interest in all world affairs. 

Montgomery Says Business Good.—W. E. Mont- 
gomery, local manager of the American Writing Ma- 
chine Company branch, reports August business as 
good. Retail business, he says, is most decidedly on 
the ups. M. E. Cosgrove, who has been Mr. Mont- 
gomery’s assistant for some time, has been transferred 
to the main office of the company in New York City. 
Mrs. Jeanne Martin, who has been Mr. Montgomery’s 
assistant for the past few years, has taken a position 
with the city of Los Angeles, and her place has been 
taken by Vera L. Smith. August Lederer also con- 
nected with Mr. Montgomery’s office, spent a good 
portion of August on his vacation in the high Sierras. 
Advances in prices of reconditioned typewriters during 
the last few weeks are noted by this office. 

~ * * 

Mrs. Anderson Back from East.—Mrs. R. C. Anderson 
of the Business Appliance Company, 509 South Spring 
street, who drove to Chicago accompanied by her two 
children to attend the N.T.O.M.D.A. convention and to 
take a vacation, got back to Los Angeles early in 
August. The party visited the Grand Canyon and 
other points of interest enroute coming and going. 

Suggesting Groups Pays.—Joseph Salomon, manager 
of the Los Angeles branch of the Royal Metal Manu- 
facturing Company, 1206 South Hill street, has found 
that placing emphasis on groups of furniture at defi- 
nite prices has increased business. This method is 
suggested by illustrations in his company’s catalogue. 
The group suggested for a ladies’ lounge has been 
going over well with his customers in Los Angeles. 
This consists of a settee, a lounge chair, a rest couch, 
a powder table, a pull-up chair and an occasional 
table. Mr. Salomon has been emphasizing this group 
especially when meeting with sales groups in his retail 
outlets. The business is exclusively wholesale and 
reaches many of the better retail outlets in the city. 

7 a * 

Proven Back from Trip.—J. A. Proven, west coast 

regional manager for the Victor Adding Machine Com- 


| pany, has returned from a business trip that took him 


to San Francisco and all intervening points where 
agencies are maintained. He found things still boom- 
ing at San Luis Obispo, where Elmer Smith is in 
charge, and things going well in San Francisco, where 
Bill Woempner is in charge. J. K. Young of the Los 
Angeles branch spent his vacation at Lake Tahoe in 
the high Sierras; Esther Fingal, office manager, spent 
hers at Arrowhead; Harry Boll, service manager, whose 
job causes him to do all the away-from-home travel- 
ing that he wants, spent his vacation strictly at home 
tinkering around the back yard. 
a - * 

Long Tenures Favored.—John W. Flowers, local 

branch manager for the Comptometer Company, now 
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The demand for maximum efficiency in Govern- 
ment bureaus, industrial organizations and busi- 
ness offices impels them to order “SPEED” when 
buying staplers. 

Stationers and Office Supply dealers everywhere 
are profiting by the accelerated sales volume of 
SWINGLINE SPEED FASTENERS. They find 
SWINGLINES replacing other staplers at a rate 
clearly establishing the fact that “SPEED” IS THE 
ORDER OF THE DAY. 


SPEED PRODUCTS COMPANY 


37-18 Northern Boulevard, Long Island City, N. Y. 






































“Master Grade’ 


Remanufactured 


UNDERWOOD 


MORE VALUE—MORE PROFIT 
MORE USER SATISFACTION 


The Best “BUY” you've ever 
recommended to a customer 


“THE WORLD’S FINES! 
TYPEWRITER” 


*s 
.* 





The Wholesale Typewrite 
Company 


Only Authorised Rebuilder of 
Underwood 


155 Sixth Ave. 
New York 
ov. 3. A. 
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completing his thirty-sixth year with the company, 
is a strong believer in the effectiveness of long tenure. 
In glancing over the list of men associated with him 
in the Los Angeles branch, he discovers that the 
youngest man in point of service has been with the 
company eleven years and the oldest, next to himself, 
has been with the company for twenty-one years. 
Business, he says, is fine. 
* * * 

Peirce on Grand Jury Job.—T. F. Peirce of the Pa- 
cific Desk Company, 1031 South Hill street, has been 
away from the office considerably this year, for he is 
foreman of the county grand jury. Work is about to 
begin as this is written on an interior modernization 
and re-decoration program in his store. Parke Hickok 
formerly with the Parke-James Company of San 
Francisco, is now a special representative of the com- 
pany. Louis Hanson, one of the oldest salesmen in 
point of service, is taking a few months’ vacation 
which time he is spending on a horse ranch. Miss 
C. M. Smith, secretary and treasurer of the company, 
is making preparations for a vacation in Mexico City 
this fall. 

+ 7 * 

Yocum is Happy.—Sam Yocum, proprietor of Sam 
Yocum Office Equipment, 925 South Hill street, is quite 
happy over the supply of steel and steel furniture he 
has on hand, but he sees an acute shortage coming 
down the way, he says. Mr. Yocum deals largely in 
steel office furniture but he also manufactures a num- 
ber of smaller items on special order. 


* * * 


Looks for Good Autumn.—Mrs. C. R. Bruber, who 
with her husband owns and operates the Los Angeles 
Business Equipment Company at 308 West Ninth 
street, sees a good autumn ahead for dealers in rebuilt 
typewriters. She has a good stock of them on hand 
but wishes she had three times as many. Mrs. Bruber 
before her marriage was Miss Marion Taylor and as 
owner or branch manager has had a very successful 
career in the typewriter business in the city. Mr. 
Bruber was formerly connected with the Firestone 
Tire & Rubber Company. Their store is well located 
and a carefully selected stock of rebuilt machines is 
always kept on hand. 

* * * 

Map Cuts Delivery Cost.—R. C. Anderson, proprietor 
of the Business Appliance Company, 509 South Spring 
street, has cut delivery costs to the bone by means of 
a map with arrow indicator that he has created him- 
self. The map has been marked off in circles with the 
store as the center. There is the one-mile zone, the 
two-mile zone, and so on up to the eight-mile zone. 
The zones are not drawn in crow-flying distances, 
however, but in actual motoring distances taking into 
account all twists and turns necessary in getting from 
the store to any designated street address. The store 
does a large typewriter rental business with deliveries, 
servicing and pick-up services offered. Obviously with 
a map which tells the actual, not approximate, dis- 
tances necessarily traveled in reaching points through- 
out the city non-profit spots can be eliminated from 
the service. That is now being done as rapidly as 
possible. A scooter is used for all work of this kind 
and the accuracy of the map calculations is shown by 
the fact that in 1500 traveled miles the map calcula- 
tions have missed it by only a mile and a half. Prep- 
aration of the map and the charts that go with it took 
months of detailed work during slack hours but now 
that it is complete it is permanent and is saving the 
management a good many dollars each week. The big 
saving comes from now being able to concentrate 
rentals in areas where rental periods are longer and 
where each trip can take care of several errands with 
the least possible mileage. The scooter is averaging 
about fifty miles per gallon of gasoline in the con- 
gested areas. 


165 











“THE CUSTOM QUALITY LINE” 


resents... 
for the consideration of the 
stationery trade— 





Illustrating the New 1942 Series Midco the Perfectlite Fluorescent 
Desk lamp. Its graceful lines and perfect balance blend harmoniously 
into a single unit of simple beauty. 


Featuring rare 


1) 


BEAUTY — EFFICIENCY 


Of striking beauty—Midco the Perfectlite, brings a new source of 
pleasure to the des; increased efficiency to the office force; relief 
from eye-strain—not to mention its high contribution to an at- 
mosphere of modern sufficiency and charm. 


LIGHT CONTROL — EXCLUSIVE 


The distinquishing feature of all Midco the Perfectlite models is 
its exclusive design and ingenious application of Dual reflectors. 
Midco's principle of light control is the most efficient yet per- 
fected and cannot be found in any other Fluorescent Portable 
Lamp on the market 





) QUALITY 


In materials, construction, workmanship, finish, durability and 
operation, Midco the Perfectlite, represents the highest standard 
of excellence. Money cannot buy better. 


CUSTOMER APPEAL 

For sheer beauty, lighting efficiency and wide choice of most 
attractive finishes (both baked enamel and electro-plate) the 
Midco line is supreme. 


Here’s Something to Remember:— 


All Midco models are identical in mechanicai design and specifi- 
cation, insuring the same lighting efficiency regardless of price 
or finish. 


DESCRIPTIVE FOLDER, PRICES AND 
DISCOUNTS ON REQUEST 











We are happy to announce that the complete 
MIDCO the Perfectlite line of portable desk 
lamps in both standing and clamp-on types 
will be aisplayed at the N. S. A. Convention 
in Chicago October 6th thru the 9th, where 
you will receive a cordial welcome. 








MIDWEST NATURLITE CO. 


440 N. WELLS ST. 


CHICAGO, ILL. 
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GET YOUR SHARE OF 
PROFIT 


Zon SNAP-A-PARTS 2 
CONTINUOUS FORMS 
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Philco Sales & 
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Find out how to profit from Hano Lithographed Carbon and Con- 
.,if you plan to attend the National Stationer's 
inspect our samples and see how dealers 
lf you miss the show 
today. 


tinuous forms . . 
Show visit our booth... 
just like yourself add a profitable volume. 

. write for “Lithographed Business Forms" ... . 


SEE HOW WE 
~D 
LITHOGRAPHED FORMS 


VISIT US AT THE 


N.S.A. SHOW 


CHICAGO — OCTOBER 6 T09 
BOOTHS F5 andFé 
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PHILIP HANO CO; 
HOLYOKE. MASS. 
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| cards and favors of paper, 


OFFICE APPLIANCES 


A-S-E “AWARD OF MERIT” TAG IS DEALER AID 

The All-Steel-Equip Company, Inc., Aurora, IIl., has 
created a new and clever dealer’s aid in the form of 
an “Award of Merit” tag to attach to A-S-E Aurora 
files on display and which can be converted into a 


| set of four drawer labels. 


Made entirely of heavy paper, the device is in blue 
and gold. It is shaped like an award ribbon usually 





THE A-S-E “AWARD OF MERIT” TAG 


given at prize shows and is easily attached to a file 
being displayed. The award (in gold) is medallion 
shaped and beneath it extends the long blue ribbon. 
If the user desires, however, the “ribbon’’ may be re- 
moved and can then be divided at perforated marks, 
into drawer labels. These are sized to fit the label 
holders. 

Printed in white upon the blue background of the 
“ribbon” is bold-face text describing the various fea- 
tures of the file on display. This, of course, is out 
of sight when the sections of ribbon are separated 
and reversed for use as labels. 

> ¢ 
PACIFIC NORTHWEST NOTES 
host of special stationery items, greeting 
Gill’s Greeting Shop has 
been created on the first floor in a smart new loca- 


With a 


| tion of the J. K. Gill Company at S.W. Fifth avenue 


and Stark street, giving separate entity to many allied 


| or related stationery items. ... J. D. Lowman, a 
former leading stationer of Seattle when head of 
Lowman & Hanford Company, has recently been 


elected as a trustee of the China Club at its annual 
meeting. As president of the Seattle Kiwanis 
Club, Owen G. Bayless, of Lowman & Hanford Com- 
pany, Seattle, was first to announce cooperation of a 


| Seattle service group in the old aluminum pots and 


pans drive, which thanks to the stationer’s yeoman 
efforts along with other civic leaders, went over the 
top with a bang. . One of the excellent features 
inaugurated by Mr. Bayless as president of the Ki- 
wanis organization at the outset of the drive to turn 
pots into planes was that every member attending the 
Kiwanis meeting that week as a “badge of admission” 
had to bring an aluminum pot or pan. Mr. Bayless 
is carrying forward the national defense effort and 
support to the emergency, since he has always been 
among the first to fight the nation’s battles, being an 
officer himself in the first World War... . Eddie Vine, 
pen shop proprietor in Seattle, who took first prize in 
a national pen dealer competition a few years ago, 
has again showed his prowess in capturing the fourth 
prize in the national sales contest sponsored by the 
W. A. Sheaffer Pen Company of Fort Madison, Iowa, 
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Don’t Guess... 


ASK! 


Ask any operator who types up master sheets for spirit 
carbon or direct process duplicators what she would like 
to make her work easier, faster and cleaner. Here are the 
answers you'll invariably get: 


1. A sheet that won't dirty the hands 


2. Carbon and master in a time-saving, ready-to- 
use-set, in the same box. 





3. Carbon and master especially made for one an- 
other, to assure sharp, clean copies. 














Columbia did this “asking” for you. Over a period of years. In thousands of offices 
where master copies are being prepared day in and day out. 


And, as a result 


COLUMBIA READY MASTER 


was developed, tested, PROVED. 


e WITH READY MASTER, operators can now type fluid process master copies easily. 


e WITH CLEAN HANDS—Dainty hands need never touch the carbon in handling hectograph masters 
the Ready Master way. 


e WITH SPEED—Stop watch tests prove the tremendous time saving of Ready Master. No assemb- 
ling or realigning of sheets is necessary. No time wasted in looking for master and carbon 
sheets in separate boxes. 








PERFORATION FOR EASV 






e WITH CONFIDENCE—Master and copy, in a complete set, are SEPARATION AFTER ci can EDGE 
made for each other. Special paper, special carbon coating, tess TOP AND BOTTOM 
assure sharp, clean copies unexcelled by any combination, °°: f 0000000000 Pum 

|S — 
READY MASTER SETS COME COMPLETE, READY TO a 
SELL! NO MORE BOTHER AND UNCERTAINTY OF ae 4 
SELLING SEPARATE CARBONS AND PAPER. aes a 
sacle 
Write for details, prices and sample. knees 
CLEAN 
EDGE 
COLUMBIA RIBBON & CARBON i> 
MANUFACTURING COMPANY, INC. \ | Seen 
Main Office and Factory: Glen Cove, L. I., N. Y. Fh Bio ord 
; . (REMOVE BEFORE 
New York Sales and Export, 58-64 West 40th St. TYPING) 





Kansas City, Mo., Dwight Bldg. 
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MITCHELL Sole Manufacturer 
Of Portable Lamps With Sensational 


clare free PAL AR (||) tnemination 


NO MORE GLARE! 


THE MOST SPECTACULAR 
LIGHTING DEVELOPMENT 
OF OUR TIME! 








Here's big news—important news for you who sell portable 
lamps! MITCHELL—a great name in lighting, has acquired the 
sole and exclusive license to manufacture and sell portable 
lamps using the amazing POLAROID material—the most sensa- 
tional advance in glareless desk lighting ever developed! Backed 
by aggressive advertising and promotion, with a name and 
reputation known to millions, MITCHELL POLAROID Lamps 
offer you the portable lamp-selling opportunity of a lifetime. 
You will want to get all the profit facts and MITCHELL'S 


POLAROID Proposition right now! 


Here Are The MITCHELL POLAROID Profit Builders! 


WITH ORDINARY LIGHT 





WITH POLAROID LIGHT 


POLAROID Illumination provides a new 
kind of glare-free light, found in no other 
lamp on the market. Light is delivered 
through a concealed Polaroid Filter that 
traps reflected glare and blocks it out right 
at the source. This sensational light con- 
trol not only filters out eye-tiring reflected 
glare but sharpens up detail, increases 
contrast, eliminates eye strain, irritation 
and fatigue. You read with a new kind of 
ease with this sensational new light! The 
unretouched photos above show what 
Polaroid Desk Lamps do for your eyes... 





EXECUTIVE MODEL 114 $975 


A deluxe model, styled by noted Walter 


STUDY MODEL 100 $295 


A spectacular Polaroid Lamp Value that 








will be one of your Best-Sellers. Designed 
especially as a study lamp, and for use on 
the desk at home. Here's wonderful eye- 
saving, glare-free Polaroid light . . . at the 
price of an ordinary goose neck. 


Dorwin Teague. Ideal for the executive 
desk. Ebony or walnut plastic base and 
shade, satin-chrome column... in perfect 
taste . . . delivering sensational eye-sav- 
ing, glare-free Polaroid light. 








* T. M. REG. U. S. PAT. OFF. BY POLAROID CORP. 


Here’s a marvelous Automatic Demonstrator similar to the 
THIS display that has sold millions of Polaroid Day Glasses. In- 
geniously arranged so that ordinary light falls on one half of 


DRAMATIC 
the card, and Polaroid light on the other. Customers SEE 
DEMONSTRATOR the difference in a jiffy—and buy! It's only one of the 
SELLS FOR many sales aids we provide to help you sell POLAROID 


you! Lamps aggressively .. . 
WRITE FOR COMPLETE DETAILS NOW! 


MITCHELL MFG. CO. 2525 CLYBOURN AVE., CHICAGO, ILLINOIS 
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winning the °41 award under new classification rules. 
.. . Branching extensively into the office supply and 

typewriter merchandising field, the Prompt Printers & il e* 
Stationers of Seattle, has recently signed a lease for Gm ’ 
space at 816 Second avenue, in the heart of the 0 

financial and office building district of the Pacific b A 0 


Northwest metropolis. Previously located in the Cen- 
tral building under active management of C. M. Petti- ysl 
bone, Jr., vice-president and general manager, and Ve OF A lA v ' 


E. W. Barber, secretary, the business will be broadened 


with fuller lines of stationery, and business equipment. 
Many improvements and considerable interior and ex- \ peo 
terior renovation of the premises at 816 Second avenue, ; us oe AUTOGRAPH ic 


where a bright new location was taken, preceded the 
move of the Prompt Printers & Stationers and their 
staff —CML 


REGISTERS! 


eR 

SMALL BUSINESSES FACE “OWN” EMERGENCY 

Although the road of the smaller American business 
man has been hard during the past decade, it will be 
even tougher in the years ahead, declares Henry H. 
Heimann, executive manager of the National Associ- 
ation of Credit Men, in his August “Business Review” . 
released last month to the association’s 20,000 manu- { 
facturing, banking and wholesaling members. f ) I 

“The attempts to help the small business man have gq — "i 
become either boomerangs or mere ‘lip service’. The 7 | P- ) mea = 
desire may have been genuine but almost every action 
has made it harder for the small business enterprise 
to survive,” he said. 

“Congress passes laws aimed at big business. Regu- 
latory departments of government issue rules and reg- THIS MIDGET REGISTER 


ulations to control big business. A tax bill is enacted 


with the main objective of reaching the earnings of ry 
ie Serer in its wide scope it ensnares the small DOES A Giant SALES JOB! 
Small Business Faces Emergency 

“Big business finds it costly to comply with the 
many rules and regulations but big business can have 
a staff to handle the multiplicity of detail. 

“Not so with the smaller business man. His volume 
of business does not permit him to engage many spe- 
cialists. He worries through, as best he can, about 
the details of all these acts and, sometimes, he has 
become discouraged. 

“Then a threat of war comes along. We decide to 
get on a war basis. The spending of billions means 
volume placement. The small business man doesn’t 
get many government orders, not because the govern- 
ment doesn’t care to give them to him but simply 
because there is haste and waste in an ‘emergency’ 
and he is overlooked. 

“So the small business man, beset with priorities, 
sees his usual business curtailed. Non-defense items 
in which he usually deals are limited as to production. 
The rules and regulations he knows were intended to 
regulate and control his big brother in business have 
unfortunately enveloped him. 

“Some in the small business group say they need 
money at easier rates. The majoritiy of small business | 
men, who are efficient, are not calling for credit. They 
are willing to take their chances on straight business 
operations but they can’t compete when they have to 
spend so much of their time studying this and that, 
complying with an ever-rising number of rules and 
regulations, making out an increasing series of local, 
state and government tax returns. 

Role of Small Business 

“The value to this country of smaller business needs 
little if any argument. Far-visioned men of big busi- 
ness agree to that as do most people in any walk of 
life. Small business implies the existence of economic 
democracy. 

“And let us not overlook the fact that the more 
small business enterprises we have the more difficult 
will be attempts at uneconomic control and regulation 


of business by government. 
“There will be considerable tax burdens in the years 





Bob may not really be a prospect for a 
Miami Autographic Register, but there are 
hundreds of small business men in your 
community who should use a Miami Auto- 
graphic Register system. The Miami Line 
with the Miami Mite and Plastic Portable 
for smaller installations and the Miami Man- 
ifolder or Refolder for heavier set ups is 
the specialty line for you. Form business 


repeats regularly. Write today for catalogs 






and sample forms. 











MIAMI 
MITE 


BOOK-PAC REGISTER 
FITS THE POCKET 


WRITE FOR YOUR COST 
and Minimum Selling 
Price. 


The MIAMI SYSTEMS CORPORATION 
CINCINNATI, OHIO 
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But this little dealer was a smart 
little dealer 


So he packed up his toothbrush 
and comb 


And he went to the Stationers’ 
Convention 


To see if his friend told the truth, 


For he heard that a super 
colossal display 


Could be seen at the Dennison 
Booth. 


MORAL: Follow the smart little dealer 
and visit the Dennison Booth, W-7, 8, 9. 


Denmioon Manufacduring So. 


FRAMINGHAM MASSACHUSETTS 
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ahead. They will weigh heavily on the small business 
man. It is no balm to the small business man to real- 
ize that his troubles come from an effort to save him. 
Good intentions offer little solace to the man who 
becomes so discouraged over the demands made upon 
business that he leaves the field of commercial enter- 
prise. One certain way to make small business smaller, 
less attractive, is to establish more rules and regula- 
tions to control big business. 


Modern David vs. Goliath 


“David felled Goliath with a stone from a sling but 
when he went forth to battle he was not required to 
don a suit of armor that fitted Goliath. Left free to 
choose his armor and his weapons he came out victori- 
ous. The modern David in America, the small business 
man, asks no more. 

“This is not argument against the wisdom of de- 
fense. It is entirely designed to emphasize a sincere 
belief that unless in the months ahead smaller business 
organizations can find a way out, have apportioned 
to them a larger portion of defense contracts, the 
mortality among such organizations will be great. 

“Nor is it going to be confined to manufacturing. 
Certain retailers, service companies, and the various 
other lines handling non-defense goods will also feel 
the pinch. Careful planning and a great effort are 
needed to prevent such a development.” 

oo 


FIRE PREVENTION IN CIVILIAN DEFENSE 

The importance of first-aid fire protection during 
times of civilian defense is explained in a bulletin 
issued recently by the Safety Research Institute, New 
York City, in connection with the observance of Fire 
Prevention Week, October 6 to 11. 

The bulletin points out that in any stage of an emer- 
gency, whether planned protection against fire from 
ordinary causes, from sabotage, or from invasion, “it 
is vital that portable equipment, designed for striking 
at the incipient fire, be in proper working condition.” 

Directing its message to business establishments, 
homes and various institutions, the bulletin says in 
part: 

“During fire prevention week, as the nation focuses 
its attention on fire safety to conserve national re- 
sources, it is only good judgment to inspect and 
recharge fire extinguishers. Given normal care, they 
will render many years of good service. 

“Particular care should be given to the 21'5-gallon 
extinguishers that are pressure containers, the soda- 
acid and foam types. For maximum efficiency they 
must be properly charged.” The bulletin then recites 
a set of rules for the care, inspection and use of extin- 
guishers, all of which have been read and approved 
by the Underwriters’ Laboratories, Inc. 

Those interested in obtaining a copy of the bulletin 
should communicate with the Safety Research Insti- 
tute, 420 Lexington avenue, New York, N. Y. 

lait insiesicane 
6000 N.T.O.M.D.A. PROGRAMS MAILED 
TO INDUSTRY MEMBERS 

The extent to which officials and committees of the 
National Typewriter & Office Machine Dealers Asso- 
ciation sought to interest the industry in the annual 
convention just held in Chicago is disclosed in a report 
which declares that 6000 convention programs were 
mailed out to dealers in every section of the United 
States. 

Elmer Young, Young Office Equipment Company, 
Chicago, general convention chairman, said that the 
exceptionally large mailing was decided upon as one 
of the first proposed steps toward increasing the or- 
ganization’s activities and membership. By this means, 
he declared, hund*eds of dealers who did not attend 
the conclave will, nevertheless, become acquainted 
with the scope, principles and activities of the associ- 
ation and thereby made receptive to turther solicita- 
tions for membership. 
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A TWIST OF THE “DATE AND NORMAL” WHEEL INSTANTLY CONVERTS 
THIS STATEMENT MODEL INTO A LARGE CAPACITY ADDING MACHINE 


A Statement Model at the End of the Month—An Adding Machine Throughout the Month 


EL 


“ACE” STATEMENT MoD 






















or 
STATEMENTS 
adds to $99,999.99 
for 
REGULAR ADDITION 
totals $9,999,999.99 


STATEMENT 


Moose 


A new "“‘all-purpose’, popularly priced 
figuring machine. Every office manager and 
every owner of a charge account business 
should see it. 


Produces neat statements. Has 8!/5 inch 
movable roller bearing carriage with Tabula- 
tor stops for columnar work. Ten million 
dollar capacity for adding and multiplying 
—ideal for checking invoice extensions. New 
square key tops for positive speedy opera- 
tion. Visible dials. Two color ribbon (credits 
and all subtracted items in red). 


Send coupon for details. . We GAMUT 
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FIGURING}. 
MACHINES 
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Want to catch a whale? 






PEERLESS - IMPERIAL 


Helps you pull in those big Profits! 


Whales are not caught with rod and reel. It takes a fully- 
equipped whaling ship to do the job. 

Large ribbon and carbon sales are rarely made by the dealer 
alone. Intensive cooperation is necessary. 

PEERLESS-IMPERIAL believes that consumer accounts, no mat- 
ter how large, belong to the dealer—and to every member of 
the PEERLESS-IMPERIAL family out for a big order, we offer 
factory cooperation without precedent in the ribbon and carbon 
field. 

If you have sighted a whale of an order you would like to 
bring in, join our family and clinch the sale. Write today— 


giving full details, specifications, etc. We'll show you action 


that really means business. 


PEERLESS 
Proves It With 
PROFITS! 


Your salesmen will appreciate our liberal sales- 





There's no sale like a quick sale—and there's nothing 
like PEERLESS Rubber Keys to make quick sales for  ™en’s bonus plan. Write today for details. 
you. They're a cinch to sell because they increase 
ON THE KEY. 
att % ss a Ty 
A 3 


office efficiency by saving nerves and fingernails. 


With business booming there's no trouble in getting 






the boss to approve a requisition for every type- 


writer in the office. 


ers. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


THE KEY MEN OF AMERICA—Manufacturers with the dealers viewpoint. 


General Office and Factory: 409 Mulberry Street, Newark, N. J. 


NEW YORK CITY CHICAGO LOS ANGELES 
321 Broadway 179 W. Washington Bivd 828 S. Spring Street 
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HIGGINS ON WEST COAST TRIP 


Tracy Higgins, president of the Higgins Ink Com- 
pany, Inc., Brooklyn, N. Y., last month left the home 
offices for an extended trip to the western states 
during which he plans to visit Higgins dealers in Los 
Angeles, San Francisco, Portland, Seattle, Tacoma and 
Vancouver. 

Mr. Higgins left New York on August 20, making an 
overnight stop in Chicago where he visited Jim Brad- 
ley, his mid-west sales representative and visited 
the Bradley home in Des Plaines. Traveling West on 
the Union Pacific’s fast train, he reached Los Angeles 
on August 23, making his headquarters at the Beverly- 
Wilshire hotel. There he joined forces with Jim Mont- 
gomery, western sales representative, and paid several 
calls on dealers in the Southern California territory. 

In addition to doing a lot of sight-seeing Mr. Higgins 
expects to attend the convention of his college fratern- 
ity, Theta Chi, in Berkeley, Calif., and will complete 
his western trip in time to reach Chicago for the Na- 
tional Stationers Association convention where he will 
meet Harry Tehan, Higgins’ sales manager. 


—>< 


U. S. ARMY CAMP STUDY READY 


A comprehensive analysis of the methods of properly 
contacting and selling to United States Army camps, 
post exchanges, ship stores and allied markets has 
been published and made ready for distribution by 
Profitable Marketing, a business research organization 
located in the Chapman building, Los Angeles, Calif. 

According to the booklet the establishment of over 
100 camps and approximately 600 other military bases 
in the United States, together with the general re- 
armament program, have created a major source of 
new opportunities for volume selling. For this reason 
manufacturers and suppliers should acquaint them- 
selves with the procedures covering selling to these 
governmental organizations. 

Copies of the bulletin covering this type of selling 
are priced at twenty-five cents and may be obtained 
by writing to the company distributing them at the 


above address. 
= 0 


MAY COMPANY TO EXHIBIT AT N.S.A. MEETING 


The J. L. May Company, 111 West Nineteenth street, 
New York City, has announced its intention of repeat- 
ing its exhibit at the National Stationers Association 
convention in Chicago next month. The display, ac- 
cording to company Officials, will include many timely 
and new items which will be exhibited for the first 


time. 
(2 ete 


KABERNA NAMED VAN DYKE SALES MANAGER 


S. Zidek, president of Van Dyke Industries, Chicago, 
manufacturers of fluorescent lamps, last month an- 
nounced the appointment of Harry Kaberna as sales 
manager. He succeeds L. L. Stewart. Mr. Kaberna, who 
has been associated with Van Dyke for the past seven 
years, will spend most of his time serving the com- 
pany’s dealers throughout the country. 


oe 


REMINGTON OKLAHOMA BRANCH STAFF 
CHANGES 


J. L. Hammett has been appointed salesman for 
Remington Rand Inc., 26 N. W. First street, Oklahoma 
City, to travel the southwestern part of the state. Mr. 
Hammett succeeds R. L. Moody, now training with the 
air corps. 

Jack Craig, a former city salesman, recently left to 
take training in sheet metal work. 

In the service department, Dell Morgan, formerly 
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Here is the most reliable source 
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for every make and model of 
STENCIL DUPLICATING 
MACHINE. 


Get your 
sample of 
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MADE 
inks now— 


and test it! 


Our 45 years’ experience in the 
poot-bobbbe-Loidbba-Me) Melb ho) lot-tetele ms belie 
enables us to offer you the finest 


Je) dole |b Lol (Mee) oh ¢- bh of-¥o) (= Deh aria lst ace 


Our PREMIUM INK is a high grade 
black ink that has the properties of 
Quick Drying and Minimum Penetra 
tion into the paper. The finest ink made 


for first class stencil duplicating work. 


BULLETIN INK fills the need for a jet 
black ink where price is a factor. Ex- 


cellent results at a minimum of cost. 


NAS ABAAHADASr why 


All inks manufactured under the personal 
supervision of Fred. B. Canode. 


WRITE TODAY FOR 
SAMPLES AND PRICES!! 


INh SPECIALTIES CO. INC. 
925 S. LAFLIN STREET . . . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BA 
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TO ASSURE 
ADEQUATE STOCK 


Model 900 


$gso 


For A.C. Current 
Less Tube 


Adjustable shade. 
“Lustrous Bronze 
Applique” or Mo- 
rocco finish. 15 
watt tube. Weight 
8 Ibs. 






The “Giraffe” 
For Desk—Drafting Board 


and every location in office or 
factory where a completely ad- 
justable clamp-on fluorescent 
light is desirable. Adjustable 
in all directions—folds compact- 
ly when not in use. Adjustable 
in height and of rugged con- 
struction. For 15 watt standard 
tube A. C. current. Weight, 10 
pounds. Maxi- 


mum extension 
28 inches. $ 1 6°° 


Model 1277. less tube 


The“ Peer” 


The ultimate in desk 
lamps. A splendid gift 
item. Plated statuary 
Bronze — solid walnut 
base—solid bronze pen 
rest. Nationally adver- 
tised self-starting elec- 
tric clock. Weight 9 
Ibs. 15 watt tube. 
Model No. 975 
'$ A.C. Current 
23*°° 
less tube 
America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 


















VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 








OFFICE APPLIANCES 


| with the Tulsa branch for three years, was transferred 


to Oklahoma City, and E. V. Wheeler, was transferred 
from the Oklahoma City service to the same depart- 
ment in Tulsa. 

T. R. Ragon was transferred from the service de- 
partment in Oklahoma City to the Amarillo branch, 
and Stanton Prescott, formerly at Amarillo, is now in 
the service department at Oklahoma City.—EVH 
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COVER OF THE VICTOR SAFE & EQUIPMENT COMPANY'S 
NEW CATALOGUE WHICH IS DESCRIBED ON PAGE 8. 
POE ES, 

BAKER CHANGES FIRM’S NAME AND ADDRESS 

Al Baker, owner of the Adding Machine Exchange 
in Racine, Wis., last month changed the name of the 
organization to the Adding Machine Sales & Service. 
At the same time he announced the removal of his 
business to a new location at 302 Main street, where 
larger salesrooms and better facilities for serving his 
customers are available. 

In addition to the Allen Wales adding machine and 
the Woodstock typewriter, the firm also handles a 
complete line of steel office furniture, posture chairs, 
carbons and ribbons and general office supplies. 

Mr. Baker launched his firm four years ago and 
since that time has kept an eye open for a location 
in the main business section of the town, a desire 
which the new site fulfills. Prior to going into business 
for himself he was connected with the Burroughs 
Adding Machine Company for eighteen years. 


oo ee «6 — 
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COVER OF LYON METAL’S NEW SHOP EQUIPMENT CATA- 
LOGUE WHICH IS DESCRIBED ON PAGE 8 OF THIS ISSUE. 
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In the Vast Speed-Up of Industry 
Bates Products are Indispensable 


Now that the great Defense Program is rushing along, 
Government and Industry are both depending on Bates 
to speed-up the ever increasing flood of paper work. 
We are doing all in our power to meet the demand 
which is coming through Bates Dealers the country over. 


Bates Numbering 
Machines 
The standard of quality for 
over 50 years. Made in 
different models to meet 
every requirement for hand 






Bates Stapler (Mode/ B) 


Makes its own staples, 5000 
in one loading, can’t jam or 
clog. The dealer’s stapler; not 
sold by direct canvass. 


numbering. 


Bates Eyeleter 
New and improved me- Bates Perforator 


chanical principle assures 
100% automatic feed. Indis- 
pensable to law firms and 


Reasonable in price. Easy 
action. Steel punches for 
greater cutting power. 
Largest waste container. 
Saves desk space. 


insurance offices. 





Bates Munkee 
Stamp Pads 


New construction allows 





you to take out and re- 

— verse the filler in a jiffy. 

Bates Dialist ) 

The quality pad that does 

Che most fascinating indexing device away with tin box price 
on the market. Dials like a phone. competition. 


Cover pops open and there is the list 


QUALITY PRODUCTS 


THE BATES MFG. CO., ORANGE, N. J.; NEW YORK OFFICE, 30 VESEY ST. 


you want. 














ce nn Pe as a oe 
is Spi ag aan x cos 
bro. 


Sia te pe oe ee 























Oe 


er ans 














176 









OFFICE APPLIANCES 


aaa ee 


UM lbmat: 





A FAMOUS SKY-LINE WELCOMES 
te ee 


CHICAGO — PALMER HOUSE — OCTOBER 6-9 


To the Commercial Stationers and Office Outfitters who attend the 
National Stationers Association Convention in Chicago, October 
6-9, Speed-O-Print Corporation extends a cordial welcome. 


It will be a pleasure to greet our many friends again and as the 
years pass, we come to count more and more on these occasions 
that bring us together. The bond between us has grown ever 
stronger and we look to this opportunity to personally express our 
thanks for your loyalty and patronage. 







With justifiable pride, we point to our mutual successes of the past 
and pledge to you as our dealers, their faithful continuance in the 


future. 


SPEED-O-PRINT CORPORATION, 153 N. MICHIGAN AVE., CHICAGO 
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SEEKS TO HELP FURNITURE MEN 
IN DEFENSE WORK 

The first move toward establishing a program which 
would seek to help the nation’s furniture manufac- 
turers meet their responsibilities under the defense 
program was made last month when a meeting of 
furniture company representatives was held in Wash- 
ington, D. C. The gathering was headed by J. M. 
Brower, chief of the furniture section, division of pur- 
chases, Office of Production Management. 

After it was explained that the program, broadly 
speaking, is designed to facilitate placing of defense 
orders with furniture manufacturers and to conserve 
materials through simplification of furniture lines 
and styles, Mr. Brower appointed sub-committees 
whose duties will be to make recommendations to the 
Office of Production Management on the extent to 
which both wood and metal furniture manufacturers 
can make items for defense. These recommendations 
will be based, in part, on a study of individual plant 
facilities so that government officials may know what 
procedure plant capabilities the industry has to offer. 

The committees will also be asked to look into the 
possibility of revising government specifications for 
furniture as a means of simplifying the filling of 
government orders and to see whether or not a savings 
in material and productive capacity could be estab- 
lished by use of a broad simplification program. 

Among those present at the meeting were a num- 
ber who represented some of the largest furniture 
manufacturing companies in America, including the 
following: 

J. S. Sprott, The Globe-Wernicke Co., Cincinnati; 
Albert W. Smith, Standard Furniture Company, Her- 
kimer, N. Y.; H. M. Taliferro, American Seating Com- 
pany, Grand Rapids, Mich.; E. D. Power, Lyon Metal 
Products, Inc., Aurora, Ill.; Austin Finch, Thomas- 
ville Chair Company, Thomasville, N. C.; Delmar 
Kroehler, Kroehler Manufacturing Company, Naper- 
ville, Ill.; Steve Johnson, Simmons Company, Kenosha, 
Wis., and Elizabeth, N. J., and Robert Dosker, Gamble 
Brothers, Louisville, Ky. 


oe 
DOPPELT’S WINDOW CONTEST WINNERS NAMED 


Ending a spirited race for the three substantial 
cash awards involved, Charles Doppelt & Company, 
Chicago leather goods manufacturers, last month an- 
nounced the winners in its recently-conducted window 
display contest. 

The winners, who receive prizes of $100, $75, and 
$50 respectively, are: The Brandeis Store, Omaha, Neb.; 
The Killiam Company, Cedar Rapids, Iowa, and 
Charles Wehrman & Son, Madison, Wis. 

The contest was held in conjunction with a national 
advertising drive on Doppelt’s Dopp-Kit and each 
contestant was required to have his display window 
capitalize on the utility, long wear and other advan- 
tages of the well-known unit. 


——__—_0—=>0—____ 
CHARLES JOINS SLOANE 
The wholesale furniture division of W. &. J. Sloane, 


New York, N. Y., 
ment of F. C. Charles, as its West Coast representative. 





last month announced the appoint- | 


Mr. Charles will maintain headquarters at 3409 Larga | 


avenue, Los Angeles. 
———— = 2 


JOPLIN PRINTING COMPANY TO MOVE 


The Joplin Printing Company, Joplin, Mo., has leased 
a two-story building at 506 Joplin street for ten years 
and will move its office accessory and supply store into 
the building about September 1. At the same time, 
the office furniture department will be moved from 
the printing plant at 220 West Second street, consoli- 
dating all the office equipment sales in the one room. 
This will provide larger quarters for both the acces- 
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10 PROFIT 
pri MAKERS 


Amazing Stapler, Staples, Staple Remover, and Personal 
Paper Punch, with New features—New values—that 
instantly attract New and Old customers in Office, 
School, and Home markets. 


Xs 











PRESTO STAPLER 


Cc [> 
complete with 500 staples 50 


Fastest selling desk stapler in the world- 
streamlined attractively fin- 
ished. Sturdily built for positive 
service. Every desk 
needs one. 





FIRST QUALITY 








S205 


PRE 


STAPLES 
“ISION MADE 








PRESTO STAPLES METAL SPECIAL rrry 
fit perfectly—assure smooth USA 
operation—precisic “a made. 40 STRIPS OF SO STAPLES 





2.000 in a box, 25 


PRESTO STAPLE 
REMOVER pon 


Press the 
Handles 
Out Pops 

The Staple 










Quietly 2 — easily —- removes 
all wire staples from checks, 
| reports and other pers. 
No broken finger nails. No 
torn papers. Indispensable 
to all staple users. Made of 
colorful plastic and hard- 
ened steel. Attractively 
mounted for display. 


PAPER PUNCH 


Makes instant 
ring - binder 
pages of all 
papers. 
Punches 1%’ 
hole. Organ- 
izes work, 








Quectly ond fevty Remenes All Sexe Sropies trom 
Cmechs Lartery Reapers ond Omen Mptotie Papers 


PRESTO 
PERSONAL 








PERSONAL 


PAPER PUNC 


i By, 10 


Write for prices and liberal discount schedule 





saves time 
for Travelers, 
Secretaries, 
Students and 
Writers. 
Mounted for 
attractive dis- 
play. 
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Con be Carried m 
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METAL SPECIALTIES 
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IL-KLATTE 


THE SCIENTIFIC TYPEWRITER PAD 


G00C08 
60000 
0006008 


Kiacu time you sell a KIL-KLATTER 
typewriter pad you start a chain of repeat sales for 
other machines in the same office. KIL-KLATTER 
brings you these extra profits . . . and outsells all 
other typewriter pads . . . because it deadens sound 
more effectively and cushions more 
comfortably against typing shock. 


KIL-KLATTER is made of famous 
Ozire Axt-Harr Felt with 
<* treated top to keep machine 
legs from digging in and non- 
skid bottom to prevent 
sliding. Size 11x13 in. 
fits all typewriters and 
many business ma- 
chines. 
KIL-KLATTER | is 
attractively packed in 
individual cartons for 
eye-catching window or counter display and increased 









sales . 


Smartly Packaged 
for Counter Display 


FREE DISPLAY CARDS: With orders 
for a dozen or more pads we'll send 
you FREE a colorful display card and 
a quantity of 2-color mail enclosures 
imprinted with your name. 


FREE SAMPLE PAD FOR DEALERS 
ONLY will be sent, if the coupon 


below is attached to your letterhead. 





AMERICAN HAIR & FELT COMPANY 
Dept. D9, Merchandise Mart, Chicago. 


Send FREE sample of KIL-KLATTER Typewriter pad and information 
about prices and discounts. 


ee 














OFFICE APPLIANCES 


sory and supply department formerly located at 114 
West Fifth street, and the office furniture department, 
according to Gerry A. Manning, president of the organ- 
ization. 

The building is being remodeled completely so that 
the company will open in a completely modern office 
equipment store—HHB 


Oe - 





A MUCH-NEEDED EXPANSION.—Because of a need for extra 
space brought about by increasing business, the Pacific Sta- 
tionery & Printing Company, Portland, Ore., has added consid- 
erable space to its store at 415 Southwest Second avenue, part 
of which is shown here. The new space will be used for fur- 
niture display and will give the store entrances on two streets, 
with salesrooms extending completely through the block from 
Second to Third avenue.—BBC 
snctecsisliilitlicstttens 
BATES ANNOUNCES EMERGENCY VACATION 
POLICY 

The Bates Manufacturing Company, New York City, 
last month announced a new policy governing the 
annual vacation for employees of the Orange (N. J.) 
factory in which it was explained that due to defense 
program work undertaken by the firm there will be 
no vacation period this year. The statement read in 
part: 

“In view of the fact that a great portion of our 
production goes to set up the expansion of offices for 
the National Defense program, it is evident that we 
cannot do our part in the National Defense program 
if we close the plant for the usual two week period. 
Therefore, we will work straight through without a 
shut-down. This will in no way affect your vacation 
pay as set up by this company’s vacation plan. The 
amount given you on this basis will be paid to you in 
addition to your regular earnings.” 





TIME FLIES AND FAMILIES GROW.—Thirty-one years ago 

John M. Roberts took over a territory in Chicago for the Royal 

Typewriter Company and at that time his boy was just one 

year old. Today (see picture) he has five sons, two of whom 

are in the United States Navy, two in business near Chicago 
and the fifth a national accounts salesman for Royal, 
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| SCALE OF | 


fZ PUBLIC \ 


! OPINION \ 


SPECIALIZATION WEIGHS HEAVILY!! 






































The public acceptance and demand for V.P.D. products didn’t just happen. 
It is the result of specialization . of years of effort in building and 
promoting the most durable and most comprehensive line of transparent 
acetate envelopes, cases and container products, in America. 


More and more dealers have come to realize that any problems, in trans- 
parent envelopes, are reduced to simplicity itself by dozens of V.P.D. stock 
items or V.P.D.’s Special Order Department. They know that Joshua 
Meier, Inc, can be depended upon to fill their every holder requirement, 
whether it be a simple piece of cellulose punched with seven holes as a 
folder, or a very highly complicated container requiring unusual skill and 
imagination to execute. Dealers need no longer say “I'm sorry” to a cus- 
tomer's request for transparent containers regardless of how intricate the 
design or how exacting the specifications may be 














For years Joshua Meier, Inc., has pioneered in the educational work which 
dealers now know has been so fruitful im the tremendously increased de- 
mand for folders, envelopes, covers, job ticket holders, card cases, sales 
presentations and the many other transparent items which VPD manufacture. 


Sales are the final test of quality, dependability and public acceptance, and 
the demand for V.P.D. transparent products has inc reased steadily through 


the years... Today, with greatly expanded facilities, specialized equipment 
and highly skilled craftsmen, all orders, no matter how large, or smali or 
complicated, are filled and delivered promptly . . . and at prices that permit 


profitable mark-up and reflect definite retail value. 
Send for Complete 1941-2 CATALOGUE 
ALL V.P.D. PRODUCTS are made of cellulose acetate 
(NON-COMBUSTIBLE CELLULOID) 


4 


/PORTFOLIOS |f MAGAZINE AND BOOK COVERS 
windows] TRANSPARENT DESK TOPS 


pwindows.¢ : ¥ 
MANY OTHER SPECIALTIES 




























YHOLDERS 
te FOR 7% 
“blue prints, 
maps, in-,; 
structions 7 


‘HOLDERS 
TO ORDER 


“for job, work 
‘cards, cost7* 
sheets 37." 7 


Made in U.S.A. 


36 East 10th Street JOSHUA MEIER INC je -e : o  o o O 
New York City *" GRamercy 5-0690 


















ZENVELOPES 


for rings 
books closed ° 
three sides 4 
vad yee 


FOLDERS 
for ring 
books sa 


vthree sides “7 


7 CARD CASES 


many types , 





























“spiral or/ 
plastic binding 















and sizes “/27 


V.P.D. Celluloid Products 
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THE Complete LINE IS THE 
STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 






































C L t A and & ke t p CARBON CARBON INKED 
PAPERS ROLLS RIBBONS 
Tailor’s Marking 
Cleangrip Photo Offset Stormtex Silk 
Its distinctive appearance catches the eye. Whitedge Billing Rolls for Elliott- | Stormtex Cotton 
Its efficiency, cleanliness, long wear and RESISTANCE ~e Fisher Machines Cen 
TO CURL make it the carbon paper preferred by busy Geas Pu Billing Rolls for 
Cameo Burroughs Posting American 
— . . . Machines a 
Cleangrip combines all the desirable features of good li Register Rolls eliance 
carbon papers plus the highly important special features Tally Rolls Ribbons for Address- 
possessed by no others. Reliance Teletype Carbonized ograph-Multigraph 
It is profitable to the dealer as it brings new business Carbons in all Rolls Spesdaumat 
and holds it against competition. weights and| Rolls for Elliott- : 
DEALERS: Don't overlook this business getter. Write finishes Addressing Machines | Dupligraph, etc., etc. 
for samples and prices. Special Rolls 























H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 











BURNS COPYHOLDERS Have All Seven 
Important Features—Sell For Only ‘15 


NON-SLIP HOLDER Count them—the seven important features 
ADJUSTABLE 





that make the Burns Copyholder unsur- 

























GUIDE BAR 
fn passed in quality and performance. Only 
STURDY STEEL in price does the Burns Copyholder differ 
CONSTRUCTION materially from expensive copyholders. 
BLACK SATIN 
FINISH Its easy to see why these copyholders are 
SINGLE, DOUBLE, <_ making cash register music for dealers 
OR TRIPLE SPACING throughout the land. Top quality and 
moderate prices are an unbeatable combi- 
FINGERTIP ‘ite 
FIRM, NON-SKID CONTROL 
BASE > ee Other Burns models sell for as little as 


$3.00. Write today for details and dis- 


counts, 


OFFICE SPECIALTIES 


American Automatic Electric Sales Company 
1033 W. Van Buren St., Chicago, II. 


TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS ¢ CHAIR & DESK PADS 











SEPTEMBER, 1941 


ADAMS IN 66TH YEAR 
(Continued from page 28) 


first floor salesroom is done in a combination of pastel 
green and wash green plaster with a white plaster 
ceiling, contrasted only by unpolished metal rails 
around the mezzanine, where department and buying 
offices are located. As shown, stationery items are dis- 
played in the center of the store on four “islands” of 
rift sawn, gray-stained oak which harmonizes with the 
green coloration of the walls. Around the inner wals 
of the store are successive departments such as signs 
plates, carbon and typing paper, index cards, filing 
systems, cash boxes, scrapbooks, games, poker chips 
leather goods, ring binders, draftsmen’s tools, and 
stock signs. An interesting feature is that cases con- 
tain separate merchandise from stock shelving behind, 
this in the interest of creating more sales because cus- 
tomers are “exposed” to two lines of items. 

On the left side of the first floor are the envelope 
department, including 191 sizes in inventory; metal 
stencil equipment and dies, inks, marking stencils, 
brushes, etc. Other departments include badges, but- 
tons, cardholders, identifying clips, etc. The seal de- 
partment contains embossing and wax seals, pocket 
and desk types, check writing machines, 
punches, etc. At the left front is a marking device 
display, trophies, gavels, stock signs, house numbers 
and specialty metal-work display. The center station- 
ery cases show successfully fountain pens, inks, rubber 
bands, loose leaf and notebooks, leather goods, glue, 
pads, typewriter supplies, stickers, labels, desk supplies 
and finally greeting cards and printing. 


Modern Business Offices 


Upper floors feature buff plaster walls, new hard- | 
wood floors, and plenty of light. The office furniture | 


department on the second floor utilizes model offices 
on the fourth for extra display space. General and 
executive offices for control of Adams’ 300 employees 
are located on the third floor, as are offices of S. S. 
Adams, president, and F. K. Adams, vice-president 
and treasurer. Those for Walter Ruedy, stationery 
manager, and L. R. May, marking device manager, are 
located on the mezzanine balcony over the depart- 
ments themselves. 

Convenience and comfort were stressed in the ulti- 
mate design of this building, which the company pur- 
chased during 1940 because of its convenient location 
and size. The first five floors are air conditioned with 


ticket | 


a sixty-ton air conditioning system; sixth and seventh | 


for when 


is 


use 
by 


independent system 
needed. The illumination throughout 
fluorescent lighting fixtures. Floors are either ter- 
razzo or hardwood, and display fixtures have no 
crannies or sharp corners, which simplifies cleaning. 
Finally, every fixture on 
either for illuminated displays or stock as wished. 

The Adams Company was founded in 1875 by S. G. 
Adams, and has been located in four buildings during 
that time. The company maintains a separate factory 
building near the downtown district for metal special- 
ties. which are sold in conjunction with the large sta- 
tionery and office suvply lines——RAL 


have a smaller 


*—- © 
OLD TOWN PROMOTES FITZGERALD 

The Old Town Ribbon & Carbon Company, Brook- 
lyn, N. Y., last month announced the promotion of 
W. J. Fitzgerald to the post of assistant sales manager. 
Joining the firm in 1940 as a factory representative, 
Mr. Fitzgerald developed an outstanding record which 
led to the new position 

In his new capacity Mr. Fitzgerald will be responsible 
for the coordination of field activity with factory plan- 
ning in connection with the company’s dealer develop- 
ment program. Before taking over his new duties he 
went on an extended trip for the purpose of personally 
meeting Old Town dealers and factory representatives 
throughout the country. 


white | 


the first floor can be used | 
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iT SAYS IN 
ESQUIRE THAT 
VARAT BRIEF 
CASES ARE 


THE THING! 





OUR LIFE AND ESQUIRE ADS WILL 
BRING HUNDREDS TO YOUR STORE! 


26,000,000 readers of LIFE and ESQUIRE will be reading 
about Varat Brief Cases in Varat's great fall advertising 
campaign. About the new improved Varat designs . . . fine 
tailoring and quality leather . . . and the exceptionally low 
prices that have already made the Varat "V" famous. Get 
your share of the millions of presold customers who will ask 
for that V!_ "V" means "Victory" . .. for your cash register! 
And here's a little friendly tip: Prices are rising rapidly and 
delivery is unpredictable. We urgently suggest that you get 
your orders in at once! 


CHALLENGER — Ring 
binder and Portfolio 
combination. Marvelous 
mew design for school 
and business. Top-grain 
cowhide, with disappear- 
ing handle, twin Talon 
zippers, booster metal 
fitted, three extra large 
pockets, and bound pro- 
tected edges. For stand- 
ard size sheets. A scoop 
value! 





Top Grain 
Cowhide No. 108 
Deep Buff No. 417—BOAR 
Cowhide ....No. 108X GRAIN SPLIT 
COWHIDE 


Size 11''x8'/2" sheet 
No. 419 Same except 
Size 9'/2""x6" sheet 
No. 420 Same except 
Size 8!/2"x5'/2" sheet. 


ets, 
and 


length. 
Swirl Leatherette. 
Write for our free catalog 


118 S. Clinton St. 
Chicago. Ill. 






v 
Varat Made 





Triplet Binders for Price 
and Note Books. Genu- 
ine Talon Slide Fastener 
on 3 sides. Has 2 pock- 
one across width 
Booster 
metal. Lined smartly in 


MURRAY VARAT CO. 
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(AR FINE CYLINDER 
Improved ! 


Watch for the new 
monogram, the en- 
circled DE, if you 


pe -_— want to be sure of 


~ the latest model 





















... the most 
uniformly preci- 
sion made cylinder 
for super-effi- 
ciency in dictation. 


h— 


Ylow D E STANDARD CYLINDERS FOR 
DICTATING MACHINES 


Satisfied users of the regular “Standard Cylinders” 
will be surprised that these already fine products of 
the world’s largest and oldest independent cylinder 
makers have been refined to a point where they are 
now scientifically more accurate and uniform than 
before. Installation of the latest modern, precision 
controlled equipment has made this possible. Write 
for samples of the new DE cylinder. 


ANDARD 
RECORD COMPANY 


104 SOUTH FOURTH ST., BROOELYN, N. Y. 
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WARSHAW Surruies 

SUPPLIES 

Don't kid yourself! Your customers e 
know value. And when you sell them ROLL LABELS 
WARSHAW index cards, folders GUIDES 


guides, etc they recognize them as INDEX CARDS 


a real value—that rare combination REINFORCED 
£ FOLDERS 
of price and quality that can't be 
, PROTEX 
peat STICKONS 
WARSHAW products are made on MENDING TAPE 
full tomatic machinery—always run GUMMED 
u 4u 4 4 y way U INDEX TABS 
true and uniform 
= 


Write for samples and prices at once. 


THE 


WARSHAW MFG. CO., Inc. 








1 MAIN STREET, BROOKLYN, WN. Y. 
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WHICH—MERCHANDISING OR PRICE CUTTING? 

All men are created equal and are endowed with 
certain inalienable rights and among these rights is 
the privilege, if he should so desire, to become a retail 
stationer. And pursuant to the principles of free en- 
terprise, having embarked on the career of this 
ancient and honorable profession, actually he is bound 
by few laws and less of restrictions as to how he 
should conduct his own business. If he so desires, he 
may buy his wares at certain figures and sell for less— 
that is his privilege—or he may feel that standards, 
accepted as practical and workable, do not apply to 
him and he may adopt his own standard of doing 
business. However, certain factors enter into consid- 
eration that have a direct bearing on how he must 
conduct his business to assure his survival. Location 
of his place of business, his knowledge of his products, 
his ability to handle the public and his employees, 
and of course the factors of personality, etc. 

And sooner or later he will be faced with the prob- 
lem of deciding which he must choose, either mer- 
chandising or price cutting. 

If correctly handled, either will prove a workable 
policy, but in making the choice it would be well to 
remember that in considering the factors that enter 
into our particular retail business, the choice of a 
merchandising policy will be the safest and least com- 
plicated of the two. If faced with a highly competi- 
tive situation, thoughtful merchandising will tend to 
pull you through with a profit, while price cutting will 
often leave you with a loss. 

Many factors enter into the successful handling of 
your business from the merchandising angle—careful 
choice of merchandise purchased—a careful selection 
of your personnel—men or women well qualified to 
intelligently present this merchandise to the con- 
sumer, and to be able to realize the fullest possibilities 
from each sale—a sound sales policy that will breed 
friendliness and confidence in your store—and many 
other factors—each one of which must be given care- 
ful thought and attention 

If the choice be a price-cutting policy beware, for 
your situation becomes far more complicated. There 
is not sufficient margin to permit too much leeway— 
accurate costs of uncatalogued items are required, 
careful analysis of your selling expense and overhead 
items are assential—you must be a constant watch 
dog on costs of doing business. A slight rise means the 
difference between a profit or loss. From past expe- 
rience, I would most definitely recommend you to the 
policy of merchandising—/From the house organ of 
the Philadelphia Stationers Association. 


*—-¢ 





SHEAFFER'S NEW THREE-WAY DISPLAY.—The W. A. Sheaf- 
fer Pen Company, Fort Madison, Iowa, has created a new 
fall display designed to reach students, United States service 
men and business men. The center framed picture features 
a direct color illustration of a father presenting a Sheaffer 
military ensemble to his son, and a “Lady Sheaffer ensemble” 
to his daughter. Two side cards feature Sheaffer pens for 
U. S. service men and for school use. In addition an auxil- 
iary piece is furnished and can be used as a reflector thus 
enabling the dealer to light his entire window and display 
unobtrusively. 











SEPTEMBER, 1941 


183 


il il 


Hit 





1O-AEY FULL-DUTY PORTABLE SUBTRACTOR 


Here it is—the adding machine of today—in design. 
speed and adaptability to all types of modern figure 
work. [t’s so attractive that it will sell on sight. And it 
has every good point of its famous full keyboard 


portable subtractor teammate. 


Again, Victor leads in giving vou new products—more 


profit opportunities. No matter what your customer 


VICTOR ADDING MACHINES 





needs in adding machines, there’s a Victor to meet that 
need. Portables priced as low as $49.50: standard elee- 


trics starting at $134.50. Everv business is your prospect. 


Mhat’s why the Victor franchise grows more valuable 
every dav. For Victor dealers grow with Victor. Write 
now for full details to lictor Adding Machine Co.. 


3900 N. Rockwell Street. Chicago. 
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BuiILD *5 SALES TO *50, THE POLAR way 


Yes, you can too! Just start a customer with a 
two or three piece ensemble selected from this 
beautiful matched, gold tooled leather accessory 
line. Show him how by purchases at convenient 
intervals he can acquire a complete desk ensem- 
ble from these 37 pieces (always open stock). 
Nor will the original purchase wear out before 


the other items can be added. This is real leather 
and made by POLAR. Nuff sed. 

This POLAR plan is making money for plenty of 

dealers right now. It will make money for you. 
Write for full details. 


POLAR MANUFACTURING COMPANY 


323 NORTH 13TH STREET ..... PHILADELPHIA, PENNA. 














The Dawn Manufacturing Corn 
HALL-WELTER CO, INC. 


12 CHAMPENEY TER. ROCHESTER, N. Y. 
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FRIDAY 


ess Ss sdys: 

Un Our 39th Birthday 
we gratefully acknowledge 
your patronage and re- 
affirm OUR PLEDGE to 
continue to render 
DEPENDABLE SERVICE 
to Office Machine Dealers 
Everywhere. 





and remain 
ALWAYS YOUR FRIEND 


NEVER YOUR COMPETITOR 


Ames Supply Company 


564 W. Randolph St., Chicago 


37 Murray St., 583 Market St., 
New York San Francisco 


206 Lane St., | principal ciTiES 11 Pryor St., 





AGENCIES 
IN 














Dallas Atlanta 
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WORLDS GREATEST all around 


ELECTRIC TOOL oz. 






DRILLS-GRINDS-SANDS 
SAWS- POLISHES 
SHARPENS-CARVES 


The new WHIZ ELECTRIC TOOL is the handiest power 
tool ever made. \ rugged tool for power and precision 
work. Drills through 14 inch iron plate in 42 seconds or 
engraves intricate designs. Handles any material: Metals 
Woods Alloys Plastics Steel - 
Saves time. Eliminates labor. Plug into any socket AC 
or DC, 110 volts. Chuck 14 inch capacity. Ball bearing 
thrust. Powerful, STANDARD 
MODEL, with Normal Speed (uses 200 different accessor- 
Price only $7.95. 


Glass etc. 


triple-geared motor. 


ies, instantly interchangeable). 


The only DRILL-TOOL with a full year’s guarantee 


FREE mounted 114 inch grinder, sanding discs, cutting 


mounted brush, polishing wheel, carving burr, etc. 
with each tool ordered NOW. We pay postage. 


Accessory outfit (Value $2) includes set of drills, 


Ww heels, 


FREE 


10-DAY TRIAL—MONEY BACK GUARANTEE 


PARAMOUNT PRODUCTS CO. 
Dept. 9-FAJ 545 Fifth Ave. New York, N. Y. 


HIGGINS 


MERICAN INDIA 
: 


Zola amoham -1¢:1 4. @ wrelilemm 0) 00) O-um, 
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HIGGINS 


TAININ 


HIGGINS 


INK CO.. INC 
271 NINTH ST., BKLYN., N.Y 











EVER TAKE A DARE? 


Sure you have, perhaps to your sorrow. Here’s a 
chance to take one and profit in the bargain. Send 
for a price list and samples of U. S. inked ribbons 
and carbon paper. This complete line combines 
quality, saleability and real profit possibilities. Take 
a dare, send in the no obligation coupon below and 
see for yourself. 

U. S. Typewriter Ribbon Mfg. Co. 

Filbert at 10th Street 

Philadelphia, Pa. 

Please send samples and price list. 

Name 

Company 

Address... 

City 
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Wherever there’s a typewriter, 
there’s need for a Dixon ‘‘Thin 
Edge”’ typewriter eraser, No. 899. 
Every one of your customers is a po- 
tential customer for this eraser — en- 
abling you to pick up extra profits. 
Dixon “Thin Edge” takes out 
the smallest error without touch- 
ing the remainder. It’s the stenog- 
rapher’s favorite eraser. Dixon 
“Thin Edge” imitations prove 
that, for the best is always 
imitated. Stock up and 4 


display Dixon 899. 4 







Pencil Sales Dept. 98-]9{ 

JOSEPH DIXON | 
CRUCIBLE Co. 
Jersey City, N. J. 




















SRR ae RNR Sac aa 








ES alee oe eet 





ES eae 213 A eee S weh  neaed Mele me sete eet 





INK WELL 
& PEN SET 


Patented Sales Features Never Before 
Offered at any Price! 


It can’t spill, even if turned upside down 
It removes all excess ink from the pen 
It prevents waste of ink through evaporation 


Smooth Writing Non Corrosive Pen Points. 
Writes 300 words with one dip 


Perfectly Balanced Penholder of Indestructible 
Plastic 


For Office, School, Hotel, Home 


COMPLETE SET RETAILS FOR 75 CENTS—Generous profit 
for dealers. Write for Complete Information. 


PREFERRED PRODUCTS 
P. 0. BOX 716, TOLEDO, OHIO 


» Thio Stationer sold 
rit Now-SPILLS in 6 months 

















PRECISE TRIMMERS 
are TOP QUALITY ! 


Precise is the recognized leader in the field because of the 
patented features and value built into each part of a 
PRECISE TRIMMING BOARD. 

Compare these outstanding features .. . . finest seasoned 
hardwood board, ebony finish adjustable paper 
guides . . . . blade is best grade steel, properly ground 
and hardened . . . . two rulers for perfect alignment, gradu- 
ated in 1/16” . . ... surface ruled in 

Ye” squares .. . .safety spring, 

prevents knife falling. 





Patent. No 
2.185.985 


Complete details concerning range of sizes and prices 
plus dealer discount, gladly sent on request 


Please bear with us if shipments are a 
little slow, as the demand is unprecedented. 


AMERICAN PHOTO LABORATORIES, INC. 
28 N. Loomis St., Chicago, III. 
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WILKERSON BUYS MARTIN’S INTEREST IN 
COMPANY 

R. E. Wilkerson, part owner of the Wilkerson-Martin 
Company, Jacksonville, Fla., last month announced his 
purchase of the interest in the firm held by George 
W. Martin who has resigned from all activity in the 
organization. 

Mr. Wilkerson said the transaction will not result 
in any changes in personnel nor will it bring about 
any difference in policies, the various lines carried 
or the company’s activities in its territory. 

The Wilkerson-Martin Company is located at 332 
West Forsyth street in Jacksonville, and is well-known 
in its section of Florida. 





NEW HIGGINS’ WINDOW DISPLAY FOR DEALERS.—Anita 
Colby, nationally-known model and promotion consultant, will 
visit hundreds of dealers of the Higgins Ink Co., Inc., Brooklyn, 
N. Y., in the guise of this new window display. The entire unit 
consists of five pieces printed in four colors, the center one of 
which features Miss Colby using Higgins American drawing 
inks. Four auxiliary cards which are to be placed two on each 
side of the center, are die cut to hold containers of Higgins 
Eternal ink, Blue-Black writing ink, vegetable glue and office 
paste. Retail prices and selling points on the items are printed 
on the four side cards. The display is shipped in a 200-pound 
test container to prevent bending or damaging corners and 
each side card has a pedestal easel on the back to ably support 
the package inserted in the card without danger of falling, 

tipping or pilferage. 

*—-? - - 

MODERN OFFICE EQUIPMENT CUTS COSTS 

Efficiency of modern office equipment and the man- 
ner in which latest business machines cut operating 
costs and overhead are major sales points for salesmen 
of Shaw & Borden Company of Spokane, Wash., sales- 
men covering ail parts of the “Inland Empire” to sup- 
ply the latest business tools in hundreds of offices and 
business houses of that region. 

As W. M. Burns, president and manager of this well- 
known firm explained, the company takes due cogni- 
zance of the fast-changing world and the fact that 
modern methods require modern ways of doing things, 
and modern business machinery for cutting costs which 
mount with obsolescence. 

Although the firm has gradually expanded to a point 
where it now has about fifty employes and a spacious 
setup in Spokane filled with stationery and office equip- 
ment stock over a 54,000 square foot area, it began 
modestly fifty years ago in the pioneering region, with 
a policy that has always been to keep up the trend 
of the times and the latest models in office helps and 
equipment. As Mr. Burns says: 

“A man has to have up-to-date forms for his office, 
and we have to supply him. We are in a machine age, 
and so we furnish forms for his machine bookkeeping. 
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A Stylus For Every Need! 





29 Tips— 
all 
Different! 


Ball points, loop 
wheels, shading, etc. 


@ Technygraph styli 
offer an important 
selling point in the 
soft, neutral tones of 
their beige-mottled 
lumarith handles. De- 
signed to avoid eye 
fatigue. In attractive 
transparent containers. 


@ Knurling near tip 
gives index finger es- 
pecially firm grip. 


; 
! 
§ 
A 


@ Beautiful rainbow 
colors; pleasing to the 
eye. Easy to clean and 
keep clean. 


@ MADE IN U.S.A. 


DEALERS 


Our four-page broad- 
side shows Techny- 
+ graph Styli in actual 
STYLI TIPS ARE 8 size in their fast-sell- 








yp CADMiuM-PLATES Tia cote se pale 
copy today! , 
i Technygraph, TECHNY, ILLINOIS 











Esterbrook No. 048 
the grand-daddy of 
all fine pens! 


TRIFLES MAKE PERFECTION... 
BUT PERFECTION IS NO TRIFLE! 


For more than 80 years, Esterbrook has set the 
standard of pen perfection—by developing and 
improving the small things, even the invisible things. 
Tremendous trifles, they are... for they guard 
your reputation well ! 


We've got your number—for all-around business: 
a pen to suit and please every customer. No. 048, 
one of Esterbrook’s most famous pens is illus- 


trated above. Complete catalog on request. 


bstertrvuk 


PEN COMPANY 


86 Cooper Street, Camden, N. J. 
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THE LOUIS MELIND CO. CHICAGO . . . NEW YORK CITY .. . SANFRANCISCO 








Codo “CARBON GRIPPER” 


A Flexible Backing Sheet 


“Carbon-Gripper” Grips and holds in place the assembled papers 
while being inserted in typewriter. 






Produces « greater number of 
fegible carbon copies at one writing. 
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“CARBON foto, 
GRIPPER” necting She 

List Price 25¢ 
@ Insures clean, | “Ce te ote i lt 

strong copies. Som re ee ate 


@ Assures per- 
fect alignment 


@ Saves wear on 
ribbons 


@ Saves wear on 


platen Grip Grey ond ineert i . 
pat note you have only che Ween 
am oi ae “Carton Gelorer” 
in eypew rites a The swore 

One “Carbon-Grip- ber of ay quicker facertion io the 
—_ with perfect liga 


per” in every box 
of Super-Keote and 
Keen-Rite Carbon 
Papers Without 
Charge. Write for 
details. 
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Codo- MANUFACTURING CORP. 


509 South Franklin St., 270 Lafayette St., 
Chicago New York 
Factory: Coraopolis, Pa. 
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Defense Comes First 
then 


Business Must Support It 


There are a great many of the essential “tools of business,” especially in the 
office operations end, which have become scarce or considerably restricted. This 
is due, of course, to the more necessary use of raw materials for defense purposes. 

If, and when, manufacturers produce or discover substitutes for stationery items 
which may have been currently restricted, limited or discontinued, we invite them 
to submit proposals to us for consideration. Items in our line such, for example, 
as brass paper fasteners, frequently become a small unit part of some large prod- 


uct, and therefore are of essential classification. 


Correspondence is Invited ! 


Horder’s Incorporated 


231 SOUTH JEFFERSON ST. CHICAGO, TLLINOIS 
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FOUNT-O-INK 


Vee ae 


MAGIC! NO . 
WELL @altlinG 


e of Better Grade Sesit sale 





Executive Gift 
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No. 25-S. Black and Antique No. 2251.-A. Mahogany and No. 21-TABR. Plastic Amber No. 4-Twin. Black Plastic 
Silver finish. Antique Bronze finish. and Antique Bronze finish and Porcelain 


MANY OTHER MODELS IN METAL AND PLASTIC, AND PORCELAIN 
See them at N.S.A. Convention, October 6, 7, 8 and 9. 

WRITE FOR 1941 CATALOG. ASK FOR OUR BROCHURE, AN INTERESTING 

BOOK OF STATISTICAL FACTS AND PERTINENT SELLING INFORMATION. IT’S FREE 


GREGORY FOUNT-O-INK COMPANY 








2652 Pasadena Avenue, Los Angeles, California 
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We have to be able to sell him the most modern equip- 
ment to keep his office in tune with the step of our 
times. 

“We endeavor to suggest to our customer the modern 
way and recommend to him tools and materials which 
will show him the shortest methods of doing business 
through the efficiency of machine development.” 

This company covers a large district with its sales- 
men and finds that business in the Pacific Northwest 
continues to grow, with modern office equipment in- 
creasingly in demand.—CML 


ee 





A WINNER AND HER PRIZE.—Miss Helen Oszczakiewicz, stu- 
dent of the Northampton (Pa.) High school, was recently pre- 
sented with a new Underwood portable typewriter for winning 
first place in the third annual International Artistic Typing 
contest at Windber, Pa., an event sponsored by Julius Nelson 
of that city. Mr. Nelson is shown presenting the Underwood 
machine to the winner who holds her entry, a picture of a 
collie dog while (at left) Miss Madolin Tucker, typing teacher 
at the Northampton high school, looks on. Second place was 
won by Lorraine Young, of Winnipeg, Man., Canada, who 
received a silver trophy. 


REACHING SIDEWALK CLIENTELES 

Window cards that spread sunshine and cheer, sell- 
hope, happiness, helpfulness and inspiration from 
day to day, are those conveniently placed to contact 
passersby and prospects along Third avenue, Seattle, 
by the Bank & Office Equipment Company on that 
business thoroughfare of the Puget Sound metropolis. 

There is a helpful note for the wayfarer, a bit of 
cheerfulness and uplift for the passerby, offered daily 
by the company in its placards for passers, who there- 
by may be turned into passers-buy. 

By means of the special cards constantly changed, 
this office supply house uses a new and refreshing 
angle of approach towards those approaching the win- 
dows. One recent injunction of these office equipment 
dealers was: 

“Minimize friction—create harmony. You can get 
friction for nothing. Harmony costs courtesy and self- 
control!” 

Another good one was: 

“A good way to climb high is to stay on the level.” 

Still others were: 

“There’s no greater achievement than to keep our 
dreams ahead of our achievements.” 

“Remember, you have forces within you which you 
have never exhausted.” 

Hand-written are these homilies, or bits of home- 
made philosophy, injunctions to salesmen or advice to 
executives or office workers who want to come out on 
top. 

In addition to attracting attention these windows 
create a good impression that remains, giving a thought 
to be mulled over and digested at leisure, so that if a 
customer is not drawn immediately into the shop he 
may be brought back later, thinking well over the com- 
pany and its ideals meanwhile-—CML 
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MULTIPOST LETTER OPENERS 


2 Hand Operated—2 Electric. 


MULTIPOST ENVELOPE SEALERS 


2 Hand Operated—! Electric. 


ENVELOPE SEALERS WITH COUNTER 


Something NEW—counts your mail as it is sealed. 


COMBINATION Letter Opener & Sealer 


The only machine of its kind ever offered. 


MULTIPOST STAMP AFFIXERS 
4 Models—with & without counter. 
There are over 200,000 in use giving good service. 


30 YEARS EXPERIENCE ARE BACK OF THESE MACHINES. 
ALL ARE SENT ON FREE TRIAL—NO OBLIGATION. 
WRITE FOR FOLDERS GIVING DETAILS & PRICES. 


MULTIPOST CO. 100 center px, Rochester, N.Y. 
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TUBULAR Coin WRAPPERS 


Stationers! It's your Line. Exclusively] 


“Steel-Strong” Products are sold 
through Stationers and Office Supply 
Dealers only. We have no retail sales- 
men to pirate your customers and cash 
in on your missionary work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manuai Coin Counters 


Currency Racks 


Draw String Bags 
Sontag Tra Cabinets 


Metal — Bags 

Night hd ars Bags 

Linen Shipping Tags 
Downey Change tone 


obaae Trays 





THE CL.DOWNEY CO. cincinnati 
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Copy RIGH T CopyHotver 


The TILTING, TWO LEVER 
Ball Bearing, Lifetime 
Copyholder with Unrivaled 
EQUI-PRESSURE Paper Grip 
. 


FOR MODERN, FRONT-VISION 
Line for Line Copying 
A Necessary Adjunct to 
Every Typewriter 


SIX MODEL WIDTHS 
to Meet All Transcribing 
and Copying Needs 
® 


ASSURES MAXIMUM SPEED i 
and Precision: Saves Eyes Help Eliminate 


Backache, Time MONEY! BOTTLENECKS! 


You can invest much EXTRA PROFIT 
in Defense Bonds and help accele- 
rate the Defense Program by show- 
ing your Customers a CopyRIGHT 
and telling them about the Copy- 
Work Holder that Dealers always 
say is the ‘BEST EVER!" It will 
speed up every kind of typing job 
and help tremendously to overcome 
the dislocations brought about by 
the unusual conditions now existing 
in thousands of organizations. 


Start doing your bit teday! 


SG. CORPORATION 


* NEW YORk 











I Why “Pabnfit”? 


No need to ask this question when you see the 
Hotchkiss Palmfit Model Staplers. Their smooth stream- 
lined contours show instantly that they are made to fit 


the palm of the hand. 
Palmfit Model 
122P 





This scientifically designed shape encourages the “press 
don’t pound” method of using the machine. It saves 
labor, reduces fatigue and unnecessary noise and makes 
for better stapling. 

Made in styles to meet every price requirement, 
Hotchkiss Palmfit staplers offer dealers opportunities for 
sales to all classes of buyers. The Palmfit line now in- 
cludes five models—101A, 120A, 122A, 122P and 220A*. 
Each style uses standard staples and is absolutely guar- 
anteed by Hotchkiss the pioneer stapler maker. 


*Model 220A is the new plastic base model. 
Have you received your sample? 


HOTCHKISS 


NORWALK, CONNECTICUT 


“Pioneers in all that’s best in stapling” 
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STATIONERS HELP PUT CITY “ON MAP” 

A program to put Marshfield, Ore., “on the map” was 
undertaken by the business men of that city, with out- 
standing success. Stationers who cooperated with the 
Chamber of Commerce in sponsoring this program 
were the Coos Bay Stationery Company, Hansen Sta- 
tionery, and the Pacific Typewriter Company. 

As a colorful means of attracting attention to their 
community, a group of the business men organized the 
Coos Bay Pirates. Their job was to make personal ap- 
pearances at the various functions held in their com- 
munity. They attended the Lions State convention at 
Salem, Ore., and the Red Head Round Up at Taft, Ore. 

Another of their activities was the entertainment 
of the good will organizations from several other cities 
that visited Coos Bay during the summer. 

Whenever a celebration or festival of any kind was 
held in Coos Bay, the “Pirates” were on hand to do 
their part to make the entertainment a success. 

One Chamber of Commerce activity, designed to at- 
tract state-wide attention to Marshfield, was the Coos 
Bay regatta. 

The regatta featured both outboard motor and Sail- 
boat races. Twenty-two sailboats participated in the 
various events before a large crowd. On the day of the 
outboard motor races, 5000 or more persons watched 
forty-one of the fastest motor boats in the northwest 
compete for $750.00 in prizes. 

An amusing feature of the regatta was a “battle 
royal” between the Coos Bay Pirates and the Cavemen 
from Grants Pass, Ore. A number of the contestants 
ended up “in the swim” in Coos Bay. 

The queen of the regatta was crowned at a big coro- 
nation ball. The secretary of state was on hand to 
take charge of the coronation ceremony. 

A “solicitation control” system which was organized 
by the business men has proven to be entirely ade- 
quate. Solicitors were prohibited from operating in 
Marshfield without the endorsement of the Chamber 
of Commerce. Of the first seventy-three applications 
for the endorsement of the chamber, fifty-eight were 
refused. During the latter part of the year, it was 
noted that there were surprisingly few solicitors asking 
for endorsement. This was believed to be due to the 
fact that persons engaged in this type of business keep 
one another informed as to the possibilities of the 
various cities. 

Merchants find that this system saves them more 
than the price of their Chamber of Commerce dues. 
Loyal support of the plan and refusal to contribute to 
any solicitation not having this endorsement has made 
the plan so successful.—_NPS 





HAWAIIAN SOFTBALL ADDICTS.—The Honolulu Paper Com- 

pany, representatives of the Royal Typewriter Company in the 

Hawaiian Islands, has recently formed a softball team with 

the help of Vice-President R. C. Oliphant. Although not long 

in existence the team has developed into one of the best com- 
mercial baseball organizations in the islands. 
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The H. C. Cook Co. 


14 Beaver St., Ansenia, Conn. 








RELI. RELIABLE 


for BARGAINS jp 
Kough ial Rebuilt 


TYPEWRITERS 
Adding—Billing— 
Bookkeeping— 
Calculating 
MACHINES 
CHECK WRITERS 
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VISIBLE RECORD BOOKS 
FOR BETTER BUSINESS 


Now, with most industrial plants run- 
ning to full capacity, executives are 
getting more and more ‘“‘record 
minded.” Visible books will find in- 
stant appeal—especially for Inven- 
Purchase and Stock Records. 


Cesco Visible Equipment offers a wide 


tory, 


range of forms and housing units. 


Send for Catalog ““G.” 


EXCLUSIVE AGENCIES AVAILABLE 


No matter what line you are handling, 
it will pay to investigate the Cesco 


Agency Plan. Details on request. 








<g> THE C. E. SHEPPARD CO. 
‘Ruews” 4407-21st STREET LL. 1. C., NEW YORK 























MIMEOGRAPHS | 
EDIPHONES | 
MULTIGRAPHS | 
DICTAPHONES | 


Write for latest price lists 


RELIABLE Typewriter | 


& Adding Machine Corp. 


303 W. Monroe St. « Chicago, Ill. 
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O% can’t be wrong! Don’t 
overlook this unusual profit 
opportunity in Tempo Film 
Stencils. Write for details today. 


New Catalog Available Now 
Write for your copy 


MILO HARDING COMPANY 


436 W. Pico Blvd., Los Angeles, Calif. 
617 Commonwealth Annex, Pittsburgh, Pa. 
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READY TO SERVE YOU— 
IMMEDIATE DELIVERIES 


Show your customers this one Proudfit feature 
alone and a profitable sale is half made. Flexible 
steel bands—non-protruding posts. Lies flat—no 
uphill writing. Clinch the sale by offering prompt 
deliveries. Average orders, both stock and spe- 
cial, usually shipped same week. There is a 
Proudfit for every loose leaf purpose—and 101 
additional items in the line. Write, no obligations. 


GRAND RAPIDS LOOSE LEAF BINDER CO. 
Grand Rapids MERS. Michigan 








OFFICE APPLIANCES 





TUuCcH-RITE 


TEACHES TOUCH TYPEWRITING IN A FEW HOURS 


Tuch-Rite is a simple, inexpensive, scientifically planned and 
designed keyboard device with which anyone can learn touch 
typing within one day, without a typewriter and without a 
typewriting book. Leading school authorities acclaim it as 
the perfect touch system teacher. 

A perfect graduation gift . . . leading stationers and department 
stores are having quick and profitable sales . . . Send now for com- 
plete information. 


Retails for $2. Well made, durable, attractively packaged. 
Show This Sensational, Easy Method in Your Store 


The TUCH-RITE CORPORATION 
149 BROADWAY NEW YORK, N. Y. 






































PAPERS === 
| N K E D ae) el 
THE NEIDICH LINE 


“a e em of 5s er Ukiimate Coils : 
CARBON [ilonoga 
CARBO! 
PAPER 
“QUALITY” “ECONOMY” “SERVICE” 
and Typewriter Ribbons will be 
more convincing than a thousand 


words describing their points of 


excellence. 


Write for full details. 


NEIDICH PROCESS 


DIVISION OF UNDERWOOD ELLIOTT FISHER Co. 


BURLINGTON, N. J. NEW YORK, N. Y. 
ST. LOUIS, MO. SAN FRANCISCO, CAL. 





STARK CALENDARS 















More features have 
been added to the 
Stark Line of Desk 
Calendars to make 
it the most outstand- 
ing line you can sell. 


Think of a year- 
ly calendar visi- 
ble at all times, 
plus the 3-months- 
at-a-glance feature 
coupled with the 
rubber feet, pen- pee: 
cil tray, locked No. 508 
arches, ete. All pads printed red and blue 


The Stark Line offers you real sales possibilities—of 
course the refills and stands are interchangeable with 
other popular makes. 





















DON'T WAIT ANY 
LONCER—write for 
new catalog, price 
list and sample 


sheets today! ! 


STARK 


CALENDARS, Inc. 
525 S. Dearborn St. 
Chicago, Ili. 
New York Office 


321 Broadway 
Phone COrtlandt 7-9779 
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QUARTERMASTER CORPS “SEVERS” RED TAPE 


WITH “MECHANICAL MEN” 

New units of “mechanical men” who will never know 
the sound and fury of battle are performing duties at 
Strategic points in the nation which would require 105 
human beings to duplicate. 

All of the campaigning by these robots is done in the 
Washington office and fifteen supply depots of the 
Quartermaster Corps, and their arch-enemy is red tape, 
which they have been successfully defeating under the 
most trying conditions. 

One automatic unit, comprising five machines, solves 
complicated problems of supply so efficiently that the 
Quartermaster General can be informed every week 
exactly how many vital items are available for each 
Army unit, and how many will be needed in the future. 

This recently mobilized army of mechanical men has 
made the Quartermaster Corps’ job of feeding, housing, 
clothing and transporting a million and a half men 
easier than ever before. 

Included in the five machine units are special types 
of mechanical multipliers, accounting devices and card 
punches. In one day a single unit can complete work 
which would require a week for fifteen human beings 
to perform manually. 

All the robots are electrically operated. An attendant 
in charge of one or more of them simply plugs in the 
electric cords, arranges the cards in accordance with 
the type of punching, writing or figuring desired, and 
the machine henceforth does nearly all of its own 
thinking. 

Fool-proof and error-proof, the machines are able to 
multiply by a factor which is in four decimal places 
and obtain an answer in terms of whole numbers, 
dropping all fractions of less than one-half and pick- 
ing up all fractions of one-half or over. 


No Chance of Error 


If the attendant happens to make an error in placing 
his cards in the rack, the machine is still able to think 
properly. A red light flashes a warning signal on the 
instrument dial and the machine stops, giving the 
attendant a chance to mend his ways. 

By means of this new robot procedure, the Quarter- 
master accounting staff can compute, in astonishingly 
short time, the exact supply requirements of any Army 
unit, regardless of size. The smallest computation may 
be for a squad of twelve men. The largest computation 
yet figured out by the machines was for a field army 
with a strength of about 53,000 individuals. 

Merely by pushing gadgets on the machines, the office 
of the Quartermaster General in Washington can get 
up-to-date figures showing the availability of boats in 
San Francisco, shoes in Boston, or summer clothes in 
New Orleans. And the office will know exactly to what 
extent the stock must be balanced to meet unexpected 
demand. 

During these days when large bodies of troops are 
being shifted from one section of the country to an- 
other, the Quartermaster General must know imme- 
diately the availability of supplies at the point of 
destination. 

Necessary Shipping tickets to transmit goods to the 
field can be prepared in five or ten minutes on the elec- 
tric accounting machine. This automatic system of 
accounting has speeded tremendously the flow of docu- 
ments and the preparation of papers in the various 
Quartermaster depots, enabling them to effect prompt 
supply of goods and services to the new army. 

Under the system each of the fifteen Quartermaster 
supply depots—located in widely separated sections of 
the nation—maintains punch card records showing its 
own exact supply situation. Duplicates of these rec- 
ords are sent weekly to the Quartermaster Corps head- 
quarters in Washington, where cards from all other 
depots are consolidated. 

Punch cards from each depot show the last-minute 
information on quantity of stock with respect to each 
item due into the depot, either as a result of a stock 
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W eve got some real thrillers to tell 
you ... about the dramatic volume and 
profit increases retailers are making by 


tying in with 


EATON’S BERKSHIRE 
TYPEWRITER PAPERS 


National Advertising and 
Promotion Campaign 


Glad to see you at 
Booths [-7 and [-8 
during the National 
Convention, Chicago, Oct. 6 to 9 


Stationers’ 








PITTSFIELD, MASSACHUSETTS 








POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 











The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 


FURNISHED IN 3 SIZES 











FREE LEATHERETTE POCKET CASE with EACH SEA“ 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 





PLACE YOUR ORDER WITH YOUR LOCAL 








MARKING DEVICE DEALER 





a AACN ARR See ate 


etme | 
a iF nee er 


RAP eae dba cna 




















194 


OFFICE APPLIANCES 












me Order NOW and 
— Avoid CHRISTMAS 
Back-orders! 
For Ideal Gifts— 
Stock the 
“NATIONAL” Line 





A Must for a sure-fire, profitable Christmas turn- 
over, National Brief Cases, Zipper Envelopes 
and Ring Binders provide the dealer with the 
most recent designs in all leathers—the up-to- 
the-minute style and quality required for at- 
tractive display and rapid sales. To assure 
safe delivery for the holiday trade order the 
popular, fast-moving “National” Line now. 


NATIONAL BRIEF CASE MFG. CO. 


512 S. Peoria St., Chicago 
10 E. 34th St., New York 1709 W. 8th St., Los Angeles 





Clamp-On Model—Maximum Flucrescent Efficiency, $17.00 List 
The F-4 Fiuorescent Desk Lamp is the ultimate in Clamp-On desk lamps. it 
is 18” high, the double swing arm allows an extension of 26” it is fitted 
" 1S-watt tubes. Furnished in light or red bronze plated finish. 


for two 18 
is designed so scientific Sethe that the base of the lamp 


The ——- on fitting 

covers only 4” of the desk; it fits any thickness and cannot mar desk or tabie 
top; pea A and quickly gen ree and —— put. ‘orth many times its cost 
to secretaries, typists, bill erks and othe in wheee 7 work speed and accuracy 
are essenti jal 


Ask us about NATIONAL—your key to more fluorescent sales. 


NATIONAL LIGHTING EQUIPMENT CO., Cleveland, O. 











Help your customers 
WAR ON WASTE 


Conservation of materials is an im- 
portant factor in our defense produc- 
tion. A very efficient pencil sharpener 
is the BOSTON Self-Feeder No. 4. 
It feeds the pencil with perfect accur- 
acy, prevents sharpening off center. 
Large, solid steel Speed Cutters also 
speed action—save time. Demonstrate 


and sell BOSTONS. 









Convention 





PENCIL SHARPENERS 








Headquarters 


for 


TYPEWRITERS 


(all makes) 


Rough—Rental—Re-conditioned—Rebuilt 


OFFICE MACHINES 


(Rough and Rebuilt) 
“SUPERFINE” Platens and Feedrolls 


ENAMELING 
NICKEL PLATING 
TOOLS 
SUPPLIES 
PARTS 


100% Service 


SHIPMAN-WARD MFG. CO. 


“The Dealers’ Quality Supply House” 
325 North Wells Street Chicago, Illinois 
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transfer or from awarded contracts; the quantity of 
stock due out to posts, camps and stations that cannot 
be immediately supplied; the amount of stock imme- 
diately available for issue and the amount of stock that 
has been issued since the first of the year. 

When punch cards from depots are collected in 
Washington each week, new balances are substituted 
for the old on the automatic machines and a consoli- 
dated report is prepared. This shows the status of every 
one of the 60,000 items which the Quartermaster Corps 
must supply the Army. 

9 ee 


NEW PACKAGE PROBLEMS CHANGE 
COMPETITION SET-UP 


The All-America package competition recently led 
packaging into a new phase with the announcement 
of the revision of its categories by Charles A. Breskin, 
publisher of Modern Packaging magazine, which spon- 
sors the competition each year. The change in classi- 
fying entries was dictated by the disappearance of 
certain package types, the absorption of others and of 
essential packaging materials by the National Defense 
machinery. These trends within the packaging indus- 
tries made the retention of old divisions no longer 
possible. 

In order to make the competition conform with the 
times, a drastic and far-reaching revision was indi- 
cated. It has taken the form of classifying entries by 
industry instead of by package type. Formerly a 
package was entered as a bottle, jar, tube, set-up box 
or the like. Now it will be entered according to the 
industry in which it is produced and marketed. It will 
be a bakery product, confectionery product, meat 
product, etc. The complete list follows: 1. Bakery 
products, 2. Processed, preserved and frozen food 
products, 3. Confectionery, 4. Dairy products, 5. Gro- 
ceries, 6. Meat products, 7. Beverages, 8. Wines and 
liquors, 9. Drugs, chemicals and drug sundries, 10. Cos- 
metics, toilet preparations and articles, 11. Hardware, 
12. Household articles, 13. Oils, paints and varnishes, 
14, Tobacco products and smokers’ articles, 15. Textiles 
and notions, 16. Stationery and supplies, 17. Jewelry, 
silverware and photography, 18. Toys, games and 
sporting goods, 19. Apparel, 20. Window displays, 21. 
Counter and floor displays and dispensers, 22. Ship- 
ping containers, 23. Machinery and equipment, 24. 
Miscellaneous. 

The new categories will re-emphasize the competi- 
tive aspect of packaging, too. Packages will be com- 
peting against the same opposition they find on the 
market. The effect wanted will be taken into con- 
sideration by the judges. Even within each category, 
the price range of the merchandise will be considered 
to avoid pitting a “5-and-10” package against an ex- 
pensive toiletry. 

It is expected that the winners of awards, who are 
the actual marketers of products and, in many Cases, 
national advertisers, will take even fuller advantage 
of the prestige attendant on winning recognition in 
the only national package competition. 

It is also thought that consumer interest in the com- 
petition, which has always been evidenced by high 
attendance at the exhibit of entries in New York and 
other cities, will be sharpened by the change. Pack- 
ages will be seen in the light of their effect plus their 
technical superiority—the combination of qualities 
which means so much more to the man on the street. 

Entries for the eleventh annual All-America package 
competition are now being taken. Blanks may be se- 
cured without cost or obligation from Modern Pack- 
aging, 122 East Forty-Second street, New York City. 
The judges of the competition are Barbara Daly An- 
derson, Parents Magazine; William T. Bristol, Jr.. 
Bristol-Myers Company; Dr. Howard T. Houde, Whar- 
ton School, University of Pennsylvania; Ben Nash, 
designer; C. A. Southwick, Jr., General Foods; George 
A. Webber, Standard Brands. 





195 











TRINER 








eee tive Hair-line 
"4 a <—Over- 
eonioamiapoay Under 
ss )sH cael Weight 

fs x mt eG cena? 








Indication 


"Air Mail Accuracy” 
BEAM POSTAL SCALE 


1S A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs inte large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 Ib. capacity by % 
ounces (other numbers up to 4 lbs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


TRINER SCALE & MFG. CO. 


2714 W. 21st Street 
CHICAGO ILLINOIS 














--«---- Attention Dealers 


SATIN FINISH 
EXECUTIVE rivtons 


Meet the maximum expectations of users of silk ribbons. 

SATIN FINISH EXECUTIVE Typewriter ribbons were in- 
troduced five years ago as successful competition to silk 
ribbons for sharpness of write as well as maximum dura- 
bility. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something un- 
known heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. This ribbon is an 
outstanding cotton product and as far as we know, there is 
no similar ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR OP- 
PORTUNITY to meet all the demands heretofore supplied 
by silk ribbons. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribbons and Carbon Paper” 


oA LITTLE, — 


MANUFACTURERS 


1888 Factory, Rochester, N. Y. 1941 
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Grae” CARBON 
| PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “» STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. m 
11-13-15 Vanmdewater St., 
New York, N. Y. 


























DON’T LeT THESE PROFITS cet away: 


Check your stock NOW—be ready for the big back-to- 
school buying of these popular brief cases and ring 
binders. Every one is smartly styled and sturdy—all are 
fine values and fast 
sellers. The ring binder 
shown at the right, 
model 613 a great 
favorite with students 
—has three 1” rings 
for standard punching, 
or two 1” rings, 6” 
center. It has two con- 
venient leather pockets 
and is neatly lined. 
















BRIEF CASES and RING BINDERS by DOPPELT 


Send for catalog showing complete line of zipper and brief cases. 


CHARLES DOPPELT AND CO. 


Fine Leather Goods 
412 N. Orleans St., Chicago Opposite Merchandise Mart 











OFFICE APPLIANCES 


COLUMBIA PENCIL ORDERED TO “CEASE AND 
DESIST” 

Bertram A. Strauss, trading as Columbia Pencil 
Company, 29 West Seventeenth street, New York City, 
engaged in the sale and distribution of mechanical 
and ordinary lead and crayon pencils, has been or- 
dered by the Federal Trade Commission to cease and 
desist from misrepresentation in connection with the 
sale of pencils. 

The respondent is ordered, in connection with the 
offering for sale, sale or distribution of pencils of any 
type in commerce, to cease and desist from represent- 
ing by use of the words or terms “manufacturer” and 
“direct from the factory,” or any other words of sim- 
ilar import or meaning, that he is the manufacturer 
of any such product which is not in fact manufac- 
tured in a plant owned and operated or directly and 
absolutely controlled by him. 

ee 


TRAYLOR BECOMES MISSOURI STATE LABOR 
COMMISSIONER 

O. S. Traylor, since 1927 owner and operator of the 
Ozark Typewriter Exchange, Springfield, Mo., was 
recently appointed state labor commissioner by Gov- 
ernor Donnell. 

Active in American Legion circles for many years 
and well-known in the office machine business, Mr. 
Traylor declares his new appointment will force him to 
give up some of his activities, although he will con- 
tinue to keep the business open in Springfield. 
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San Francisco, Calif.—It’s wander season in San Francisco. Harry 
Cooper, stationery buyer for the city of Paris, recently took time off for 
1 satisfactory buying trip in to eastern markets. K. E. McArdle, sta- 
tionery and camera buyer for the Emporium, spent a week in New York 
on a satisfactory buying trip. John W. Killough, Pacific Coast manager 
for the L. E. Waterman Company, took a vacation to break in a new 
Chrysler while enjoying the scenery of the state. E. C. Laird of Laird’s 
Stationery in Oakland, spent three weeks in Lake county, gathering a nice 
coat of tan and a new lot of fish stories. Jim Miles, of Schwabacher 
Frey Co., spent his customary vacation down on the beautiful Monterey 


Peninsula.—SS 


San Francisco, Calif.—Charles R. Barry recently made a flying trip to 
Waterbury, Conn., where he spent five-and-a-half days visiting the Oak- 
ville factory which he represents on the Pacific Coast.—SS 


Sonora, Calif.—It's a smart new stationery and office equipment store 
that Clarence R. Fye has opened at 823 Washington street. The interior 
is finished in natural wood, and there is a liberal use of open table bins 
ind racks for merchandise display. Mr. Fye is from Watsonville where 
he has been associated most of his time with daily newspapers.—SS 


Tracy, Calif.—Marion Tredway, a stationer of twenty-nine years’ experi- 
ence, two of them as wholesaler, until recently of Stockton, has purchased 
the Thompson Stationery Store from Mrs. Ada Belle Thompson.—SS 

Boston, Mass.—The Paramount Office Supply Company has incorporated 
with a capital of 300 shares of no par stock. The incorporators are Lillian 
Preblod, Providence, R. I.; Pearl Slavitsky and Jeannette Therien, Fall River. 
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San Francisco, Calif.—Earl W. White, Pacific Coast representative of 
the Ames Supply Company, has returned from an air trip to Chicago, 
where he attended the National Typewriter and Office Machine Dealers 
Association convention. He returned by way of Los Angeles and reports 
finding business active everywhere, the main concern being as to the 


future possibilities of securing supplies ——SS 


Halifax, N. S., Canada.—Douglas Lee a scholarship winner of the Nova 
Scotia College of Art and an honor student of that institution, last month 
joined the staff of the Soulis Typewriter Company. The firm distributes 
office equipment and machines through Nova Scotia and Prince Edward 
Island.—_WJM 


Hattiesburg, Miss.—Albert W. Trotter, formerly of Monroe, La., has 
recently arrived here to take a position as manager of the Hub City 
Typewriter Exchange on Market street. He is also financially interested 
in the firm. A native of New Iberia, La., Mr. Trotter is well-known in 
stationery and office supply field, having for the past seventeen years 
been connected with an establishment in that industry in Monroe. 








PENS AND PENCILS 





San Francisco, Calif.—_Eberhard Faber, of the Eberhard Faber Pencil 
Company of Brooklyn, N. Y., spent some time the later part of 
July in this area on his western trip. With him was Cobe Musser, the 


newly appointed sales manager.—SsS 
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Specity — 


WoORLD’S QUALITY STANDARD 


They Correct Mistakes in Any Language 4 


— lasting satisfaction for your Customers 


WELOON RoBERTS RUBBER Co. . > id NeEwarRK, NEw JERSEY, U. 








/ SELL MEILICKE CALCULATORS 
Order Now | The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 


PRICES GOING UP OCT. Ist ee 


No levers to pull. No 


ba eA ! T S 99 keys to punch. No tedi- 
T H E ous figuring. No errors. 
ONE POUND POSTAL SCALE Just copy the answers 
tabulated in convenient 





Size 2% x 4x 4\4,. always has been a fast seller at $1.50 and will 















still be low priced after the price increase Oct. Ist 

Stuffers furnished—compare its features with other form. 3 Sold _ 10 day 

one pound postal scales free trial basis. Nation- 

Sample scale postpaid to dealers at special price, ally advertised! Write Simply tip 

or write for literature and dealers’ discounts for details now!l “. soe er 

opy sestiiiuil 
. 277 E. Erie St., Mil kee, Wis. eq: 3468 N. Clark St. 

MASCO CORP. 277 &. tte s¢., maweutes, wi Meilicke. Systems, Inc. C50. Se": 














A 
AMERICAN VIS } BLE AIC re) 


Model Q 3 Movement PRODUCTS 


Model QD) Lever Tabbing 
Movement Desk Pads 


Indexes and 


Model @ 3 Movement Specialties ——_—__—— 


WRITE FOR DISCOUNTS are manufactured and guaranteed by : 


AMERICAN NUMBERING MACHINE co. | (CAMP WACI) Et am orep 
6 5 4 3 2 1 BROOKLYN, NEW YORK CHICAGO, ILLINOIS 


CUSTOMER APPEAL! 65 MILLION READERS 


« SCAENTINE PaE-Paser CousTRecTion Will see the National advertising on 


UG, RABE bat INKO GRAPH 
ies PENCIL POINTED PEW 


The only successful Stylo 
Starting in September and continuing through 
—~ the Holidays in 
|| H l/ ; ; LIFE, SATURDAY EVENING POST 
COLLIER'S, LIBERTY AND LOOK 
Alert dealers can cash in 


MANUFACTURING italog and discounts on request 


sth INKOGRAPH CO., INC. 


World’s Largest Manufacturers of 
Pencil Pointed Pens 
206 Hudson Street New York, N. Y. 











LIST PRICE EF 


WRITE FOR FULL DETANLS 
531 WORTH ELMWOOD AVE 
OAK PARK, ILLINOIS 
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A NECESSITY 


in every office 

















@-The amount of work 
you can turn out in a day 
pecs upon your secretary. And 
upon your mail desk. 

To avoid that 5:00 o'clock bottle- 
neck at the mail desk get a Hanson p 
Hi-Speed Postal Scale. It shows ex- 97> 73 
act postage instantly—no weights to fi | || 
jiggle. Hairline accuracy. Built to 
last a lifetime. 


HANSON SCALE CO. 
525 N. Ada St., Chicago, Ill. 


FVANSON SCALES 








Hanson Postal 
Scale No. 1546 










HEAVY DUTY 


did you say? Then your 
answer is the sturdy 


ACME No. 1 


HEAVY DUTY Hand Stapler 





Ideal for fastening voluminous correspondence 

sample swatches of paper, leather and fabric, for 

stapling of catalogs, programs, et« Adjustable Full details 
guide for accuracy ACME No. 1 can han Be Gores in our 

leg lengths: 4%, 5/16 and %” without mec ranic Silverstreak 
change and can be especially equipped to take Ly Folder. 


ACME STAPLE CO. 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. 2—SURESHOT—SIMPLEX—MIDGET 








OFFICE APPLIANCES 





COMPLETE LINE OF READY MADE 
BOUND and LOOSE LEAF 
BANK RECORDS 


If you are now calling on 
country banks, write for our 
price list and proposition. 


Fred Procter Co. 


324 E. 9th St. Cincinnati, Ohio 


Sales Ammunition! 


It’s as far in advance of the old fashioned call- 














New York City 





nid pp an ve ing card, as the cartridge from powder and ball. 
s 
Chatfield & we xis Co The stationer who insists that his printer or 
Cincinnati engraver uses Wiggins Book Form Card Stock on 
The Chatfield Paper C the business card orders from him, is loading up 
Detroit with sure fire sales. For these, in a Compact 
Seaman-Patrick Paper Co. Binder, never fail to hit the bull's eye of 
Grand Rapids appeal. 
Carpenter Paper Co c 
Tell your printer or engraver to contact any 
g en = of these paper merchants 
om for samples and prices, or 
Mod Bol 
ey upers, In write us direct. 
The JobnB. WAG GIN 


1162 Fullerton Avenue, Chicago 





Book Form Cards Compact Binders cal 














* A STAR 
PERFORMER 


on typewriters, cal- 
culators, and other 
office machinery. 
Automatic valve 
controls flow, pre- 
vents evaporation. 
Ideal for removing 
spots from gloves, 
shoes, clothing. A° 
ready seller. Write 
us. 


RIVET-O MFG. CO. 
96 Jason St., 
ORANGE, MASS. 








SPEED-MO No. 400 
TYPE BRUSH 
and CLEANER 


for 


IDEAL 
HOT WEATHER 


MASTER 
SPEED KEYS 


Springs instead of 
rubber. 


WHAT A DIFFERENCE! 


Speed Key Mfg. Co. : 








422 Columbus Place 
BROOKLYN, N. Y. 











aste 
that never wrinkles paper 


not even the thinnest tissue. Scrapbooks never bulge, tracing 
papers never pucker; extended charts and forms can be typed or 


. Write for Free Tube and 
Boston 


penned on immediately, smoothly 
Profit Story to Harriman-Welts Products Co., 200 Summer St., 
























Ly Hairline TWi R L | T 
sheets Accuracy 300 series 
(YY inch 
thickness) 










Fast, smooth, easy operation, choice 
of four hole sizes and adjustable 
up to nine inch centers. Offer this 
tophole service to your trade! 


Mitchell Binder Co. 


109 Bower Ave., Hagerstown, Md. 
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BEAUTIFUL AND USEFUL 
GIFT ITEM in Plastic 


The “'Princess'’ Postal Scale is made in four 
attractive finishes—Variegated Marble—Mother 
of Peari—Circassian Walnut and Ebony Onyx. 
The dial is etched on frosted brass. It in- 
dicates the cost of postage in cents on all 
classes of mail matter. Simply place the letter 
on the platform, read the dial and affix the 
postage. This beautiful scale will prove an 
attractive gift item for all occasions. 












For sale by leading stationers. 
Send for postal catalog. 


Pelouze Manufacturing Co. 
232-42 E. Ohie Street 
Chicago, Illinois 


“Princess” Postal Scale 
Capacity | pound 
Circassian Walnut 











You can do a bigger, better business 
with OXFORD FILING SUPPLIES 


SALES HELPS Oxford offers a well-planned sales pro- 
motion program of circulars, package 
inserts, samples, displays, electros, and 


sales manuals. 


NO DIRECT Oxford dealers are never up against 

SELLING direct selling competition from the 
manufacturer. We sell only through 
our dealers. 

COMPLETE Oxford dealers handle a complete, 


LINE guaranteed line that sells quickly and 
easily at a profitable mark up. 


Write us OXFORD FILING SUPPLY CO. 


today for 340 Morgan Avenue, Brooklyn, N. Y. 
catalog 125 South 8th Street, St. Louis, Mo. 











Attractive 
TYPEWRITER RIBBON 
counter display FREE 

with one gross order of 
assorted ribbons. Each rib- 
bon removed is gravity re- 


placed. 
54 


different ribbons always in 
full view. “In full view" 
power of suggestion pro- 
motes counter sales. 


== Bilan 


po . CARBON 6 RIBBON MFG CORP 
REE! WRITE TODAY! 














165 DUANE ST. 
NEW YORK, WN. Y. 


5 Newly-revised editions of 


RAND M°NALLY WORLD ATLASES 





(all contain up-to-date maps, Pi ts 
1940 census figures) - 

PREMIER EDITION $4.50 
STANDARD EDITION 3.00 
READERS’ EDITION 2.00 
READY-REFERENCE EDITION 1.00 
INTERNATIONAL EDITION 

In Cloth 7.50 

In Fabrikoid 8.59 


Order Now for Quick Delivery 


RAND MCNALLY & COMPANY 
536 South Clark Street, Chicago 


New York—Los Angeles—San Francisco 











MAGIC FLOW 


AN EXCELLENT 
DUPLICATING INK 
Also Other 
Duplicating Supplies 
Colored Inks Available 


Samples and Prices 
upon request. 
& 


CONTINENTAL INK CO. 


544 W. LAKE ST. CHICAGO, ILLINOIS 




















Yow QUESTIONS | 
ANSWERED free 


Subscribers to Othce Appliances have free access to 
a competent service bureau which is prepared to 
answer almost any question relative to office equip- 
ment. 

A considerable number of our readers have found 
that this service in itself is worth many times the 


subscription price 


The Office Appliance Company: 20 North | 
Wacker Drive, Chicago, U. S. A. ::::::: 


———$—_—_—— — a a | 























Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
oS , holders; bill-fold envelopes; stamp containers, etc. 
fil \ Made of acetate (flame resistant) transparent cel- 
, ™ lulose. We build to fit your particular need. Write 
us for details. 


Markilo Company, Mfrs. 
3633 S. Racine Ave. Chicago, U. S. A. 
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Competitive Tests show HILCO 
give YOU better INKS 
for LESS MONEY 


@ Here's REAL NEWS in a market where rising 
prices are the rule . . . HILCO is giving you 
better duplicator inks at a lower price. No matter 
what ink you now use... no matter what price 
you now pay ... investigate HILCO duplicator ink 
prices and quality before you make new commit- 
ments. We are in position to give you immediate 
delivery on any sized orders. Write for samples 
and prices today. 





THE HILCO CORPORATION. 429 W. Superior St.. Chicago 








There's only ONE ALL-WEATHER 
STAMP PAD 








It’s a 


FULTON 


Product... 


P — mr i+ - ia) 
\X/ ds are chea a S 
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weather ays a nt-proot and sagies 
. - ++ An 
n+ get wi ast paid any afttentic 
R ry sqaerated claims st 


SEND FOR ILLUSTRATED CATALOGUE 


FULTON SPECIALTY COMPANY 


200 FIFTH AVENUE,.NEW YORK CITY FACTORY AT ELIZABETH.N.J 





OFFICE APPLIANCES 








Efficient and economical. 
Will keep correspondence 
and papers alwayson hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 














a Rite! of 
2g 19; 


Stanley R.Bristow 
24 Central Ave.West Orange, N.J. 








SIMPLIFIED Simple 
PAY-ROLL AND INCOME TAX Compact 
RECORDS Complete 


EZYKEPT 


Pay-Roll and Income Tax 
Books for Small Business 


New tax laws require every business to keep a complete set 
of records. EZYKEPT books provide for all essential information 
in compact form and are reasonably priced. Sold by hundreds 
of stationers. Investigate unusual profit possibilities. 


THE EZYKEPT COMPANY 


Box 475 Champaign, Illinois 














with the preferred 


Write today for catalog A, available to all dea 


@ Filing Systems @ Filing Folders 
@ Printed and Ruled Stock Forms @ Guides and Indexes 
@ Special and N.C.R. Forms @ Bank and Insurance Forms 


Manufacturing Specialists for a 
LS Quarter of a Century 
DACO 
THE DACO CARD s INDEX CO. 


9 FEDERAL COURT - BOSTON,MASS. 













HERE’S NEWS! 


Something new and different 
by the makers of a product that 
all stationers know 


BEACH’S 


: | 
*008 Smee. | f “Common Sense" 
| 





Travelers’ Weekly 
EXPENSE SHEETS 

















y $2.00 a Hundred 
| Our usual discounts to 
dealers. 

: | i) | The same quality. 

OS Oe sen )s The same convenience. 
— ~- The same oupte space for 
=a | records. 

SS Send for a sample. 
BEACH PUBLISHING CO. Detroit, Mich. 














aR nc 


Sieh serena 


nee aie 





SEPTEMBER, 1941 








DEALERS: Offer your customers 


The ROBERTS 
Model 95 


where price is a secondary consideration be- 
cause: Its steel construction offers them years 
of continuous Trouble Free operation. Its light 
weight and easy action reduce fatique—five 
actions are standard equipment. There are six 
styles of figures to choose from. : 

Your personal income is greater too—prices 
begin at $13.00, less your large discounts. 

Stock and Start Selling these Machines 
NOW! 


The Roberts Numbering Machine Company 
694-710 Jamaica Avenue Brooklyn, New York 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 











THE IMPLIES! 


INKED RIBBONS 
CARBON PAPERS 


TRIED, TESTED AND APPROVED 
Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON CORP. 


Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 


NAME 











DAISY WIRE LETTER TRAYS 


THE KIND THAT REALLY SELLS 








Rubber Feet. 

Packed 1 dozen or more in 
shipping carton. 

Shipping wgt. per gross 100 
pounds. 


Made of No. 16 wire. 

Top rim of No. 12 wire. 
Finished in green lacquer. 
Size 10 x 14 x 3 inches. 


Manuiactured by 


The Massillon Wire Basket Co. 


MASSILLON, OHIO 








ALLEN @ WALES 


ADDING MACHINE 


CORPORATION 


444 Madison Avenue NEW YORK CITY 
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PUSH-PINS 


a 
PUSH-LESS 
HANGERS 


MOORE PUSH-PIN CO. - Since 1900- 113-25 Berkley St., Phila., Pa 













| 
W The MODERN Hectograph! 


of WRITO! 


Better Results—more and better copies with immediate 
reuse! Has Longer Shelf Life—gquaranteed indefinite] 
i against deterioration. Will not crack, or ! 
Odorless and non-sticky. Duplicates on any kind of paper 
without tearing. Saves you money—WRITO weighs less, 


R Consider the advantages 








v so you get more per und. 
PURE—can be melte and 
reused. 
Complete line in all popular 
sizes in both pans and refills 
Complete line of 
Hectograph Supplies 
Dealers: Write for complete price 
schedule, discounts and sales helps. 
We offer you a real proposition. 
ROSS LABORATORIES, Inc. 
4021 N. Hermitage Ave., Chicago, Ill. 




















TENS 


ENVELOPES, 
STAMPS, 
LABELS 


Sensational new sci- 
entific brush-moist- 
ener makes gummed 
surfaces stick tight, 
fast! Speeds up 
mailing! Neater! 
Cleaner! Sanitary! 
Streamlined, nickel 
S ated, enameled. 

lis on sight, at 
unheard of low 
price. 


Only $9.50 


A product of Better Packages, Inc. Shelton, Conn. 
Distributed by A. W. KELLOGG SALES CO. Waltham, Mass. 


























SALEABILITY 


While you devote sales-ability to 
hundreds of products, let Clarotype 
sell itself for you. This modern 
type cleaner makes first sales easy 
and repeat sales certain. Clarotype 
is profitable to you and keeps your 
customers satisfied. It has saleabil- 
ity. Write today for liberal dis- 
counts and free advertising aids. 


The Clarotype Company, Ince. 
16-K Hudson Street, New York City. 





oo 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 
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RITE-RITE MFG.CO. 
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Red, White and Blue — rich Military Olive Green, are the popular 





pe 4c CE 





new colors in the "Threadline" 49'er. To modern styling like this, add 
the “twistproof" mechanism, smart design and "Threadline” Lead 


and you know why more Americans buy "Threadline at 49". 





Subsidiary of Joseph 
Dixon Crucible Co. 





OFFICE APPLIANCES 


WA 
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ICID, OO no DINON RITE RITE 


In pencils, the point counts most. "View- 
point" is the sharpest of all mechanical 
pencils—stays pointed when others wear 
dull. "Threadline" lead, put out where you 
can see it in a superthin steel tube does 
the trick. And what a difference that ex- 
clusive Dixon Rite-Rite feature does make! 
Never before was there a pencil of any 
kind that stayed sharp without sharpening, 
made clean, clear writing so easy. Never 
before a pencil so pleasant and comfort- 


able to use. It's the best a dollar will buy. 


DEALERS! WRITE TO ADDRESS BELOW! 


CHICAGO 


























; _ au and: ub 
inkind count! ‘ eed ; 
ric se g ° 59 
ee ee 6 
ro 
A 
vox 


THE MOST COMPLETE LINE OF DUPLICATORS AND 
SUPPLIES IN AMERICA 


ee Think of the advantages of handling a complete and profit- 
able line of duplicating machines and supplies, al] available from 
one source. The Heyer line includes many models of stencil and 
gelatin duplicators as well as a complete assortment of supplies for 
most known duplicators. There is a Heyer duplicator available for 
every duplicating requirement, in a range of prices appealing to 
every prospect. 


All Heyer duplicators are simply and sturdily constructed. Sim- 
plicity of operation is the keynote of all Heyer machine design. 
There are no complicated mechanisms to get out of order, and very 
little service is required. All of the machines are easy to operate, 
beautifully finished, and are equipped with an initial set of sup- 
plies. Supply items are of the highest quality, and are attractively 
packaged. All are fully guaranteed. 


Thirty-eight years of experience in manufacturing duplicators and 
supplies enables Heyer to produce a line of unsurpassed value. 
Heyer products are known throughout the world for their high 
quality and satisfactory performance. Write today for catalog and 
price list. 








_ can depend on your Under- 

wood Portable Representative to 
help you do a bigger, more profitable 
personal typewriter volume. That’s his 
business! 

Every Underwood Portable Repre- 
sentative is trained to serve you. He 
can show you how Underwood adver- 
tising creates the demand for Under- 
wood Personal Writing Machines... 


how Underwood prestige and quality 





actually se// these Portables to the 


various types of users. 

Remember, that your Underwood 
Portable Representative is definitely 
interested in your success. He 1s 
always at your service, that is why we 
suggest that you “talk things over” 
with him, 

If you want your Underwood Port- 
able Representative to make a special 


call, write us today. 


Portable Typewriter Division 


UNDERWOOD ELLIOTT FISHER COMPANY 


ONE PARK AVENUE 


NEW YORK, N. Y. 


Sales and Service Everywhere 











